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hangeovers Slated. 
To Curtail Output 
For Next 2 Months 


By Martin L. Whitmyer 
Staff Writer 


|Lincoln dropped from 1,039 to 356 
|}last week; Mercury slipped from 


production declined to 106,-| 6,439 to 3,950, and Ford division 


og 
868 last week as the industry 
entered a two-month period in 
which output will be curtailed by 
model changeovers. 
The weekly total was 15 per- 
gent below Automotive News’ | 
three-year index and 39 percent 
under the 111,274 cars produced 
during the previous week. The 
previous week’s output was 11.4 
percent below the index. 
American Motors wound up pro- 
duction of 1956 Ramblers last Fri- 
day (Aug. 3). AMC production of 
“big cars” was halted in July. 
Production of 1957 models will 
begin Aug. 27, AMC said. 
Lincoln’s production of 356 cars 
on Monday and Tuesday marked | 
the end of the division’s 1956 model 

an. It is expected to begin pro-| 
duction of 1957 models Aug. 20.) 
Mercury's lines at Wayne will be 
closed another week in conjunction 
with Lincoln’s changeover. Mercury 
is expected to resume production at 
"the Wayne plant next Monday (Aug. 
"13). Packard, which closed its as- 
“gembly lines during the last week of 
‘June, was the first maker to com- 
plete its 56 model run. No date has 
‘been set for resumption of output at 
Packard. oe 

* 


meet week’s decline, plus declines 
at DeSoto and Chrysler the 
previous week due to walkouts and 
parts shortages, held July’s car 
output to 448,804 units. That was 
@ 43 percent improvement over 
June’s 430,141 assemblies, but was 
.819 percent short of the 659,761 
ars turned out during July last 


r. 

A breakdown of July’s output 

showed GM with 218,414 units; 

Ford with 145,685; Chrysler with 

74,518; American Motors Corp. 

with 5,533, and Studebaker- 
Packard Corp. with 4,654. 

Truck production for the month 

led 84,166 units, or 39 percent 

low the 87,581 units turned out 

an June and 21 percent under the 

107,090 trucks assembled during 

duly a year ago. 

o 


e 


| 
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|“How much higher?” 
* 


dropped from 28,527 to 25,575 units. 
The decline dropped Ford Motor’s 
output from 36,017 the previous 
week to 29,896 cars last week. 
GM also showed a decline last | 
week, although its decline was | 


| much less severe. | 


A breakdown of GM operations | 
showed Buick with 9,486 units last | 


| week, compared with 9,515 a week | 


up from 5,490 to 5,600 units. 
+ = * 


A= was up six units from 

1,444 to 1,450 as Nash turned 

out 1,150 cars last week, compared 
(Continued on Page 54, Col. 3) 


D7 Price Rises 


Believed Certain 


Steel Wage Accord 
Hikes Cost Spiral 


By John K, Teahen Jr. 
Staff Writer 

one wages and higher 

prices in the steel and rubber 
industries and a boost in auto 
workers’ paychecks have touched 
off a new round of speculation on 
one of the most important ques-| 
tions in the auto industry. 

The query, of course, is: How 
much of a price increase will be 
tacked on the 1957 models? 
There no longer appears to be 
any doubt that 1957 prices will be 
higher. Observers who a few 
months ago were asking, “Will 
prices rise?” now want to know, 


* x 


3 NOT yet possible to give any- | 
thing approaching a complete 
answer to that question. The) 
factories are guarding their 1957) 
price deliberations as carefully as | 
they guard their manufacturing | 


| 
ONTINENTAL held steady with | Secrets. 


; the previous week’s output, 
producing 15 units both weeks. 
te 


~ Top Cars 
New-car registrations for five 
| months plus 35 states for June: 
4956 Pos. Make 1955 Pos. 
« 1—740,996 Chev. 693,237— 1 
> 2—614,937 Ford 684,786— 2 
38—274,165 Buick 352,503— 3 
4—237,736 Plym. 318,456— 4 
5—219,945 Olds. 269,217— 5 
6—178,437 Pontiac 245,961— 6 
I—131,820 163,145— 7 
8— 104,884 136,173— 8 
9— 67,3896 69,177—10 
10— 53,059 73,028— 9 
1l— 49,504 58,475—I11 
12— 41,680 49,312—12 
13— 39,440 42,927—13 
14— 20,069 14,141—16 
15— 17,335 21,956—15. 
 16— 16,591 24,744—14 
 li— 4,910 6,323—17 
18 891 
36,317 23,685 

Total All Makes 

2,850,612 3,247,246 
Further details on Page 38. 


Cost studies and analyses of mar- 
ket potentials are proceeding and 
will continue right up to the big 
meetings shortly before introduc- 
tion day when highly placed execu- 
tives sit down and draw up the 
price sheets. 

And this year, certainly, the 
auto makers are thinking of 
more than tooling costs, 
materials prices and distribution 
expenses. 

The attitude of the consumer on 
the price question is playing a 
tremendous role in the manufac- 
turers’ thinking. 

For dealers have told their fac- 
tories quite bluntly what the buyer 
thinks of price increases for 1957. 
One dealer said prospects think 
such talk is “ridiculous.” Another 
warned a boost would “make ’57 
sales worse than ’56.” 

+ * 7 
Bu: since an increase appears 
certain, the makers are faced 
with two definite problems: They 
must make it as small as possible, 
and they must make it as palatable 
as possible to the buyer. 

The first task is up to the cost 

analysts. The second may be 
(Continued on Page 4, Col, 4) 
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Idea Car Lost in Sinking of Andrea Doria— 


The Norseman, Chrysler Corp. idea car built by Italy's Ghia, was lost in the 
earlier; Cadillac up slightly from | sinking of the Italian liner Andrea Doria. Devoid of pillars or posts, the Norseman 
3,151 to 3,200; Chevrolet up from | had aluminum body panels and a 12-foot-square, power-operated glass panel in the 
29,812 to 29,900; Oldsmobile down | ‘oof. Chrysler said the car had more structural, chassis, electrical and styling innova- 
from 8,109 to 7,846, and Pontiac | tions than any idea car the company has designed. It was on the drawing boards a 


year and took another 15 months to build. 


British Strikers Meet— 


Striking employes of British Motor Corp. held an open-air union meeting outside 
the company's Coventry (England) plant. All of the company’s 51,000 workers had 
been ordered off the job by the leaders of 15 unions, but reportedly more than half 
defied the order and the picket lines. Fighting between pickets and nonstrikers broke 


workers. (United Press Photo.) 


| out at one of BMC’s 12 plants. The strike is the result of the dismissal of 6,000 


“TRUCK SECTION. 
$8 Per Year, 25c Per Copy 


Cleanup Efforts 
Gain Momentum, 


But Profits Fade 


Most Dealers Expect 
To Clear Out Stocks 
By °57 Introductions 


By Robert M. Lienert 
Associate Editor 
NEW-gAR dealers have begun 

working seriously on the cleanup 
of 1956.models, according to reports 
from the field. 

Indications are that this year’s-- 
cleahup, while ringed with diffi- 
culfies, will present no serious 
problem. 

The overwhelming majority of 
dealers contacted by AuTOMoTivE 
News said they expected to clear 
their decks in time for the ’57s. 
Some even anticipate a shortage of 
new cars in the weeks immediately 
preceding new-model introductions. 

+ * + 


y= dealers say they will 
make it in time, they realize 
the new ’56s aren’t going to move 
by themselves. That is where the 
difficulty lies. 

Dealers this year aren’t going 
to be able to shake the last leaves 
off the tree by using end-of-model 
price slashes. With an occasional 
exception, there just isn’t any 
profit left to give away. 

Some dealers have attempted to 
capitalize on this for the cleanup 
by advertising “autumn cleanup 
prices now.” They add, privately, 
that they have been trading at 
“autumn” prices all summer long. 

As one Corn Belt dealer said last 
week, “There is no profit left. Worst 
I ever saw.” 

7 * >: 

N THE South, a dealer said of the 

profit problem, “Only once in 
a great while can we get a trade 

without giving away nearly all the 
profit. If we don’t give it away, 
some other dealer will get the 
trade.” 

Other dealers described profit as 
“non-existent” or “not good.” 

A hopeful note, however, was 
sounded by a dealer in the Upper 
Great Plains, who said, “We are 
barely in the black for the year 
to date, but dealers seem to be in- 

(Continued on Page 6, Col. 1) 


Fifth of Cars Need Safety Service 


ASHINGTON. More than! 

two million cars and trucks 
were voluntarily checked for safety 
during the 1956 Vehicle Safety- 
Check program, according to A. 
vanderZee, chairman of the Inter- 
Industry Highway Safety Commit- 
tee. 


It was found that one-fifth of 
the 2,185,524 vehicles checked 
were in need of maintenance 
attention to one or more. parts. 

Of the ten items checked, rear 
lights, brakes and front lights were 
the parts most frequently in need 





of immediate service attention. 
Community safety-check lanes 


Road Deaths Set 


Record for June 


HICAGO.—Death on the highway 
maintained its record-breaking 
pace at the halfway point of 1956, 
the National Safety Council has re- 


month in history and 14 percent 
more than in June last year. The 
(Continued on Page 49, Col. 1) 


were in operation in 800 cities and 
95 counties in 34 states, said van- 
derZee. “This is a new record for 
voluntary citizen support,” he said. 
” - * 
HE NOTED that with only 13 
states and the District of 
Columbia currently requiring mo- 
tor vehicle inspection, this volun- 
tary cooperation assumes special 
significance. 
According to the 1956 edition of 


“Accident Facts” published by the 
National Safety Council, it is not 
known just what proportion of 
vehicles tested in the compulsory 
law states had some unsafe con- 
dition. 

“However,” the publication 
noted, “reports from nine (of the 
13) states show that among vehi- 
cles going through inspection 
stations in 1955, from 13 to 71 

(Continued on Page 8, Col, 1) 


Inside Automotive News... 
e 


Page 1 


New ny program spells bonanza for trucks. 


Used-car guarantee systems on increase. 


Page 47. 


Day in court—a blessing or a curse? 


Page 6. 


ATAM warned court bill is no cure-all. 


Page 8. 


New-car and truck registrations and prices, Page 38. 
Truck New Products, Page 32. Auctions, Pages 6 
and 34. Vehicle production by makes, Page 54. 
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‘I Remember When .. .” 





Dealer Looks Back at 20 Years 


Eprror’s Nore: The other day, 
in a retrospective frame of mind, 
a dealer sat down to write a 
letter to a distributor with whom 
he had been associated for nearly 
20 years. Reading it over, he 
decided that it might be of in- 
terest to other dealers. It appears 
below with only the names 
omitted: 


+ + * 
_ letter received yesterday, 
where you have terminated 


your contract with 
distributor for this territory. 

It seems like when I first met 
you way back in the fall of 1937 
that the auto business could hardly 
survive as times were so tough for 
the auto dealer. But those days 


Ford Earnings Dip 
43 Pet. for Half; 
Total $131 Million 


DETROIT. Ford Motor Co. 
opened its books last week and 
told shareholders that company 
earnings for the first six months 
of 1956 were 43.8 percent below the 
porresponding 1955 period. 

The figures were $131.7 million 
against last year’s record $234.4 
million. 

First-half sales were $2,364,500,- 
000, second highest in Ford history. 
They were 18 percent below last 
year’s $2,891,300,000. Factory sales 
of cars and trucks totalled 1,028,- 
284, a decrease of 23.6 percent from 
the 1955 figure. 

Ford said earnings amounted to 
$2.44 per share, compared with 
$4.40 last year. Directors declared 
a dividend of 60 cents a share. 

A breakdown showed second- 
quarter earnings of $58 million on 
sales of $1,161,400,000. In the first 
quarter, earnings of $73.7 million 
resulted from sales of $1,203,100,- 
000. 
The company’s payroll for the 
first half was $498.5 million and 
employment averaged 177,168. The 
work week averaged 39.3 hours 
resulting in average paychecks of 
$93.09 


Ford also announced the election 
of Sidney J. Weinberg, 64, New 
York investment banker, to its 
board of directors. He is a partner 
in Goldman, Sachs & Co. and is a 
director of several companies, in- 
cluding General Electric, General 
Foods, B. F. Goodrich and Conti- 
nental Can. 

Ford was the second of the Big 
Three to report a major decline in 
first-half earnings. Earlier, General 
Motors disclosed that its earnings 
were 23.9 percent below 1955. 


as 
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Prized Suburban 


Cargo Heads for the Marketplace— 


back then were a picnic compared 
to conditions nowadays. 

In those days, you could hire 
one of the best mechanics for 
$25 a week and he put out a day’s 
work then and was dam glad to 
have a job. Now he wants to 
regulate his own time, time and 
half and double time, doesn’t 
care if he has a job and, above 
all, he doesn’t give a damn whether 
or not he puts out a day’s work. 
In fact, he wants to run the 
business — all except pay the 
overhead. 





dealer. A new car cost us around 
$650 and they were built a lot 
| better than they are now, that is 


| for workmanship. And if you made | 


|$50 to $100 commission, you were | 4 
| the end, you aren’t fooling anyone. 


making money because we could 
live on $25 a week a lot easier than 
we can live on $150 today. 


We had factory protection on 
territory at that time. We didn’t 
have used-car dealers selling new 
cars then and we didn’t have the 
used-car auction dealers selling 
new cars. 

* * * 

OU can’t blame the new-car 

dealer for selling his surplus 
new cars to the used-car dealer 
and you can’t blame the used-car 
dealer for buying them either. He 
is out to make a2 few bucks and 
can do it a lot easier than the 
new-car dealer as he doesn’t have 
the investment, the overhead and 
the high-priced equipment it takes 
to service these new cars any more. 

The only solution I can see is 
for the factory to correct those 

evils. The dealer should have his 
protective territory back but the 
manufacturers won’t ever go back 
to those times because the more 
cars they can build makes the 
stockholders and the labor unions 
happy and puts the dealer in worse 
financial position. 

He has to offer crazy big deals 
and about all he winds up with is 
@ mess of used cars and debts, 
plus a lot of fimance contracts 
out that he has endorsed and 
guaranteed payment. 

The factory gets their dough; 
the finance companies get their 
dough with interest, and the dealer 
gets the headaches. 

It’s all wrong. The manufac- 
turer makes from 20 to 30 percent 
and the dealer winds up with less 
than 1 percent and takes about all 
the risks. 





> * > 


= factories seem to encourage 
a dealer to go for volume, take 
less profit and sell more cars. 
Get more of your product on the 





I can also remember 19 years | 
ago when I first became a———— | 





road and your service work will 
increase. That is true but when 
you do that, your free service also 
increases and it’s getting worse 
every year. 

We used to not know what 
under-coating was on a car. Now 
I don’t dare sell a new one with- 
out doing it. They leak dust so 
bad and it’s just another free 
service to undercoat a new car. 

I would rather give them the 


| job than have them bitching to 


me all the time about dust leaks 
and trying to patch up the leaks 
in front of the customer. It 
takes more time to try and 
satisfy them on patching up the 
car than it takes to undercoat it 
in the first place. 

Of course, I always add the price 
of the undercoat to the car but, in 


You give the price away on a 
tradein so that is just another free 
service the dealer absorbs. 

That is one item; there are a 
hundred more leaking wind- 
shields, over-spray paint jobs, half 
solex glass and half clear, poor 
intertor workmanship, rubber pull- 
ing loose from around the edge of 
doors. I could fill 10 pages this 
size of poor construction. 

+. + a2 

~~ it isn’t only our cars. The 
£% whole damn industry is the 
same. I think perhaps the manu- 
facturers do the best they can do 
but it all falls back on labor. 
Labor is making more money now 
than ever before in history and 
doing a lousy job of workmanship. 
Seems like out in a farming terri- 
tory everything we buy that is 
connected with labor is costing us 
more and more. 

Price increases all the time, but 
what we have to sell is getting 
cheaper and cheaper. Farm prod- 
ucts are low, for the farmer, but 
the consumer is paying more. New 

(Continued on Page 49, Col. 4) 


hrysler Net Off 
To $18,671,471; 
Zeder Shifted 


NEW YORK. — Chrysler Corp.’s 
net earnings in the first six months 
of 1956 amounted to $18,671,471, 
while dollar sales totalled $1,428,- 
779,603, President L. L. Colbert said 
last week in a report to share- 
holders. 

Sales were the third highest of 
any first half in the corporation’s 
history, he said, and compared 
with record first-half sales last 
year of $1,884,638,006. Net earn- 

(Continued on Page 53, Col. 1) 


While for most models the auto market this year has been fiercely competitive, Plymouth dealers report retail deliveries of 
Suburban models are running 16 to 17 percent of total deliveries compared with factory shipments of 15.1 percent in July. 
Above a cargo of Suburbans is !oaded at Detroit for Buffalo and other Eastern markets aboard the flagship of the T. J. Mc- 
Carthy line. Incidentally, McCarthy reports that it may be hauling cars to Europe next year via the St. Lawrence if Federal 
Maritime permission is granted.—{Detroit Times Photo.) 








GM Stylists of the Future?— 


James E. Goodman (center), Fisher Body general manager, congratulates two top 
national award winners in the 1956 Fisher Body Craftsman’s Guild model car com- 
petition. Bill Moore, 19 (left), Los Angeles, and Bryce Arden Miller, 16, Detroit, won 
$5,000 university scholarships. Twenty winners shared $43,000 in scholarships. (See 


Story Page 49.) 





Chevrolet Adds 2 Regions, 
Five Zones in Expansion 


DETROIT. In a nationwide 
expansion of wholesale forces 
designed to increase specialized 
assistance to dealers, W. E. Fish, 
Chevrolet general sales manager, 
has announced creation of two new 
regions and five new zones. 

The program, said Fish, has been 





under study for more than a year. 
It involves realignment in several 
major wholesale boundaries and is 
based on: 

1. Exceptional population growth 
in certain sections of the country. 

2. Increase in the company’s 
retail market as reflected by the 
record sales of recent years and 

a service responsibility toward 
almost twice as many Chevrolets 
as were in use before the war. 

3. Recognition that return of 
“competitive normalcy” more than 
ever places importance on the 
maintenance of good management 
in every phase of dealership opera- 
tions. 

To up the number of Chevrolet 
regions to 10, Fish said new 
offices would be established in Cin- 
cinnati and Denver. Cincinnati 
(midwest region) will be composed 


of three zones from existing 





NIADA’s Rowell 


Holds Out the 


‘Olive Branch’ 


CHARLOTTE, N. C.—The Na- 
tional Independent Automobile 
Dealers Assn. is ready to confer 


with any or all other representa- 


tives of the auto industry in an 
effort to iron out disputes without 
recourse to legislation, according to 
Stacy Rowell, president. 

Rowell spoke before a member- 
ship meeting of the North Carolina 
independent association’ and told 
his listeners that “our one interest 
is to protect the independent dealers 
from legislative inroads affecting 
our segment of the industry.” 

“We are for free enterprise and 
are opposed to enactment of any 
laws which will stifle it not. only 
to our own detriment, but to that of 
the buying public,” he said. 

E. M. Stafford, Charlotte, is presi- 
dent of the North Carolina group; J. 
N. Oakley, Durham, is vice-presi- 
dent, and Ralph E. Johnston, Fay- 
etteville, is secretary - treasurer. 
Johnston also is a regional vice- 
et of the national organiza- 

on. 





| regions and two new zones. Denver 
(Rocky Mountain region) will su- 
pervise five zones currently report- 
ing to other regional headquarters, 


The number of zones in the 
wholesale organization will be 
boosted to 47. Newcomers are 
offices at Newark, N, J., Charles- 
ton, W. Va., South Bend, Peoria, 
Ill., and Green Bay, Wis. 

Newark and Charleston zones 
will be activated at once. W. K. 
McKenzie, former Philadelphia 
city manager, will direct the 
Newark zone with W. L. Lawlor 
as city manager and C. E. Collins 
as assistant zone manager. A. R. 
Barrett, branch manager at 
Charleston, is to become mana- 
ger of the zone there with B. G. 
Stevens as his assistant, 


Fish said the reorganization will 
be completed by Oct. 1. In a letter 
to dealers, he pointed out that the 
move was in line with Chevrolet’s 
expansion of manufacturing and 
engineering facilities. It was 
prompted, he said, “by a desire to 
offer the greatest possible service 
to the Chevrolet dealer organiza- 
tion.” 














Business 
Barometer 


Auto Production — 127,752 cars, 
trucks in week vs. 163,056 year ago. 

Business Failures — 274 in week 
vs. 201 year before. 

Department Store Sales — Up 
2 percent from year before. 

Freight Loadings — 648,492 cars 
in week, a decline of 133,416 cars 
from year before. 

Gasoline Stocks — 178,352,000 
barrels, a decline of 14,000 barrels 
in week. 

Jobless Claims — 239,900 
week vs. 258,200 week before. 

New-Car Registrations—2,850,- 
612 in 1956 to date vs. 3,247,246 
year ago. 

New-Truck Registrations—419,- 
267 in 1956 to date vs. 394,709 year 
ago. 

Oil Stocks — 274,927,000 barrels, 
a decline of 205,000 barrels in week. 

Steel Output — 17.5 percent of 
capacity estimated vs. 15.6 percent 
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week ago. 
Used-Car Prices—$850 average 
in July vs. $864 in June. 


Wholesale Prices — 114.1 per- 
cent on 1947-49 index vs. 114.0 per- 
cent week earlier. 
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Common Stocks 
Aug. July 1956 

| 2 High Low 
Am. Motors 6% 6% 8% 6% 
Chrysler 645% 64% 87 60 
Ford 60 59% 63% 51% 
GM 47e 47% 494%, 40% 
S-P 7% 8 10% 7% 
Average 37.22 37.05 
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a national as well as many 
local and state automobile trade 
associations as well as this column 
have attempted to keep dealers 
more conscious of the cost of doing} 
business and the necessity of re- 
taining more markup. 

Profit, growth, service, stability | 
are all in that bundle called mark-| 
up. There is every indication that 
the tide is rapidly turning and that 
the business philosophy of the ma- 
jority of dealers has changed for) 
the better. 

We are urged to cut overhead 
to the bone. That is sometimes 
difficult due to factory travelers 

going up and down the roads of 
this country shortly after the war 
to insist that dealers build bigger 
places. None of us should be 
against expansion. We must do 
so to take care of the increased 
number of owners. 

But there is a vast difference be- 
tween adding to our facilities in the 
hope of getting business as against | 
first getting business and have it 
crowd us to the extent that we are) 
forced to expand. | 

Only then are we on safe ground. | 
So many of these building commit- | 
ments were forced upon us and} 





Milwaukee Assn. | 
Slaps Part-Time | 


. | 
Sales Licenses | 


| 

MILW AUKEE.—“What is an auto! 
salesman’s license worth today?”| 
the Milwaukee County Automobile) 
Dealers Assn. asked in a bulletin to 
its members. 


The bulletin noted that licenses) 
once were hard to get and that a 
dealer who signed as the responsible 
party “was careful of the commu-| 
nity standing of the salesman.” 


Slapping at reports of the li-| 
censing of part-time salesmen, the) 
dealer group wondered, “How many 
dealers today are fully aware of the! 
vast responsibility a salesman 
brings to his organization?” 

It continued, “Can part-time} 
salesmen honestly represent a re- 
sponsible dealer? This procedure 
would not be countenanced in com- 
munities where a salesman’s union 
operates.” 

The bulletin concluded, “Thinking 
dealers are aware of the value of a/| 
salesman license. They feel it’s) 
about time for a set of standards, 
ethics, rules, regulations and pro- 
cedures which will elevate the auto 
salesman to a recognized high level 
of standing in our community.” 


Houston Show Set 
HOUSTON. — The Houston Na- 
tional Automobile Show will be held | 
“ Sam Houston Coliseum Jan. 26-| 
eb. 3. 
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Dealers tell me 


By John 0. Munn 
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there is little we can do about them 
now. 
* o - 


New Look at Personnel 


OUR largest expense, however, is 
payroll. Many dealers have re- 
appraised personnel. 

Those making good are rewarded 
and encouraged. Those who are 
slipping have been coached and 
those who have failed to cooperate) 
have been erased from the picture. | 
We fell into the bad habit, during 


| the prosperous days, of adding too 


many unproductive people to the 
payroll. 

This column gets many com- 
munications from dealers encour- 
aging the process of being more 
conscious of cost. 

I have one now from Lee S. East- 
man, who has been in business more 
than thirty years at Greenwich, | 
Conn. and has handled the Mer- 
cury line since 1946. 

He will be remembered by many 
dealers, for his father, Lee J. East- 
man, was president of the Packard 
Motor Car Co. of New York and 
vice-president of the parent com-| 


pany in Detroit from 1919 to 1942.| 
* = * 


A Good Philosophy 


IS statement contains good busi- 

ness philosophy and common 
sense in attacking the problem of 
retaining more of our markup: 

“Both factories and dealers have 
been on a ‘bender’ for a good many 
years. During this time we each 
have done a lot of things that have 
given us a tremendous ‘hangover.’ 
To cure this ‘hangover, drastic 
measures are needed. 

“Dealers today, I believe, have 
a choice of one of two things. 
Either we can keep on selling 
cars on today’s basis—in which 
event many of us will sooner or 
later go broke, or at best be in 
a@ profitless business for months 
and perhaps years to come—or 

we can take the very painful 
step of trying to cure ourselves 
now. 

“How do we cure ourselves now? 
Simply by having each dealer 
analyze his own operation and de- 
termining his true cost of selling 
each new car and refusing for as 
long as is necessary to sell his cars 
at any lower figure. 

“I think dealers will find that on 
the average their true cost of sell- 
ing each new car is somewhere be- 
tween $500-$600 per car. Knowing 
this they must pass up any deals 
which do not at least show enough 
gross profit to break even. 

* * = 
‘yams figures are exclusive of 
service gross profit, for while 


|we should make every effort to 


secure as much service gross profit 
as possible, we should not, in my) 
opinion, bank on it in order to} 
make a new-car deal. 

“Service gross should be like an| 
auxiliary gas tank, which you do| 


|not use to get to your destination, | 


except in case of emergency. Both) 
the new-car end of our business and 
our service business should, as far 
as possible, stand on its own feet. 
“If each dealer would operate 
on this basis, and at the same 
time try and get all dealers that 
he comes in contact with to do 
the same, we would much, much 


profitable basis. 

“I have talked to many dealers, 
both in my line and competitive 
lines, and most of them agree with 
what I am trying to point out, but 
few if any have either the courage 
or the finances to take the gamble. 
To me, it’s almost as simple as 
making up your mind to have an 
operation for an ailment, which if 
the operation isn’t successful, is 
going to kill you anyhow. 

“If the dealers as a whole should 
decide to follow this policy it might 
take months before the public 
would be reeducated to the fact that 
automobile dealers must and wiil 
make a reasonable profit on every 
car they sell. In the meantime the 
factories would, of course, have to 
cut production as much and for 





as long as may be necessary.” 





Auto Thefts Rising, 
Cleveland Dealers Told 


CLEVELAND. Samuel L. 
Marshall (Ford), president of the 
Cleveland Auto Dealers Assn., 
commenting on a wave of auto 
thefts, said losses to dealers have 
run into the thousands. 

An Oldsmobile was stolen from 
Don Joran, Ine. and was 
recovered the same day but the 
auto was stripped. Sam Messer- 
man, president, Cleveland Inde- 
pendent Auto Dealers Assn., said 
favorite items for car thieves, 
in addition to the cars them- 
selves, were wheels, tires, hub 
caps, batteries, carburetors and 
white wall tires. 
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No Cure-All, He Tells ATAM... 


Day-in-Court Warning 
Sounded by Fribley 


SEATTLE. — News of the Con- 
gressional passage of the 
| O'Mahoney - Celler “day - in - court” 
bill was greeted with elation by 
| members of the Automotive Trade 
| Assn. Managers at their annual 





| summer meeting. 

Speaking from Washington, by 
amplified telephone, Frederick J. 
Bell, NADA’s executive vice- 
president, urged the heads of 
state and local dealer associations 








They Head Auto Association Managers— 

New officers of the Automotive Trade Assn. Managers elected last week in Seattle 
are David P. Welchel (center), Nashville, president; Corl R. Lane (right), Hartford, 
Conn., vice-president, and Les Sander, Springfield, Ill., secretary-treasurer. 


Nebraska Probes Scheme 


‘Bird Dogs’ 


OMAHA.—tThe state of Nebraska 
is investigating what Robert Nel- 
son, assistant attorney general, has 
called “a vicious racket” 
car sales. 

Nelson said his office has 
received complaints involving 
jacked-up prices, questionable fi- 
nancing and misrepresentations. 

He refused to name any dealers 

but a lawsuit described by him 
involves the chain referral scheme 
which started in Southern Califor- 
nia and since has spread to other 
parts of the nation. 

Better Business Bureaus have 
been warning dealers that the proj- 
ect will incur the ill will of the 
public. 

The suit was filed by a young 


Bye, Bye Buys 
*‘Be-Backs’ Are Better 


Than Long-Gones 


CINCINNATI. Salesmen at 
Andy Schain’s (Pontiac) used-car 
location here are convinced that 
lightning can strike twice in the 
same place. 

One morning, a potential cus- 
tomer .ooked at a model worth 
$1,950 and liked it so much that 
he asked if he could drive it home 
and bring his wife back to make 
the purchase. 

Later the same day, another 
visitor said he liked a convertible 


sooner get back to a reasonably | priced at $2,000. He, too, was per- 


mitted to test-drive it. 

Cincinnati police have been con- 
vinced the demonstration rides 
have gone far enough. They are 
seeking both men and the two 
cars. 


NADA Starts Drive 


For Georgia Members 


ATLANTA, — NADA area chair- 
men from northern Georgia met 
here to formulate plans for a 
membership drive in the State. 

John H. Lander, state NADA 
director and president of Lander 
Motors (Dodge-Plymouth), was in 
charge of the meeting. W. C. 
Hamilton, NADA public relations 
director, addressed the group. 
Similar meetings have been held 
in Albany and Dublin, Ga.. 


in new-| 





Sue Dealer 


|couple who named two finance 
| companies and a new-car dealer as 
| defendants. They alleged that they 
signed a so-called “representative 
| commission agreement.” 
They said they were promised 
$100 toward the car purchase for 
each new buyer they brought in 
| to the dealership. In turn, they 
also were to receive $50 for each 
| buyer brought in by one of their 
buyers. This is the “chain letter” 
aspect of the idea. 
| The couple said that the cash 
| value of the car was set at $2,531. 
| They turned in a car worth $175 
|}on which they owned $180. 
According to the suit, they signed 
|two notes. One for $682.22 to be 
repaid in 20 months at $42.07 per 
installment and another for $1,- 
889.50 with another finance com- 
pany for 30 months to be repaid 
at $79.20 each payment. 

The couple said they assumed a 
debt of $3,217.40 to purchase a 
$2,531 car and are petitioning the 
court to cancel the contracts. 





Walters Plans New Home— 
Fred Walters Oldsmobile, Atlanta, is building a new 34,000-square-foot showroom 


on a seven-acre tract on Peachtree St. 
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to wire President Eisenhower in 
support of favorable action. 


Carl E. Fribley, NADA president, 
was on the Seattle end of the 45- 
minute phone conversation. He also 
was a featured convention speaker, 
warning against complacency after 
the day-in-court legislation victory. 


“It is our responsibility to tell 
dealers that this victory does not 
guaranteed success or prosperity or 
security,” Fribley said. 

“Every dealer in America will al- 
ways operate in a fierce, competitive 
atmosphere. We wouldn’t want it 
any other way. All we can expect 
from this legislative success is a 
clarification of our long-established 
unilateral relationships with the 
manufacturers.” 

A word of caution was offered, 
too, by ATAM President E. John 
Lehman, Akron, who declared 
that, with the protection afforded 
by the day-in-court measure, it 
is important that dealers adopt 
the right attitude and not become 
belligerent. 

David P. Welchel, Tennessee Au- 
tomotive Assn., Nashville, was 
elected to succeed Lehman as 
ATAM president. Other new officers 
are Carl R. Lane, Connecticut Auto- 
motive Trades Assn., Hartford, vice- 
president, and Les Sander, Illinois 
Automotive Trades Assn., Spring- 
field, secretary-treasurer. 

Directors elected were: Amos T. 
Crowl, Northern California Motor 
Car Dealers Assn., San Francisco; 
Gilbert L. Haley, Michigan Auto- 
mobile Dealers Assn., Lansing, and 
E. A. Kress, Toronto Automobile 
Dealers Assn., Toronto. Holdover 
directors are Al Kahl, Iowa Auto- 
mobile Dealers Assn., Des Moines; 
Clinton Steinhoff, Arizona Automo- 
bile Dealers Assn., Phoenix, and 
Margaret Boodry, Rhode Island 
Automobile Dealers Assn., Provi- 
dence. 

A resolution adopted at the 
ATAM summer meeting requests 
the car factories to set up'a sys- 
tem of accounting that would bet- 
ter reflect the cost-per-unit to the 
dealer under present conditions 
in the industry. 

Fribley’s remarks covered a wide 
range of matters pertinent to the 
association managers and the 
dealers whom they serve, including 
his belief that there should be a 
return to the service concept of 
World War IL. 

“This concept,” he said, “has lost 
force in the urge for sales volume. 
Service to owners should be the 
yardstick of dealer success and 
standing in the community. It 
means stability and will build good 
public relations and thus forestall 
uncalled-for attacks on dealers. 
Service to car owners of America is 
the great opportunity of the retail 
dealer.” 

Other convention speakers in- 
cluded Karl M. Richards, Automo- 
bile Manufacturers Assn., Detroit; 
R. C. Somerville, Chrysler Corp., as- 
sistant to the president for dealer 
relations; M. R. Darlington, Inter- 
Industry Highway Safety Commit- 

(Continued on Page 50, Col. 1) 





It will be of varitoned rose brick with a 


pylon of blue-green Carolina limestone. The service department will be equipped 
to handle 60 cars at a time. The facilities are expected to be completed in November. 
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A Look at the World Auto Markets... 
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Norway: Cars for Important Few 


one dealer to another, beating the| number of people in Norway con- 


Eprror’s Note: Mrs. George M. 
Slocum, chairman of the board 
of Automotive News, resumes her 
reports on the auto markets of 
the world. 


By Mrs. George M. Slocum 


gees Norway. — We hear a lot 
about buyers’ markets and 
sellers’ markets in the auto busi- 
ness back home, but here in this 
mountainous and beautiful country 
of the north they have a “very 
important persons’” market, 

It comes about in this manner: | 

Car importers have permission 
to import cars, but they can | 
sell them only to those who have | 
buying permits from the govern- 
ment authorities. 

Such permits are usually issued 





twice a year, and the authorities 
do not give information about the 
number of permits which will be 
issued until a few months in 
advance. 

Since it takes a considerable time 
to get delivery, the importers must 
take the risk that the cars they 
order will not become last year’s 
models before they are sold. | 

. o a7 


LL aware of this situation, 
the very important persons 
who have buying permits go from 





price down. 

Thus, in a land where the 
demand is high and the supply 
limited, you still hear dealers 
complain that they are being 
squeezed on profit. 

Peter Jacob Sorensen, director of 
Sorensen og Balchen, which 
handles automobiles and motorcy- 
cles, told me that an everincreasing 





New AMC Magazine 


Devoted to Rambler 


DETROIT. — A new publica- 
tion devoted exclusively to dealer 
news, product information, pro- 
motional and selling ideas for 
American Motors’ Rambler will 
soon be distributed to Rambler 
dealers throughout the U. S. 

The new magazine, Rambler 
News, has been inaugurated as a 
result of AMC’s new marketing 
program wherein the Nash- 
Hudson line designation for the 
Rambler has been changed and 
the car marketed simply as the 
Rambler. The first issue will 
carry only Rambler news. Sub- 
sequent issues will include divi- 
sional inserts—Nash News and 
Hudson News. 





General Puts Twin Treads 
On New ‘Dual 90’ Tire 


NEW YORK, — General Tire & 
Rubber Co. last week unveiled a 
new tire which in principle, it said, 
gives the driver the effect of two 
tires on one wheel, 

Called the Dual 90, the tire has 
been under development for two 
years at General’s Akron head- 
quarters. 

The Dual 90 is constructed with 
dual curvature, which gives two 
distinct radii within each tire. This 
means that each tire has two sepa- 
rate points of contact with the road 
instead of one. No other tire con- 
tains this engineering principle. 

General engineers said the dual 
curvature provides increased safety 
and durability, giving the effect 
of two tires on one wheel. Stabil- 
ity, which is likewise improved, 
they said. 

The Dual 90 has two distinct 
treads with a groove running down 
the middle. There have been other 
tires marketed with twin treads, 
but the Dual 90 is the first to be 
designed with separate curves. 

General engineers said strin- 
gent tests showed the Dual 90's 
twin treads coupled with the dual 
curvature enabled the tire to hold 
the road far more firmly than any 
other tire — even when tested on 
wet roads, Tests also showed the 
Dual 90 was superior for both 





Two for the Road— 


This cross-section of General's new 
“Dual 90" tire shows the twin treads 
which, coupled with the dual curvature, 
give two points of contact with the road. 
General says the stabilizing grove allows 
the dual treads to work independently 
for better rolling contact. The laminated 
sealant construction, General says, pre- 
vents the sealant from “bunching up" 


in the center of the tire. 





starting and stopping an auto- 
mobile, they said. 

The Dual 90’s durability was re- 
corded in San Antonio, where the 
new tire was put through a num- 
ber of highspeed, torture and 
ordinary driving tests. 


Prior to what is called the B7 
test, the tread of the Dual 90 meas- 
ured .375 inches deep at the center 
and .395 inches deep at the 
shoulder. After 18,240 miles, the 
Dual 90 measured .285 inches at 
the center and .294 inches at the 
shoulder, a wearing down of only 
.090 inches and .101 inches respec- 
tively. 

In comparative tests, these fig- 
ures showed superiority of the 
Dual 90 over what was considered 
the best tires of two major com- 
petitors, General engineers said. 

Company engineers credited the 
dual curvature with slower wear. 
The two radii reduce scuffing 
action and create more true rolling 
action so that friction between tire 
and road is substantially reduced, 
they said. 

The distinctive groove separat- 
ing the two treads on the Dual 90 
adds stability to the tire, said 
the engineers. The groove gives 
flexibility to the center, allowing 
the dual treads to work inde- 
pendently for better rolling con- 
tact, they said. 

General enginers also said the 
twin-tread design plus the tread 
compound in the Dual 90 makes 
it the quietest tire ever produced. 

Company engineers said they 
have made the carcass of the Dual 
90 with cord 50 percent stronger 
than any other cord previously 
used by General. Each nygen ply 
used in the carcass has been chem- 
ically strengthened 50 percent by a 
special process developed by com- 
pany chemists. 

General said it has also improved 
the puncture sealant. One of the 
knottiest problems facing the en- 
gineers was how to make the seal- 
ant soft enough to be effective, yet 
stiff enough to remain stable. 
Centrifugal force on a tire has 
the tendency of changing the bal- 
ance of the sealant, causing it to 
“bunch up” in the center. 

General engineers developed a 
process that they say minimizes 
the tendency of the sealant to 
thicken in the center. It is called 
“Strata-Seal.” ’ 

Basically, it is comprised of two 
layers of sealant separated and 
walled in by layers of high- 
strength rubber. This method per- 
mits the use of a softer kind of 
sealant, because the central and 
outer layers of rubber control the 
movement of the cement. 

Nationwide sales of the Dual 90 


!will begin within six weeks. 


sider passenger cars a necessity. 
However, auto men say, this view 
does not seem to be reflected in 
the tax situation and in import 
restrictions. 
* * * 


UTO men contend that it would 

help the country to have more 
cars imported since the average 
age of vehicles in the country is 
very high and maintenance of 
them is therefore very expensive. 

Low income groups are ruled 
out of the auto market by the 
price of cars, but, in addition 
to the economic limitations, there 
is also the matter of government 
authorities deciding who may 
buy and who may not. 

Many here urge that the long 
distances and structure of Norway 
make it more remunerative to build 
roads than railways. 

And, as in many countries, the 
invaluable economic service of 
trucks is recognized. They are 
free of import restrictions. 


Most of the passenger cars and 
delivery cars are imported from 
Western and Eastern Europe. 
American cars can get in only 
with diplomats and for those who 
can prove they have earned cur- 
rency abroad. 

* * * 

T IS estimated that some 4,000 

passenger cars, 3,000 delivery 
cars and 500 taxis will be imported 
from Western Europe this year. 
Imports from Eastern Europe are 
expected to total some 5,000 pas- 
senger cars. 

Imports of trucks and buses 
from all countries is likely to 
total 4,500, 

Limited imports and good main- 
tenance make obsolescence a much 
less important factor in this mar. 
ket than in the United States. 

Before the war, I am told, used 
cars played an important part in 
the sale of new cars. But this has 
not been the case since the war. 


Auto Credit Gains 
At Fastest Rate 
Since September 


WASHINGTON, — Outstanding 
out credit increased $201 million 
during June for the biggest 
monthly gain since last September, 
the Federal Reserve Board 
reported last week. 


The boost in auto credit, along 
with advances in other types of 
paper, pushed total installment 
loans up by $299 million to a 
record $28.9 billion. 


A total of $1.5 billion was loaned 
to buy autos during June, but $1.3 
billion was repaid. In June, 1955, 
new auto credit granted amounted 
to $1.8 billion and some $1.2 billion 
was repaid. 

Total outstanding installment 
credit is about $3.9 billion higher 
than it was a year ago. 


Highway Chief Job 
OK’d by Congress 


WASHINGTON. — Congress, in 
a late action, reversed an earlier 
stand and authorized appointment 
of a Federal highway administrator 
in the Department of Commerce. 

The administrator, who is ex- 
pected to be named soon, will 
head the Bureau of Public Roads. 
The appointment will be made by 
the President with the advice and 
consent of the Senate. 

Congressional approval of the 
post came on a bill introduced by 
Senator Frank Carlson, Kansas 
Republican. The Senate earlier had 
stricken a provision for such a job 
from the Federal Executive Pay 
Act. 


Minn. Dealers Assn. Moves 


MINNEAPOLIS. — New address 
of the Minnesota Automobile Deal- 
ers Assn. after Aug. 1 will be 270 
Griggs-Midway Building, St. Paul 
4, Minn., according to Leo Faricy, 
general manager. The MADA for- 
merly was located in the Plymouth 
Building here. 





















































































A Bus for the British— 


Moving along its test route on Oxford St., London, England, is the prototype 
Routemaster which is to replace the city's trolley buses and present omnibuses. 





Steel Pay Pact Insures Rises... 


07 Prices Heading Up 


(Continued from Page 1) 


accomplished by the inclusion of 
certain extras as standard equip- 
ment or by some method of 
showing the buyer just how 
much the makers’ cost-per-car 
has risen. 

How much will prices rise? Here 
are some of the factors which must 
be considered: 

1. An increase in steel labor 
costs will boost the price of this 
commodity about $10 a ton. 

The average auto uses about 3,- 
000 pounds of steel before scrap- 
page. Freight and markups could 
mean about $20 to $25 a car. 

7 > 7 


2 TIRE prices went up 2 percent 
* last week. Also, many cars 
will adopt 14-inch wheels in 1957, 
with the present 6.70x15 tire be- 
coming a 7.50x14. Informed guesses 
put the added cost at about 10 
percent, or some $15 for a set of 
five tires. 

3. The annual improvement 
factor written into the 1955 auto 
contracts added about six cents 
an hour to workers’ pay June 1. 
Another three cents is expected 
to be added Sept. 1 under the 
cost-of-living provisions of the 
pacts. 

4. Tooling costs for the new 
models planned by most makers 
have been estimated at about $1 
billion for the industry. 

5. Aluminum industry labor con- 
tracts expired last week and walk- 
outs began. New pacts will mean 
higher wages and higher prices. 
Automotive use of aluminum is in- 
creasing—it’s expected to average 








Lower and Wider— 


Goodyear Tire & Rubber Co. says it has 
a production backlog of 14-inch tires suffi- 
cient to satisfy original equipment demands 
for 1957 models and to meet replacement 
needs. The tires are wider, with a 7.50- 
14 comparing with a 6.70-15. W. E. Still, 
manager of auto tire sales, uses a ruler 
; to emphasize the difference. 








about 35 pounds a car on 1957 
models. 

These factors are likely to add 
at least $50 to $60 to the price of 
the average 1957 ca 

+ * 
OWEvER, it must be borne in 
mind that much can happen 
in factory conclaves to change this 
picture between now and introduc- 
tion day. 

The steel boosts and other fac- 
tors are not expected to affect the 
prices of 1956 models. All makers 
are pretty well set on their 
materials requirements for the rest 
of the model run. 

To date, only four auto chief- 
tains have talked about prices 
and all foresaw higher manu- 
facturing costs being reflected in 
the price tags of the new models. 

The four were George R. Rom- 

ney, American Motors president; 
Harlow H. Curtice, General Motors 
president; Edward T. Ragsdale, 
Buick general manager, and R. M. 
Critchfield, former Pontiac general 
manager. 

Officials of Ford Motor Co. and 
Chrysler Corp. have not mentioned 
the subject. 

A Chrysler source said last week, 
“It is a Chrysler policy not to talk 
prices until we can mention figures, 
and we can’t do that yet on 1957 
models.” 


r. 
* 


* * 7 


IGGEST recent news in the auto 

price field was the settlement 
of the 27-day steel strike. Union 
and management agreed on a 
three-year, no-strike contract. 

The United Steelworkers esti- 
mated its three-year gains at 45.6 
cents an hour while the industry 
saw it as a 52 to 55-cent package. 
First-year cost was put at 20.3 
cents. 

Features of the contract were 
pay boosts averaging 10.5 cents 
an hour the first year and 9.1 
cents the next two years, cost- 
of-living increases up to four 
cents an hour total and Sunday 
premium pay of time and a tenth 
the first year, time and a fifth 
the second and time and a quar- 
ter the third, 

The union also won a layoff pay 
plan providing 65 percent of take- 
home pay for up to 52 weeks to 
laid-off employes with two or more 
years’ service. 

* * ~ 
yam year’s steel boost is the 

biggest since World War II. 
During this period, wage costs 
have risen about $1.43 an hour 

while prices have jumped an aver- 


; age of about $56 a ton. 


Surveying the steel situation, 
economists of New York’s Chase 
Manhattan Bank feared it may 
cause more inflation. They con- 
tended that shortages induced by 
the shutdown are bound to multi- 
ply, boosting costs and placing 
pressure on prices. 

A note of relief in the price 
picture came last week from the 
Chemical Mfg. division of M. W. 
Kellogg Co. It announced reduc- 
tions of up to $2.50 a pound on its 
KEL-F fluorocarbon plastic mold- 
ing resins. 
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For Carefree Driving | 
= (In Canada: Canadian Acceptance Corporation Ltd.) 
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Reached in All Trading Areas 


C.1.'T’s National 
Advertising Packs a Local Wallop 


Right now, C.1.T.’s new, hard-hitting selling messages are being 
seen and read by thousands of prospective customers in your local 
area . . . car owning families with above average incomes who are 
the best prospects for new car purchases. 

Chances are that anywhere from 50% to 90% or more of all the 
families in your community have already read about the C.I.T. 
Time Purchase Plan in Life, Saturday Evening Post, Progressive 
Farmer, or their favorite Sunday newspaper magazine. They’ve 
gained confidence in the plan, and learned to recognize the symbol 


that identifies it. 


A me f a 





All you need to do to make this advertising work for you is to use 
C.1.T.’s distinctive point-of-purchase display material to tie in your 
dealership with the campaign. 

Call your Universal C.I.T. District Manager now. Get the facts 
and figures showing exactly how many families in your own local area 
are being reached by C.I.T.’s selling messages each month. And 
don’t forget to ask about the display material for your showroom. 
It identifies your dealership with the C.I.T. Time Purchase Plan for 
Carefree Driving . . . makes it easier for you and your salesmen to 


sell your prospects better, more completely equipped cars. 





Watch for the C.1.T. ad in: LIFE (August 6); SATURDAY EVENING POST (August 18); 
THIS WEEK (August 26); PARADE and other Sunday newspaper magazines (August 19). 


Universal C.LT. Credit Corporation 


One Park Avenue, New York 16, New York 


MORE THAN 450 BRANCH OFFICES SERVING THE UNITED STATES AND CANADA 
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Final Debate Poses 
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estion... 


‘Day in Court’ Law-- 
Blessing or Curse? 


News Editor 


—— day-in-court bill was por- 
trayed as a blessing and a curse 
in final Senate debate before the 
measure went to the White House. 

Senator Joseph C. OMahoney, 

Wyoming Democrat who 
authored the Senate version of 
the bill, predicted that signing 
of the bill by President Eisen- 
hower would result in new dealer 
concessions by the big manu- 
facturers. 

Disputing this view was Senator 
Wallace F. Bennett, Utah Republi- 
can and a Ford dealer in Salt 
Lake City. 

“I am certain,” Bennett declared, 
“that my fellow automobile dealers 
— 40,000 of them — within a year 
after this bill becomes law, will be 
back asking Congress to modify 
it to protect them from the boot- 
leg system which the bill will 
create, and to protect them against 
any action on the part of the man- 
ufacturers to destroy it or elimi- 
nate it (the system).” 

7 * 
_— O’Mahoney-Bennett dis- 
agreement over the effects of a 
day-in-court law preceded voice- 
vote adoption by the Senate of 
the House version of the bill. 

A number of modifying amend- 
ments in the proposal were made 
by the House Judiciary Committee 
at the suggestion of the Justice 
Department, 

Left unsettled, however, were hot 
disputes over whether the bill as 
law would protect bootleggers and 
low-selling but hard-working 
dealers. 

Provoking opposition from 
Bennett was the contention of 


Cleanup Efforts 


Gain Momentum. 


But Profits Fade 


(Continued from Page 1) 


terested in getting back to profit- 
able sales of new cars and trucks, 
and that will help.” 


Dealers, then, realize that in order 
to make the cleanup click, they will} 
have to resort to hard-selling means 
and soft-pedal the traditional long) 
trades of the cleanup season. 

Some dealers, realizing that prices 
on '56s are as low as they can go, | 
are hitting hard at expected price 
boosts on the new models. This is 
helping sway some prospects, they 
say, who otherwise would be in- 
clined to wait another four months 
or so to buy a '57. 

Nevertheless, retailers who re- 
member bitter experiences of pre- 
ceding cleanups, are proceeding 
carefully on the deals they write. 
Too many remember the flood of 
repossessions that broke about 60 
days after the cleanup in the last 
few years. Ene 


OME dealers say that careful 
credit qualifications won’t ham- 
per the cleanup. Others say that 
credit problems may hamper clean- 
=e : meges but that this is a necessary 

One dealer said flatly, “I do | 

not intend to trade my last ’5és | 

in such a way that they can be- 
come a repossession problem with 
the new ’57s are coming.” 

A dealer in the East, while saying 
he anticipated a shortage of ’5é6s, 
added that he expected reposses- 
sions would increase in November 
and December. 

~ * ~ 
SED CARS continued to hold 
their strong position last week, 
according to Automotive News’ in- 
dex of auctions. Overall average 
prices last week rose $3 to $850, ac- 
cording to the index. 

Only one individual model 
showed a setback: ’56s declined | 
$6 to $2,163. Two models remained 
unchanged: 51s at $335 and ’49s at 
$178. 

All other models advanced, as 
follows: ’55s, up $12 to $1,565; ’54s, 
up $7 to $1,097; '53s, up $5 to $738; | 
50s, up $4 to $245, and ’52s, up $1) 
to $477. 


By Maynard M, Gordon | 








the House Judiciary Committee, 

in its report on the bill, that 

bootlegging was among the prac- 
tices which factories had _ to 
honor. 

“The bill which was introduced 
by the Senator from Wyoming,” 
Bennett contended, “was to handle 
the day-in-court problem. But 
there is an old saying: ‘If you save 
at the spigot, you lose at the bung- 
hole.’ 7 

“While the bill gives a dealer 
his day in court, it also fixes the 
pattern of bootlegging and makes 
it impossible for the manufacturer 
to proceed against the bootlegger.” 

* » * 


‘Not in the Law’ 


A premeare yerced denied that the bill | 
would protect bootleggers.| 
He pointed out that the House | 
committee’s contention that it| 
would assist bootleggers “is not in| 
the law” as ultimately passed by | 
the houses of Congress. 
“That is simply language in a| 
report,” O’Mahoney said. “The| 
language in the law does not sup- | 
port that argument.” 
The House committee sentence 
challenged by Bennett says: 
“The manufacturer’s obliga- 
tion to act in good faith extends 
to all of his franchised dealers, 
including: Dealers who sell auto- 
mobiles to other dealers, fran- 
chised or not, for resale to the 
public; dealers who sell outside 
of a “zone of influence” or “terri- 
tory;” and dealers who sell au- 
tomobiles at less than the manu- 
facturers’ suggested resale prices. 
“Contract provisions restricting 
an automobile dealer from trans- 
acting business with customers of 
his choice, or from selling outside 
a specified territory, could violate 
the antitrust laws.” 

* * * 
EPUBLICAN Senators John W. 
Bricker, of Ohio, and Gordon 

Allott, of Colorado, joined Bennett 
in asserting that the bill would 
safeguard bootleggers. All three 
had voted for the bill when the 
Senate originally passed it, 75 to 1. 

Bricker also charged that the) 
bill violates the principle of “free- 
dom of contract” and, in so doing, 
is unconstitutional. 

Requiring “good faith” in 
terminating, canceling or not re- 

(Continued on Page 52, Col. 1) 





Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Aug. 1 | 
(Aptco Auto Auction. 
Wednesday and Friday.) 
(A very good sale today as prices 
are still strong. Sold 142 cars out of 
199 entered.) 


BUICK—’'56 Century station wagon, $2,- 
860*; Hardtop, $2,600*; Super Riviera. 
$2,600°; Special Riviera, $2,315°*. °55 
Century Riviera, $2,000* (ps); RM 4- 
dr., $1.950° (ps); Super Riviera, $1,- 
980° (ps); Special Riviera, $1,880°, 
$1,730. '54 Super Riviera, $1,530°; 
Special Riviera, $1,430°; 4-dr., $1,- 
175; Century Riviera, $1,410; 4-dr., 
$1,390*; RM 4-dr., 2 at $1,400*° (ps). 
‘53 Super station wagon, $1,080*; RM 
4-dr., $960°; Special 4-dr., $805*. '52 
Super Riviera, $670*%; RM  4-dr., 
$435°. '51 Special 2-dr., $280; Super 
Riviera, $240*. '49 Super conv., $200*. 

CADILLAC—’52 (62) 4-dr., $1,100*. 

CHEVROLET—'56 Bel Air (8) Hard- 
top, $2,000; 4-dr., $1,830. '55 Bel Air 
(8) Hardtop, $1,475; Two-ten (8) 4- 
dr., $1,310*%; 2-dr., $1,250; Two-ten 
(6) 4-dr., $1,145; 2-dr., $1,200. ‘54 
Bel Air Hardtop, $1,175*, $1,160*, $1,- 
100*; 4-dr., $985*, $900, $820; 2-dr., 
$900; conv., $1,175*; One-fifty 2-dr., 
$585. '53 Bel Air Hardtop, $925, $925*, 
$870*; conv., $870*%; 2-dr., $750*; 4- 
dr., $660; One-fifty station wagon, 
$790; Two-ten 4-dr., $650*, $640*. 
’52 SL Deluxe 2-dr., $475*. °49 SL 
Deluxe 2-dr., $185. 

CHRYSLER—’51 NY Hardtop, $390*. 

DeSOTO—'55 Fire Dome (8) Hardtop, 
$1,975*. "50 Custom club coupe, $275. 

DODGE—’'55 Royal Hardtop, $1,680*; 
4-dr., $1,615* (ps); Custom Royal 4- 
dr., $1,670* (ps). 54 Coronet 4-dr., 
$935; Meadowbrook 2-dr., $670. ’53 
Meadowbrook 4-dr., $470, $385, °52 
Coronet club coupe, $375. 

FORD—'56 Fairlane (8) Victoria, $2,- 
150°, $2,100°, $1,875*; 2-dr., §$1,- 
875*. '55 Custom (8) station wagon, 
$1,555*; 2-dr., $1,315*, $1,225; 4-dr., 


Sales every | 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 34, 35, 36, 37, 39 
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Ballantyne Buick to Build— 








A. L. Ballantyne Buick soon will be housed in these modern quarters at 300 El 
Cajon Bivd., El Cajon, Calif., present site of the firm's used-car operations. The new 


‘How Wage Law 


Exemption Applies 
To Auto Dealers 


WASHINGTON, — The Depart- 
ment of Labor has announced its 
interpretation of exemption to the 
Federal Wage and Hour Act as it 
applies to retail auto dealerships, 

Dealerships that meet all of the 
following three tests are exempted 
from provisions of the law: 

1, Over 50 percent of its annual 
| dollar volume must be made 
| within the state in which the 
dealership is located. 

(If the sales are completed, title 
|passes and delivery made within 
|the state it does not matter if the 
customer resides outside the state 
or is engaged in interstate com- 
merce or produces goods for inter- 
state commerce.) 

2. Seventy-five percent of the 





building will have 8,800 square feet of showroom space and a 12,545-square-foot dealership’s annual volume must 
service department. 
ness 34 years. 


Dealer A. L. (Andy) Ballantyne has been in the automobile busi- 





Hayse Tucker Writes .. . 





Open Letter to Dealers 


Eprror’s Note: The following | 
open letter is from Hayse 
Tucker, Tuscaloosa (Ala.) Ford 
dealer, who was appointed chair- 
man of a group of Ford dealers 
who were called to an emergency 
meeting in Dearborn to hear 
Ford officials give. their views of 
legislation sponsored by NADA. 


H the passage of the O’Ma- 
honey bill we feel that a great 
number of authorized dealers feel 
that this whole situation should be | 
reviewed — because in the think-| 
ing of many this law may be the | 
start down the long dusty road | 
towards Government regulation in| 
our system of free enterprise and} 
back towards the dark days of the! 
NRA, OPA, and Regulation W. 
We think that dealers should 
be informed as to the manner in 
which the O’Mahoney bill was 
handled because it was done in 
our name. 

The record shows that this bill, 
Senate 3879, as amended, was 
never presented to NADA in con- 
vention assembled, nor in detail to 
the membership by mail. The rec- 
ord further shows that this bill 
was presented to the Senate with- 





$1,200. ‘54 Crest (8) conv., $1,150° 
(ps); Victoria, $1,075; Custom (8) 
2-dr., $960°; Custom (6) 2-dr., $750°; 
Main (6) 2-dr., $670, $630. '53 Cus- || 
tom (8)-2-dr., $760, $750, $725, $655; || 
Crest (8) conv., $550; Custom (6) 2- || 
dr., $645°; Main (8) 2-dr., $470. ‘52 
Crest (8) Victoria, $615°; 4-dr., $525. 





‘51 Custom (6) Victoria, $400°. 
HUDSON—'53 Super Jet 4-dr., $510. 
KAISER—’'52 Deluxe 4-dr., $290, $165. 
LINCOLN — '52 Cosmopolitan Hardtop, 

$785*. 

MERCURY—'56 Custom Hardtop, §$2,- 
000. '55 Montclair Hardtop, $1,925°; 
Monterey 2-dr., $1,690°, $1,525. ‘54 
Monterey Hardtop, $1,365°; 4-dr., $1,- || 
225° (ps), $1,200, $1,200* (ps); 2- || 
dr., $1,000. °53 Monterey Hardtop, 
$910°*; 2-dr., $725. 

NASH — '54 Rambler station wagon, || 
$810; 4-dr., $740. '52 Rambler Hard- 
top, $375. 

OLDSMOBILE—’55 (88) 4-dr., $2,100*. 
"53 (98) conv., $1,130*° (ps). "52 (88) 
Hardtop, $710*. '51 (88) 4-dr., $390*. 
"50 (88) Hardtop, $430°*; 4-dr., $210*. 

PACKARD—'56 Clipper 4-dr., $2,425* 
(ps). "55 Clipper Hardtop, $1,905*; 4- 
dr., $1,605*. '52 Clipper 4-dr., $500*, 
$400*, $350*. 

PLYMOUTH—'55 Belvedere (8) Hard- 
top, $1,450; Belvedere (6) 4-dr., $1,- 
205; Savoy (6) 4-dr.. $1,210. ‘'54 
Savoy 2-dr., $730. '53 Cambridge 4- 
dr., $490; 2-dr., $460. °52 Cambridge || 
4-dr., $215. | 

PONTIAC—’'55 Chieftain (8) Catalina, || 
$1,650°; 2-dr., $1,550*; 4-dr., $1, | 
525°. '54 Chieftain (8) 4-dr., 

’53 Chieftain (8) Catalina, ; 

conv., $815*; 4-dr., $800* (ps), $730*, 

$665, $650, $640, $590*. 

STUDEBAKER — '54 Champion 4-dr., 
$425. °53 Commander club coupe, $540. 
’52 Commander conv., $230. '48 Com- 

mander conv., $150. 

MISCELLANEOUS 
ton panel, $610. 
pickup, $330. 








"55 Chev. %- |! 
'49 Stude. %-ton 


| 
| 


out a committee hearing—a “rail- 
roading” method of doubtful wis- 
dom in important legislative 
matters. 

It moved to the Judiciary Com- 
mittee of the House labeled as a 
bil of no controversy under the 
guise of the enchanting terms of 
ans in Court” or “Good Faith 

_ 

Here those who opposed this 
type of legislation had their first 
opportunity to consider the exact 
bill and its implications. 

Even with short notice this 
measure created enough of a con- 
troversy that the official hearing 
before the Committee on the Judi- 
ciary covered 602 printed pages of 
testimony and is available in 
Government Document Serial Novo. 
26 of this session of Congress. 

Those Dealers who did oppose 


|this legislation were variously 


labelled by some as being “brain- 

washed” or “puppeteers.” Yet a 

reading of this official record from 
(Continued on Page 8, Col. 1) 


Labor Expert 


not be for resale. 


3. Seventy-five percent of the 
dealership’s annual dollar volume 
of sales must be recognized in the 
retail automotive industry as retail 
sales or services. 

The Labor Department said it 
will consider all sales of autos, 
trucks, auto parts, accessories, 
servicing and repair work as retail 
|}except the following: 


1. Sales for resale to other 
| dealers, garages, repair shops, 
| ete., when the item is resold to 
| a customer. This does not in- 

clude inter-department transfers 
of parts or accommodation trans- 
| fers of cars between dealers. 


| 2. Sales made after a formal 
| invitation to bids, such as sales to 
| Federal, state and local govern- 
| ments. 


3. Fleet sales of cars and trucks 
to national fleet accounts at fleet 
discount or to customers operating 
five or more vehicles for business 
purposes at fleet discounts, or of 
parts and accessories to fleet oper- 
ators at wholesale prices. 

4. Sales of specialized heavy mo- 
tor vehicles or bodies (16,000 
|pounds or over). This group in- 
|cludes such vehicles as integral 
| buses, fire engines, tanks, wreckers, 
;}etc. Also full trailers and semi- 
| trailers. 


5. Sales of repair and service 
(See EXEMPTIONS, Page 8, Col. 1) 


Advises 





| 





On Wages and Hours 


(Eprror’s Note: A number of 
sources report that this fall, at 
new-car introduction time, there 
will be an allout drive to organ- 
ize the nation’s auto delearships. 
To help dealers prepare for this 
AFL-CIO push, Automotive News 
has prepared a seven-part series 
on some of the problems and 
situations that will confront 
dealers. Material for the series 
has been supplied by Arthur 
Stringari and Richard Fritz, 
labor consultants for 400 Michi- 
gan dealers, and editors of the 
Auto Dealers Labor Relations | 
Guide, a publication 
weekly in Detroit for dealers 
across the country by Manage- | 
ment Labor Relations Service, | 
Inc.) 

* x * 
By Joseph M. Callahan 
Staff Writer 


TH! wages, hours and working | 


conditions that an alert dealer | 
should offer to his employes were 
outlined last week by Arthur Strin- | 


| gari, Detroit labor consultant. j 


Stringari de- 
clared, “Whena 
union wins a rep- 
resentation elec- 
tion and proceeds 
tonegotiatea 
labor agreement 

with a dealer, a statement. of 
agreed policy is put in writing and 
signed by the parties. This is the 
contract. In most instances, the 


|}union will have organized the em- 


ployes on the basis of manage- 
ment’s failure to stay abreast of 
the times. 

“The unorganized dealer, if 
alert, will take the opportunity 
to do himself what others have 


issued bi- | 


| cation periods. 


been required to do by outside 

intervention,” he said. 

Stringari recommends that every 
| dealer, especially those not now 


required to bargain with the union, 
| thoughtfully consider adoption of 
|the policies outlined below. 

+ x - 

] PROVIDE security consistent 

* with ability. 
| He said that each dealer should 
| institute a probationary period and 
| tell every new employe that if he 
performs satisfactorily he will be 
| placed on a permanent seniority list. 

“Make it clear that continued 
satisfactory productivity is ex- 
pected,” Stringari continued. 
“However, in making layoffs the 
seniority principle will be ob- 
served. Post the seniority list. 
It will introduce an element of 
certainty into employment rela- 
tionship. 

“Seniority should be recognized 
in layoffs, recalls and choice of va- 
Discharges should 
be effected only on the basis of 
|just cause. ‘Personal Conduct 
| Rules’ for employes should be 
‘(Continued on Page 49, Col. 2) 





9 Canadian Dealers 


Go Into Bankruptcy 


OTTAWA.—Nine Canadian au- 
tomobile dealers went into bank- 
ruptey during the first quarter 
of 1956 in contrast to 13 such 
failures in that quarter of 1955 or 
17 in 1954, the Canadian govern- 
ment has reported. 
| This year, dealers’ bankruptcies 
included six in Quebec, two in 
Ontario and one in the Prairies. 
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Two Million Vehicles Tested This Year... 


Fifth of Cars Need Safety Service 


(Continued from Page 1) 


percent were rejected because of 
one or more unsafe conditions.” 
As another positive indication of 
the value, of the safety-check pro- 
gram, vanderZee noted that three 
communities — Talladega County, 
Ala., Topeka, Kans., and Fremont, 
Neb. — in 1956 formed permanent 
safety organizations. In 1955, four 
such groups were started after they 
had conducted a safety-check pro- 
gram, 
* * +. 
HE safety-check is sponsored 
by the Inter-Industry Commit- 
tee, Look magazine and the 
Naticnal Safety Council. 
It was said that the safety-check 


Tucker Writes 
An Open Letter 
To All Dealers 


(Continued from Page 6) 

pages 596 through 600 shows the 
names and addresses of those 
dealers who either wrote or wired 
their opposition — and since this 
list of names is over twice the 
number of the list of dealers pub- 
lished in this document as favor- 
ing this Legislation — we wonder 
just who was being brainwashed 
and who represented whom. 

But the important thing is the 
essence of this whole matter. 

Here we turn again to an official 
source — the House of Representa- 
tives Committee Report No. 2850 as 
printed on July 20 and submitted 
by the Committee on Judiciary to 
the whole House — recommending 
the passage of the O’Mahoney bill. 

” + * 





QUOTE verbatim from page 
10 of this official document: 
ye manufacturer’s obligation to 
in good faith extends to all 
~ his franchised dealers, includ- 
ing dealers who sell automobiles to 
other dealers, franchised or not, 
for resale to the public; dealers 
who sell outside of ‘a zone of influ- 
ence’ or ‘territory;’ and dealers who 
sell automobiles at less than the 
manufacturers’ suggested retail 
price. 

“Any restriction on a dealer’s 
right to sue based on the fact 
he is selling to another dealer, 
franchised or not, for resale to 
the public or based on the fact 
that he sells outside of a terri- 
tory, or sells at cut rates, 
would contravene the Congres- 
sional purpose underlying Section 
four of this bill... . 

“Similarly a manufacturer could 
not set up by way of defense as 
lack of good faith the fact that 
the dealer sold new cars to other 
new or used car dealers for resale 
to the public. 

“Also a dealer located near 
another franchised dealer who has 
sold new cars to used car dealers 
for resale would not be authorized 
under this measure to sue a manu- 
facturer for supplying dealers who 
sell cars to other dealers for re- 
sale.” 

The inevitable objective con- 
clusion to all of this is that the 
very evils which dealers sought 
most to eliminate — bootlegging, 
cross selling, and stimulator 
dealer tactics, are now protected 
by the black robe of legal 


respectability. 

The effort to help dealers has 
been conceived with the highest 
motive but due to the emotional 
urge to gain a crusade at any cost 
has become a Frankenstein and 
stands as a monument of mis- 
guided leadership.—Hayse TUCKER. 


Exemptions 
(Continued from Page 6) 


work under a fleet maintenance 
agreement at less than the pre- 
vailing retail price. 

So, the Labor Department said, 
if 50 percent or more of the 
dealership’s annual dollar volume 
is made within the state and if 
75 percent or more of the annual 
dollar volume consists of sales 
which are not for resale and are 
considered as retail (as interpreted 
above), the exemption will apply to 
all employes employed by the 
dealership. 


gave many communities “dramatic 
evidence” 


friend, was told that the car’s 


of the importance of| tie-rod couplings were fastened 


keeping vehicles in safe operating| with baling wire. 


condition. Here are some: 


A man in Laurel, Miss., who 
had bought a used-car from a 





Chicago BBB Reports 


Auto-Ad Complaints 

CHICAGO, — The Better Busi- 
ness Bureau reported that in 
June approximately 7,250 auto- 
mobile advertisements were 
checked and 108 shopping in- 
vestigations made. 

There were 26 “bait” investiga- 
tions, 27 “bushing” complaints, 
18 deposit-refund-refused com- 
plaints, 13 “packing” complaints, 
10 ambiguous-guarantee com- 


plaints and five “baiting” com- | 


plaints. The BBB said that 16 
confusing advertising claims 
were revised and four “correc- 
tions” were published. 





Check lane workers in Aberdeen, 
Wash., discovered a tire with the 
inner tube sticking out of the cas- 
ing. 

Police in Muskegon, Mich., im- 
pounded a car when a check dis- 
closed it had no brakes, no wind- 
shield wipers, no muffler, no light 
dimmer switch, no glass in the 
door, no outside door handles and 
a hood that would not latch, 

* = . 
T. PETERSBURG was so pleased 
with the results of the commun- 
ity program that the city plans to 
continue safety-checking one day 
|a week until the full-scale program 
| starts again in 1957. 

“It is also significant,” the city 
reported, “that we did not have 
a fatal accident for the entire 
months of May and June and we 





feel that the safety-check is 


Now 





entitled to some of the credit for 
this record.” 


Growth of the safety-check plan 


is shown in the following table: 
otal 


Total Qusmaiine 

icles City County 

1950 POR, 745 casaee one 
1951 358,822 i... 
1952 551,296... 
1953 423,533 la... 
1954 1,071,144 147 

1955 1,421,200 422 17 

1956 2,185,524 800 . 95 


Of the total checked, complete 
records are available on 1,640,608 
cars, 73,716 trucks and 192,283 
reports combined cars and trucks. 
There were 320,467 cars found in 


need of repair or maintenance, 23,- | 


334 trucks and 17,622 of the mixed | 
vehicles. 

The table below gives the inci- | 
dence of need of maintenance by 
items inspected: 


EE MEIIED - Scscesceeecuscccteceverseas 123,402 
SEED. botansvcessidbuivedveavnsbsovesieoies 80,967 
EE MII: stasrsccensesconsestiomens 74,581 
Exhaust system .................... 47,564 
IDA. ‘Nea us desalicansticuodasdbniceseadianiniol 38,216 
IEE Schiitdcitinscsisevteitevsavdvnstell 31,511 
Windshield wipers ................ 24,017 
SEED, | ciceisaladiceptavecsundtocshecisiniahidl 22,991 
SII Snccctaslenivsucabcetislaiialdeciiduidiiad 13,829 


Rear-view mirror 


By A Wider 
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38 Safest Drivers 
Named for Oneida 
School Bus Award 


CANASTOTA, N. Y. — Thirty- 
eight drivers have been selected 
as the nation’s safest school bus 
drivers in the safety awards con- 
test being conducted by the Oneida 
Products division of Henney Motor 
Co., Inc. 

The winners, who drive for 
schools or rental contractors in 38 
states, will each receive a $50 sav- 
ings bond and a ‘special safety 
| certificate. 
As state finalists, each of the 
| winners is now eligible for the 

grand prize — a $500 savings bond 
aa a new 48-passenger Oneida 
school bus for the school or rental 
tractor he represents. 

Selection of the nation’s “Mister 
Safety” rests solely with a judging 
panel which includes Shelton 
| Fisher, publisher, Bus Transporta- 
| tion; Stephen James, director, edu- 
'foon division, Automotive Safety 
Foundation, and Marian Telford, 
| school transportation committee, 
poke ge Safety Council. The 
results are due in September. 
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RAMBLER Tops All Low-F; 


DEPRECIATES LESS IN ACTUAL DOLLARS THANAI 





Profit-minded businessmen know that the valuable Rambler Franchise 
represents one of the finest growth potentials in the industry. Wouldn’t 


SS 


The July, 1956 issue of the National Automobile Dealers’ 


Association Official Used Car Guide has the proof! 


Month after month, Rambler continues to widen its 
margin of superiority over all low-price cars in resale 
\ value ... depreciates less in actual dollars than any car 


in America, regardless of price! * 


No other car in recent automotive history has zoomed to 
popularity as quickly as the Rambler. For no other is 
specifically designed for today’s traffic conditions and 
driving needs. Here is the one car that is King-size on 
the inside—with more room than the average of all other low-price 
cars—yet turns in the shortest radius on the road—is easier to steer, 
handle and park. Rambler offers more exclusive features too. 


yD 


Remember— Rambler is the Economy King, too! 32.09 
Miles Per Gallon from Los Angeles to New York— 
coast-to-coast on less than five tankfuls of gasoline! 


you like to cash in on the growing popularity of the Rambler? 


*Figures based on lowest priced 4-door sedans of all makes. 
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even greater values during our.., 
sale,” the ad said. 


* 


Chevrolet C rnteat 


Using a “big top” set up on its 
lot, Clements Chevrolet, Buffalo, 








readers were invited to visit Bates. 


. 

'S How They're Pushing Sales ... _ We'd like you to come in and see 
id for yourself. May we serve you? 
l a > * * 


rd Dealer Ad Ideas waiet ieeeeens. seeks tee 





‘hirty cury, Inc., invited Baltimore poe og Be ae carnival which 
. ° Little Rock rs showed the | motorists to meet his “all-star rew heavy traffic. 
lected | Cash for Time Buyers sie dae ol cae grouped | championship team.” Pictures of his Included were free pony rides, 


merry-go-round, minicar rides, 
clowns, monkeys, lollipops and 
balloons. Pop and hot dogs were 
served all day long. 


ooo eae cash through refunds ground the noble redwood man. | staff, who boast 134 years of auto- 
See to persons who buy cars on| Chief Clearwater was quoted as| motive experience, were superim- 
rida | timepayment plans was offered by saying: “A new V-8 Pontiac with| Posed on a Mercury “Big M” sym- 
Motor | Clayton Motors (DeSoto-Plymouth), lots of extras for only $295 down | bol. 





St. Louis. 4.50(*) h. (*plus in-| Mitchell's ad declared: “. . . We! Among prizes awarded were a 
for Dubbed “Clayton’s Pass the Re- anes Whereupon, Chief Muddy-| have planned our dealership to re- live pony, monkey, golf clubs, 
aan fund Plan,” it listed immediate re- water retorted: “T beat ‘um ANY- | volve around one single thought —| baseball oo a woman’s 
safety i ee ane hak to ro a THING Chief Clearwater do ’um or| | you. Yes, everything has been done| : ; ~~ po = § eines il 

who financed a alance for say ’um.’ 'e give you the most sincere, fair Magnetic Corrier— . er features in 

months to $112.51 to those who * and friendly attention possible.” in-one golf tournament and Cor- 
f the | gnanced $2,100 for 36 months. Ananias Was a Piker e-.|6@ Magnetic Products Corp., Gardena,| vette rides. 

* the | The offer applied to both new and ‘It Takes People Calif., has introduced a car-top carrier * * + 
bond used cars, Clayton said. ‘a 7 the world’s great- HE f 21 b g that is said to grip tightly by means of Play Ball! 
neida est liar!” Bates Chevrolet, iT . pictures o ‘ ee strong permanent magnets in soft, durable ~ i 
Price Auto Service Co. (Ford), HE entire 8,000 seats at the St. 


Springfield, Ill., advertised. “How- ’ , 
ever, if he were here today he’d get! Wichita, were carried in an adver- 


neoprene sponge block. The carrier, called | 


ental ¥ Milner on Warpath : 
“Mighty Mac's,” has two magnets that 


Petersburg baseball park were 





is WOODEN Indian is doubling as pretty jealous of some of the boys|tisement giving the firm’s thanks : : bought by Ruebel & Smith Motor 
on ; the chief of two “warparties” who peddle used cars.” |for “40 years growth” and an- Se dak uae ae ae ‘aan Co. (Dodge-Plymouth), St. Peters- 
elton | at Milner Pontiac Co., Little Rock, Bates said that some of them | nouncing an “anniversary apprecia- rt "ae ine heneteene, te one ‘s re. | DUTg, and were advertised free “as 
orta- | Ark. As “Chief Clearwater” he| “think nothing of promising you | tion sale.” : moved b rolling heck the ‘sponge. a special treat to our patrons and 
edu- heads the “Osage tribe” of salesmen; hundreds of dollars more for your The oldest in terms of service Y va dissec a“ ——| friends.” 

afety and as “Chief Muddywater,” he| car... write your own ticket... had been with Price for 39 years, | This is believed to be the first 
ford leads the fierce “Cherokee tribe” of| terms so low a moron could af- the youngest, 15 years. People who have given years of faithful) time an auto dealer played host to 
ittee, auto sellers. ford them.” make a business grow,” the ad | service—our thousands of satisfied| the city’s baseball fans. Last year 
The It's all in good fun intended to The public was reminded that noted. ; owners who have given us support/the St. Petersburg banks were 

bring in wampum and auto sales _ “really fine, dependable firms don’t The people that made Price grow, and assistance. The only _way We! hosts. 
anaes at Milner, The ad in one of the ' resort to such verbal fireworks” and| the ad noted, were “our employes| can show our appreciation is to give | ‘ Oa 





Show for Shoppers 


The merchants of the Knoll- 
wood Plaza shopping center in 
the Minneapolis suburb of St. 








Louis Park sponsored a week-long 
* outdoor auto show on the .con- 
course of the shopping center. 
2 Twelve American makes and 
J one foreign model were exhibited. 
Attendance was high and sales by 
the exhibiting dealers were good, 
according to Donald Shanedling, 
president of American Shopping 
x 1 Centers, Inc., which operates the 
project. 
* * > 
The Winning Team 
2 PICTURE of the “winning 
7 team” of Otis E. Pruitt, Ine. 
(Buick), Clearwater, Fla. the 
dealership’s entire sales staff has 
been used as a newspaper advertise- 
ANANY CAR IN AMERICA! = 
a “This sales staff,” the ad copy 
read, “has pushed local Buick sales 
to an alltime high, outselling even 
the lightweight lines, for the past 
90 days. They now stand in third 
place nationally with 275 cars sold 
this year.” 
» * * 
Calder Pledze to Public 
DHERENCE to the NADA Code 
of Ethics has been announced 
in a newspaper ad by Calder Buick, 
Gladstone, Ore., along with a pledge 
of service to all Buick owners. 
“We believe,” the ad said, “that 
every business must have a fair 
profit to continue and we will never, 
knowingly, cheapen our merchan- 
dise or service to sell at a low 
price.” 


* * * 


Buy Now, Pay Later 


LEMENTS CHEVROLET INC., 
West Seneca, N. Y., located in 
the heart of a steel producing area, 
stimulated business during the steel 
strike by making it as easy as pos- 
sible for strikers to purchase used 
cars. 

The firm ran a newspaper ad 
captioned: “Steel Strikers! Strike 
or no strike, cash or no cash. Get 
the car you need to take the va- 
cation you need now.” Clements 

oF " said it would provide special 
Play’’ Car On The Road | prices for steel strikers, no pay- 
ments until 30 days after the 
strike ends, and regular low fi- 
nance rate at no extra charge. gs 
Clements also told strikers that if 
they are now making payments on a 
car and want a better car, it would 
stop payments on either car until 
after the strike ends. 
2 * 





Rambler Cross-Country Station 
Wagon—Smartest ‘Work and 


Learn for yourself how you can profit and grow with a dealer- 
minded American Motors Franchise. Investigate the op- 
portunities in your trading area. For complete information— 


Wire or Write 


SEITHE FACTS ON THE HOT 
EWFRANCHISE OPPORTUNITY DEALER DEVELOPMENT DEPARTMENT, AUTOMOTIVE DIVISION, 
; CAN MOTORS CORPORATION, 
i TO DAY! anak acne ROAD, DETROIT 32, MICH. 


-—4 i is ll cael cil a San a aa neds ll a en gels al a ee — the same size. The association re- 
% ported good results, 


+ 


| 

| Cooperative Effort 

geaEns of the Fargo (N. D.)- 
Moorhead (Minn.) Automobile 

Dealers Assn. jointly sponsored a 

full- page used-car advertisement 

containing individual dealer ads all 


= 


E * Ennis Ad Is Colorful 

a A FULL-page, full-color adver- 

E S$ tisement directed Milwaukee 
buyers to Ennis (Chrysler- 


| Plymouth). Occupying prominent 
places in the ad were full-color 
| pictures of Pl ymouth Belvedere 


a, Americans—And For American Motors Dealers, Too! “te company tis ns ta 
ely price, the bigger the 


& 
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another... 





There’s nothing like television for drawing customers 
into an automobile showroom. That’s what Advertest 
Research recently discovered when they conducted a 
survey to determine the comparative effectiveness of ma- 
jor national advertising media for automobile advertising. 


In “Big Three” showrooms of ten major cities Advertest 
talked with dealers and customers about newspapers, 
magazines, and television. Here’s what they heard. 


From dealers: 
59% felt that television is the most effective national 


advertising for getting people to visit their showrooms. 


59% of the dealers also stated that television does the 
best job of pre-selling prospects. 


And from customers: 
50% of the car buyers said television advertising did most 


to interest them in looking at a particular make of car. 


61% said that television, among all national advertising 
media, stands out most strongly in their minds. 


On every question television leads the way! Want to find 
out how the other media ranked? Just drop a card to 
NBC Research, 30 Rockefeller Plaza, New York, and 
we'll send you complete details on what automobile deal- 
ers and customers think of national advertising. 


NBC Television 


a service of eA 
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motor vehicles, parts and accessories; 


governments, appli to the building and maintenance of highways; 

1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 





Basis of This Relationship 
Is Still Cooperation 


Nw that the hue and cry over the O’Mahoney “good | 


faith” measure is dying out, dealers and manufacturers 
should remember that the underlying basis of their relation- 
ship remains unchanged. 


Factories still need dealers and dealers still need fac- 
tories. And the only way the relationship can operate ef- 
fectively is through a spirit of mutual cooperation. 

Loose talk to the contrary notwithstanding, the merits of 
the franchise system of distributing cars and trucks remain. 


Dealers do not want to abandon it, and neither do the 
factories. Factories proved long ago that they cannot per- 
form the retail function. 

The franchise system, properly operated, brings into play 
the ingenuity and aggressiveness of 40,000 business men 
under limited direction from the factories. 


Intelligent factory executives can make these franchises 
vaiuable to the dealers who hold them. 


Intelligent cooperation can weld a dealer group into a 
smooth functioning sales organization that is priceless to the 
factory. 


And it is only through intelligent cooperation that the 
franchise system attains full effectiveness. 


In recent years, a serious cleavage developed between 
dealers and factories. The “good faith” legislation came 
about because there was lack of faith. 

That the majority of dealers wanted this legislation is un- 
deniable. It would never have been pushed through Congress 
against odds just before the adjournment deadline without 
strong support all across the country. 

But it is also undeniable that few dealers will want to use 
this legislation. It is a terminal remedy, to be used only as a 
last resort. 

And most dealers have invested their lives in this busi- 
ness. They want to stay in it. 

And so we urge dealers and factories to go on from here 
and build an enduring spirit of cooperation. 





1 !. Fair and equitable contracts between manufacturers and dealers in- 


1 2. Every dollar of gasoline and oil taxes, collected by states and federal | 
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Coming 
Events 


Dealer Conventions 

Aug. 26-27—Georgia Automobile Dealers 
Assn., Genera Oglethorpe Hotel, 
Savannah, 

Aug. 26-29—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 7-9 — Maine Automobile Dealers 


oe. Marshall House, York Harbor, 
e. 

Sept. 17-18—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 
Sept. 18-19—South Dakota Automobile 


Dealers Assn. Mitchell, S, D. 


Sept. 23-25—Colorado Automobile Deal- 
er's Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 26-28 — New Jersey Automotive 


Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 
Sept. 30-Oct. 2. — Tennessee Automo- 


tive Assn., Gatlinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 3-4—25th Annual State Convention, 
Kansas Motor Car Dealers Assn., Baker 


Hotel, Hutchinson, Kansas. 

Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 
Biloxi, Miss. 
Oct. 21-23—Florida Automobile Dealers 
conn. Fort Harrison Hotel, Clearwater, 

4. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. 11-13—Kentucky Automobile Dealers 


fase. Sheraton-Seelbach Hotel, Louis- 
ville, 
Nov. 13—Connecticut Automotive Trades 


Assn.. Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. 

- * 


Auto Shows 

Oct. 6-2i—Dallas Auto Show, State Fair 
Automobile Bidg., Dallas. 

Nov. 10-17—International Autorama, Com- 
mercial Museum, Philadelphia. 
Dec. 8-16—National Automobile 

Coliseum, New York. 

Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, State Fair 
Coliseum, Detroit. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-I6—Albuquerque Auto Show, Coli- 
seum Bidg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show. 

7. + 


General 


July 26-28—Automotive Trade Association 
Managers Meeting, Benjamin Franklin 
Hotel, Seattle, Wash. 

Bs annual convention of 

ational Congress of Petroleum Re- 
woes. Shoreham Hotel, Washington, 


Show, 


Interna- 


Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 

Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 

Oct. 1-3 — National Electronics Con- 
ference, Hotel Sherman, Chicago. 
Oct. 414 — Paris Auto Show, Grand 

Palais, Paris. 
(See CALENDAR, Page 44, Col. 3) 


30 Years Ago... 
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Letterbox 


Salesman’s Idea 

I have read a great many letters 
in Automotive News from salesmen 
about the lack of opportunity in 
the automobile business. 


I do not agree with most of them 
for I feel that there is a great op- 
portunity in this business and I’ve 
made a nice living in it since the 
fall of ’52. 

There is no question in my mind 
that some things need changing 
and one of them is the compensa- 
tion plan. 

If some dealership would adver- 
tise the following plan, I feel they 
would attract only the highest type 
salesman: 

Forty percent commission on all 
over wholesale for used cars (a lot 
of dealerships already do pay this.) 

Ten percent commission on first 
$200 new-car profit. 

Twenty-five percent commission 
on next $200. 

Fifty percent commission on re- 
maining profit. 

The new-car commission is 
where the washout plan is used 
and it pays a fine premium on ex- 


The Big Stories 


Theft of 250,000 automobiles, valued at $218 million is reported by 
the Liberty Insurance Co. of Boston. It was estimated that four out of 
five were recovered, reducing the owners’ loss to $35 million. 

D Private cars registered in Great Britain total 2% times as high as 
in 1921 and nearly six times as high as in 1913, according to the 


British Ministry of Transport. 


The American Automobile Assn. has launched an offensive against 
the nationwide agitation for compulsory automobile insurance, deny- 
ing the claim of jts sponsors that it would promote safety. 

The net earnings of General Motors Corp., including its equity in 
subsidiary companies, for the first six months of this year were $93,- 
285,674, as compared with $50,363,099 for the corresponding period last 
year, according to Alfred P. Sloan jr., president. 


—From the files of Automotive News. 








‘A Nice Living .... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


C 


"We don't sell many cars—but boy have we 
built up the goodwill!" 





9 


tra good deals. Most dealers pay a 
flat 20 percent commission whether 
the profit is $100 or $1,000. Using 
an example of $500 as an above- 
average deal the salesman would 
only make $20 more on the sliding 
percent than the flat $20 percent, 
but if he could improve the deal 
to say $750 profit he would make 
$95 more on the deal. 

I also think that any salesman 
who makes over $750 per month 
should have his expenses reim- 
bursed for that month. 

This is not a plan for the “give- 
’em-away” boys but for real sales- 
men and puts a real premium on 
anyone who can make good profits 
for the firm. 

Just let some dealership adver- 
tise this plan in the papers and 
see who applies for the jobs.— 
CuHarRLES J. Morcan, Wayne, Pa. 

* * * 


With Iron Fist 


Congratulations to you for pub- 
lishing the article “Ford Dealer 
Raps Factory” (Page 36, July 2 
issue) and my admiration and re- 
spect goes to the Ford dealer writ- 
ing the letter. 

If more dealers had his good rea- 
soning and nerve to fight for their 
rights in dealing with factories, we 
would not be having congressional 
investigations, hearings and pro- 
posed legislation such as is going 
on at present. But, as long as they 
can get away with it, we are des- 
tined to have volume-crazy, profit- 
mad factories “using” their dealers 
to gain an objective at any cost (to 
the dealers). 

I think Ford Motor Co., by pro- 
moting certain sales tactics through 
its dealers, has been a main con- 
tributor to the degeneration of the 
automobile retail business. And it is 
especially notable that Ford Motor 
Co. is fighting the present proposed 
legislation more than any other 
manufacturer. It wants to continue 
carrying the big stick and rule with 
the iron fist. 

When will Ford dealers wake up? 
—ILLINOIS OLDTIMER. 
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Piymouth Traffic Builders 


have already pulled 


7000.000 


new car prospects to Plymouth showrooms in 1956. Plymouth promotions 





lead the industry in new car prospects brought in to dealers. In this highly competitive year of choosy car 
buyers, Plymouth dealers have enjoyed a bonanza rush of real prospects—every one of whom was a car owner. 
It pays to sell Plymouth...the car that can’t be matched in the lowest-price field... backed by promotions 
that can’t be equaled in the industry. 


= sreat car to set ow LYNMOUTH 
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Congress on Vacation 


But Work Goes On 


By William Ullman 


Washington Correspondent 


7 has left Capitol Hill, which means that Wash- 
ington during the next few months will be enfolded in 


vacation-time, for the home folks as well as the thousands | 


of summer visitors here. Immediately following adjourn- 
ment, the President took off for his Gettysburg farm, leaving 
behind 148 bills which had¢ 
not yet been “processed” to 
the point where he could take 
final action. Among these was 
the O’Mahoney-Celler-NADA “good 
faith” bill. 

Hopes were still high that the 
President would sign the auto 
dealer measure into law and that 
vacations could begin for a lot of 





to Murray Sny- 
der, assist- 
ant White House 
press officer, he 
had approved 755 
bills—429 of them 
public bills 
326 of them 
private, that is, 





NADA officials who have earned bills affecting in- 
surcease from long_ legislative dividuals. 
labors. | While most 


Up to the moment the President| ‘""#™ Ullman members of Con- 


left for Gettysburg, according| gress have ducked out, weary House 
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| | : 
and Senate clerks are still wading| health insurance legislation and_/| interesting to speculate what might 


and | 


through the mass of material left 
behind and will not come up with 
official statistics for several days. 
An informal 
sion’s end showed that the House 
received 14,104 bills and _ resolu- 
|tions and the Senate 4,935 in the 
| biennial period. 
* * * 


Much Accomplished 


I IKE all of its predecessors, the 
4 84th Congress ended without 
having satisfied everybody. Still, 
it labored hard and accomplished 
a considerable number of things. 

Unless an emergency should 
require a special session before 
January, the Democratic- 
controlled 84th Congress’ has 
passed into history. 

Some of its leaders estimate that 
it gave the Republican President 
about 75 percent of what he asked 
for, although it rewrote many of 
his proposals. 

One of the outstanding accom- 
plishments of the 1956 session was 
the enactment of the $33 billion 
long-range highway construction 
bill. 

The big items the 84th Congress 
left undone were the civil rights 
program, Federal aid for school 
construction, postal rate increases, 





count at the ses-| 


6, 1956 | 





Hawaiian statehood. Some of these 
issues, however, have been 
stranded in Congress for a long 
time. 

* * + 


Fireworks Expected 
HE first session of the 84th 
Congress in 1955 was 
lighted by the resolution authoriz- 
ing President Eisenhower to 
defend Formosa, 


After a brief vacation, Demo- 


crats and Republicans will plunge | 


into the campaign for re-election. 
And then the air will be filled 
with the fireworks which were 
politely concealed on Capitol Hill 
the night of adjournment. 

The opening rounds will be 
fought at the national conven- 
tions this month, and will be 
continued in the hustings during 
September and October. The 
Democrats will point with pride 
to what the 84th Congress did. 
The Republicans will stress what 
was left undone. 

Leaders of both parties joined 
in drafting a new campaign bill, 
but that was on the list of un- 
finished business when adjourn- 
ment came. 

With one bill at least, the auto 
industry beat the deadline. It is 









Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 
You who have the proven ability 
to sell... and with practically no 
increase in personnel or facilities 
...Can now gain extra profits from 
selling STEWART Mobile Homes. 


ACCEPTED LINE 


Stewart Mobile Homes...seen and 


bought everywhere... are accepted as well-known trailer 


one of the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your areo, of real sales potential. 


I don’t depend 
on automobile 
sales alone — 


EASY FINANCING 


Stewart Coaches are recognized by all 


quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 






financing firms. Re- 


There’s no slack season for me!” 


VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. In 1955, approximately 
96,000 coaches were sold at a retail 
sales figure of nearly $400,000,000. 
Why don’t you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





For details, write, 
wire or call today. 


STEWART COACH INDUSTRIES, INC. 


Department AN Bristol, Indiana 


high- | 


— 


| have happened to the Monroney- 

Priest “ground rules” bill if this 
|'were not an election year and 
|there had been more time for 
| Congress to act. 


| At any rate, the auto industry 
was given a lot of time and took 
a lot of time airing its internal 
|affairs on Capitol Hill and, both 
|Congress and the general public 
| are better informed about the man- 
|ufacture and distribution of cars, 


The general feeling is that the 


hearings were, in some degree, 
profitable for everybody concerned, 
* * * 


Booklet Re-Issued 


Wb pte Improvement Through 
Licensing Proceedures,” a pub- 
lication of the American Assn. of 
| Motor Vehicle Administrators, has 
been re-issued in a revised and 
| greatly enlarged form. The new 
edition marks a milestone in the 
| eight-year effort of the AAMVA to 
produce an acceptable guide for 
|} modern and safe licensing of auto 
operators. 


Association Officials feel that 
they now have, for the first time, 
a complete, authoritative guide for 
motor vehicle administrators. 

This edition extends to the 
administrative level the funda- 
mental concepts on driver licens- 
ing of the Uniform Vehicle Code 
and of the State laws patterned 
after it. It establishes, AAMVA 
officials say, a standard with 
which any jurisdiction may com- 
pare its own driver-improvement 
activities. It summarizes the best 
solutions found by states and 
provinces to problems arising in 
trying to protect the public from 
drivers who have failed to per- 
| form as well as expected when 
| originally licensed. 
| Copies of the publication are 
available, at $3 per single copy or 
$2 per copy in orders of 10 or 
more, from the American Assn, of 
Motor Vehicle Administrators, 912 
Barr Bldg. Washington 6, D. C. 

*< * * 


'U. S. Cars Featured 


tgp we 1956 American cars occupy 
four pages in a new slick-paper 
magazine prepared by the U. S. 
Information Agency for circulation 
in the Soviet Union. 

The magazine is called America 
Illustrated. It went on sale in 
Russian newstands last week. At 
the same time, under reciprocal 
agreement, USSR was put on sale 
in this country. 

In the Russian-language 
America Illustrated several pages 
are devoted to Ford, GM, Chrys- 
ler, Studebaker-Packard and 
American Motors, providing 
beautiful illustrations and a fairly 
complete description of a wide 
variety of the products of the 
U. S. auto makers, 

In addition to the cars, roads, 
sights and many phases of life in 
the U. S. are illustrated and 
described. 


| 





* * * 


Fellowships Added 


Tas fellowship program of the 
International Road Federation 
will be greatly expanded for the 
school year 1956-57, it was an- 
nounced last week by the Inter- 
national Road Educational Foun- 
dation. 

Expansion has been brought 
about through increased contri- 
butions by industrial members of 
the IRF. Among the sponsors of 
the foundation are the Automo- 
bile Manufacturers Assn., Good- 
year Tire & Rubber Co., Inter- 
national Harvester Co., General 
Tire & Rubber Co. and Asiatic 
Petroleum Co. 

In addition, the highway associa- 
tions of Europe are contributing to 
the foundation, as well as the 
government of Norway and the 
provincial governments of Nova 
Scotia and Quebec in collaboration 
with the Canadian Good Roads 
Assn. 


* * . 


Cheaper by Truck 


CCORDING to the U. S. Bureau 

of Public Roads, the world 
average ton-mile cost of carrying 
goods on a human head is 88 
cents; by oxcart 68 cents; by pack 
animals 20 cents; in trucks on 
passable roads 15 cents, and in 
trucks on improved highways 10 
cents. 


Wondering how new-car and truck pro- 
tuction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 

threvshbeut the year. 
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A STITCH IN TIME SAVES NINE! 


Whether it be a doll's dress or the magnificently engineered finish 
of one of today's "dream cars", you may be sure the old adage 
applies equally as well to both! 


There is no question about the value of periodic BLUE CORAL 
TREATMENTS. ..... to preserve a car's beauty when its new..... 
to restore the original beauty and brilliance when the car has seen 
some service ..... AND MOST IMPORTANT..... TO PREVENT 
THE GRADUAL DETERIORATION OF THE CAR'S FINISH! 


Your customer takes great pride in the appearance of his car..... 
and he'll appreciate your suggestion when you say: A STITCH IN 
TIME SAVES NINE..... AND A BLUE CORAL TREATMENT 
IN TIME WILL KEEP ANY CAR A THING OF BEAUTY AND A 
JOY TO DRIVE! 


H. D. T. COMPANY FACTORS, INC. * Creators of the Blue Coral Treatment 
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ments also being made in distribu- getting together to do a better job 
tor curves. of synchronizing their new-model| 
Similarly, despite the general} Programs. a 
planning level of about 97.5 octane| | - a 
premium availability as the re-| Gasoline Changes Bring 


quirement peak for 1957 models, it | Fuel System Troubles 


may be expected that some cars| ‘ 
MPLICATIONS of trouble in the) 


16 


| range, the aromatic percentage 
starts to drop off, and the API gra. 
vity curve swings back upward.) 

Some fuel and engine experts !ook 
for carburetor metering probiems 
| to become more common during the 
next several years as the heavier 
fuels come into wider usage. The 





will need 


by 


John T. Benedict 


Engineering Editor 


Car, Gas New-Models 
Still Out-of-Phase 


N EASILY observable, but little- 
noted anomaly in the auto and 
petroleum industries is the out-of- 
phase cycles for new-model intro- 
ductions in cars and gasolines. 
Gasoline companies tend to plan 
their new fuel announcements and 
heavy promotional campaigns for 
the month of May. The object is to 
capture the motorist’s interest just 
prior to heavy-travel vacation 
months, June, July and August. 
As a typical example of the 
timing discrepancy: Although 
1956 model automobiles were in- 
troduced last autumn, the 1956 





upgraded gasolines did not appear | 


until late in the spring of this 
year. 

Complaints arising out of this 
timing lag were multiplied this year 
by misinformation used by some of 
the petroleum refineries in their 
product octane planning. I’m told 
that gasoline companies were as- 
sured that 95 octane premium fuels 
would take care of the highest- 
requirement 1956 cars. 

* * * 

NSTEAD, it soon was found that 
- 97 octane fuels were needed to 
avoid detonation in a few cars. As 
a result, there was a scramble to cut 


| back on spark advance settings 


with, in some instances, adjust- 














eyen higher antiknock 
fuels. 


This situation is further com- 
plicated by the octane require- 
ment rise of cars during their 
initial 3,000 to 9,000 miles of serv- 
ice. Thus, it sometimes happens 
that a car may knock severely at 
the 3,000-mile mark on the same 
gasoline that effectively sup- 


pressed detonation when the car 


was new. 

When mis-matching of fuels and 
engines exists, it often is most evi- 
dent to the car owner in March or 
April. That’s because the car has 
built up to its peak octane require- 


ment, and the gasoline companies | 


have not yet begun to distribute 
their “new-model” fuels with 
boosted octane ratings. 

Unless the three-grade and multi- 
grade gasoline marketing systems, 
with their wider latitude of octane 
selection, are adopted on a national 
basis (or at least penetrate the 
low-octane geographical areas) 
there might be some justification 
for the auto and gasoline industries 





are seen by some who keep an eye 
|}on gasoline trends and shifts 
hydrocarbon types with rising oc- 
| tane level. 


Aside from volatility changes, | 


and accompanying effects on such 
characteristics as vapor pressure 
and fuel “end points,” there is 
some concern about other side- 
effects of the trend toward in- 
creasing percentages of aromatic 
blends in motor fuels. 


It is generally agreed that aro- 
matic content is due to rise as 
ectanes move up from 96 to 100. 
Some refineries plan to double the 
current aromatic content — moving 
the percentage up in the range of 
40 to 50 percent. 

One gasoline company is plan- 
ning on an approximate drop of 
10 to 15 percent in API gravity as 
the heavier aromatic blends boost 
the fuel’s specific gravity in the 
move toward 100 octane. (As paraf- 
finic blends take higher percent- 


offing for fuel system designers | 


new cars will, of course, be adjusted 
to accommodate the highly aroma- 
| tic gasolines—but difficulties may 


IM) be experienced with older cars on 


| the road. 
A further warning note was 
sounded by a petroleum engineer 
who is cognizant of a rumored 
switch to rubber and plastic fuel 
lines on cars. Highly aromatic 
| fuels characteristically have 
| shown a tendency to attack many 
types of rubber. 

| Unless the new fuel line formula- 
| tions are made with due regard for 
gasoline composition trends, there 
|is the possibility of deterioration 
upon prolonged contact with aro- 
matic hydrocarbons. 


* 


|\New Pump Design Paces 


Power Steering Advance 

\A NEW sleeve-type power steer- 
ing pump has been developed 

by Thompson Products. Already 

; accepted by one manufacturer for 

\’57 production, this unit is in- 


ages for fuels above the 101 octane| tended for immediate use in power 


| Dont Stick Your , 





You can haul an extra ha 
FREE on every trip by 


sensational new HERCULES Single 
Telescopic Hoist (Model 1210) for your 


heavy-duty dump truck 


eleven to fifteen feet long. 

This 20-ton capacity hoist pays 
for itself quickly because it weighs 
so much less . . . shifts more load 


to front axle . . . reduces 
cost per ton... 


single or tandem axle str 
trucks, Model 1210 mou 
easily, no part extending 
below the truck frame. 
For larger capacities, 


HERCULES builds Twin 


Telescopic Hoists with 
even greater payload- 
boosting advantages. 
Act now to increase 
your profits. Write, wire 
or phone for complete 


information. 
AA-3312 


. and minimizes 
maintenance. Available for 


New Hercules Front Mounted 
Telescopic Hoist Gives You 
1000 ths. Extra Legal Payload 


If-ton of payload 
choosing the 


bodies 


driver 


aight 
nts 


buy from the line of strongest design 


HERCULES STEEL PRODUCTS COMPANY * GALION, OHIO 
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7 TRUCK DUMP 
BODIES AND HOISTS 


Rock @ Conversion 
Platform 


SPREADERS 


Agricultural 
Cinder © Cement 













TRAILER 
DUMP BODIES 
AND HOISTS 


Heavy 










HYDRAULIC 
TAILGATES 





steering 
powering 


with the capability of 
central hydraulic 
tems when the need arises. 
Bearing a superficial resemblance 


sys- 


to piston-type pumps, the device 
features hollow sleeves formed to 
* * = 
~ “a 
NT RX oi OnTem © 





CYLINOER Bix 


| Sleeve Pump— 


A Thompson Products development, this 
power steering pump is reputed to possess 


|a number of trend-setting features and 


performance characteristics. 
. * 
which 


approximately 30 degrees, 


are used in place of -pistons to 
achieve _ positive displacement 
action. 

Unusual performance capabil- 


ities claimed for this pump 
include volumetric efficiencies 
above 90 percent throughout the 
entire 800-psi operating range at 
600 r.p.m. Hydraulic system 
design for high-pressures is pos- 
sible, since the pump is capable 
of operation at 2,000 psi. 


Further alleged advantages in- 


| clude adaptability to low-cost man- 


ufacturing methods, low sound 
level and low heat generation and 


| rejection. The unit also is ex- 
tremely light in weight, as the 
generator-mounted model weighs 


three and a half pounds and the 
belt-driven pump (with reservoir) 
weighs about six and a half pounds. 

A novel design that provides in- 
herent “hydraulic balance” in this 
compact, low-cost pump is the 
secret of avoiding wear on the 
working parts and attaining long 
service life with claims for no 


| efficiency loss and no change in the 


|original sound level. 





All in all, this sounds like quite 
a pump package — and one that 
obviously has made a_ favorable 
impression on more than one power 
steering design group. 


Plymouth Dealers Elect 


| O’Brien in Indianapolis 


INDIANAPOLIS.—Tom O’Brien, 
Tom O’Brien Co. (De-Soto-Plym- 
outh), has been elected president of 
the Indianapolis Plymouth Dealers 
Assn. He also is president of the 
Indianapolis Automobile Trade Assn. 


| Other Plymouth officers are 
| Merrill Philips, D. L. Stone Co. 
(Chrysler-Plymouth), secretary, 


and H. E. Fadely, Fadely-Anderson, 
Inc, (Dodge-Plymouth), treasurer. 





Dedolph Buick Sold 


Dedolph Buick Co., Clintonville, 
Wis., has been sold by Jack E. 
Dedolph to Francis O’Connor and 
Stanley J. Burg. Under the new 
ownership the firm will be known 
as Burg & O'Connor Motors, Inc. 


| O’Connor, who formerly operated a 


used-truck lot in Clintonville, will 


|combine it with the Buick dealer- 


ship, which he will manage. 
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AUTO-LITE | Serves Industry 
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; 
i 
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‘ol . ' > : Scientific Research—in this Precision Manufacturing— 
J Ww! more an 0 ucts 0 t e | est lla it field Auto-Lite combines crea- Scientific testing procedures 
tive thinking with practical pro- | on Auto-Lite production lines 
nich duction, frequently pioneers assure the quality and depend- 
} to the development of products ability of every Auto-Lite 
lent that contribute significantly product and the ultimate 
to progress in many fields. economy fo its users. 
vil - 
np 
ies . . . . . . 
- Whether it be intricate die-castings, finely drawn magnet wire, 
-m - . P 
Os electrical equipment for the automotive industry or any one of 
ble 
- hundreds of other products . . . it is of the highest quality when 
an- 
oe it comes from Auto-Lite. That reputation for quality in 30 
ex- 
the plants from Coast to Coast is maintained through central 
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the ° ° ° ° ° 
sir) engineering control and is reflected in the public acceptance of 
ids. 
aie the name Auto-Lite . . . and in the establishment of Auto-Lite 
the 
the service facilities throughout the world. 
no 
th 
, Creative Engineering— World-Wide Service— 
lite Many original ideas and Franchised service outlets and 
nat products now in common use supervised field training pro- 
ble throughout industry came to grams make specialized serv- 
yer life on the drawing boards ice facilities available to 
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Commereial Car News. 
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- + by Jack Weed 





EALERS tell me that one of | 


the hardest things they are 


confronted with in selling both cars | 
is to teach salesmen | 
to sell the right truck for} 
|20 years. They will tell you that 
| under the “quality dealer program” | 


and trucks 
how 
the job. 

Chevrolet has provided their 
dealers with a simple and effici- 
ent means of making a fairly 
authorative truck salesman out 
of the mine-run car salesmen. 
The boys in the truck depart- 
ment at Chevrolet have prepared a 
book called the “Truck Selector.” 
With this book in his kit a sales- 
man has only to ask his prospect 
three questions: 1. What type truck 
is desired? 2. What is the maxi- 
mum length of body or equipment 
needed? 3. What is the maximum 
load added to the base model under 


consideration ? 
When the salesman has the 
answers to these questions he 


merely has to turn to the section 
covering the base model and the 
page that covers the GVW needed, 
and the specifications of the truck 
to suggest are spelled out for him 
in detail. 

This book not only lists the 
optional extras needed but gives 
the salesman the total price. 

Furnishing both dealers and 
salesmen with selling amunition 


such as this is just one of many | 


reasons why Chevrolet has led the 
pack in total truck sales since 1937. 
There are other reasons, of 


ICC Defect Study 
Called Misleading 
On Leased Trucks 





HICAGO.— John W. Black jr.,| 


president, National Truck Leas- 
ing System, Inc., has said that use 
of the term “leased vehicles” in an 
Interstate Commerce Commission 
report on truck defects is mislead- 
ing. 

The report said that there were 
“more defects on leased vehicles 
than on those owned by the car- 
riers.” 

Black, also president of Dixie 
Drive It Yourself, said he was cer- 
tain that few if any of these poorly 
maintained “leased” vehicles were 
operated under full-service con- 
tracts as provided by bona fide 
leasing companies. 

7 * . 

a said that probably all of 

these vehicles mentioned were 
operated under “finance leasing” ar- 
rangements without maintenance, 
by driver-owners who lease equip- 
ment to carriers or equipment car- 
riers lease to each other. 

“A vehicle covered by a full- 
service lease contract as provided 
by bona fide leasing companies . 
receives better preventive mainte- 
nance than does the average truck 
operated under ownership,” said 
Black. 


Reo Announces 
Output Increase 


LANSING. — Reo has reported a 
1.6 percent rise in civilian produc- 
tion for the first half of 1956 over 
the first six months of last year. 
The first half figure for 1955 in- 
cluded 754 military vehicles, Reo 
said. 

Registration figures show Reo’s 
sales total reached 1,234 for the first 
five months of 1956 as compared to 
1,050 at the end of May last year, 
the company said. 


| their trucks and thus are more in- 





course, Chevrolet dealers will tell | 
you that part of the reason is that 
they have been working under the | 
same policy and with the same as- | 
sistance in the field for practically 


they always made money with| 


* * * 





War Born But Lusty— 


This Chevrolet one-ton truck, first an-| 
nounced in 1918, was born as an after- 


math of World War |. Bodies left over 
from a Government contract were 
mounted on a “beefed up" passenger- 
car chassis and offered to the dealers 
as a commercial vehicle. While only 
384 were sold the first year, the next 
year saw 6,098 ge into service. 
+ 


clined to go along with factory- 
suggested truck programs. Chevro- 
let’s product has always been com- 
petitive. 


First Truck in 1918 


Cakes was working on its 
first million production when the 
first commercial vehicle was built 
in 1918 and offered to dealers. It 
actually was a passenger car chas- 





sis on which was mounted a 
canopy-type body with roll-down 
curtains on the sides. Records 
show that only 384 trucks rated at 
one ton and with the same cone 
type clutch as used in the passen- 
ger cars were built that year. 

In 1919, sales jumped to 6,098 
units, all of the one-ton rated 
capacity and all without bodies, 
which were furnished by an out- 
side maker. 

In fact, the principal body sup- 
plier, Martin Parry Corp., also 
furnished Chevrolet with its first 
truck sales manager, Sid Corbett, 
with whom I used to play during 
the summer vacation days when he 
and I were in knee pants and| 
blouses. 

It is a fact, too, that this same | 

(Continued on Page 21, Col. 1) 


By W. C. Lockwood 
Staff Writer 

qos registrations at the end 

of May held nearly a 10 per- 
cent edge over the total for the 
first five months of 1955 and Chev- 
rolet continued to lead the field, ac- 
cording to figures compiled by R. 
L. Polk & Co. 

Total for the period was 376,- 
506, compared with 344,108 in 
1955. This represented a slip per- 
centagewise from the edge of 14 
percent held at the end of the 
first quarter and 11.25 percent 
at the end of April. 

Chevrolet held first place with 
126,710 registrations or 33.65 per- 
cent of the market, Ford was sec- 
ond with 110,989 or 29.48 percent 


Booming Truck Market 


Seen in Highway Work 


HEN the President signed the 
Federal-Aid Highway Act of 
1956 he put in motion the machin- 
ery to turn out the greatest public 
works and engineering task ever 
conceived as a peacetime operation. 
This act calls for the expenditure 
by the Federal government of $33.4 
billion during the next 13 to 15 
years. It will extend to every state 
of the Union and the territories. 
Federal highway expenditures, 
which since World War II have 
averaged approximately $500 mil- 
lion, will increase to some $3 billion 
a@ year as the program advances. 
How much will this affect the 
truck business? And how soon? 
To really get a conception of 
what the expenditure of these great 
sums will mean to the industry in 


| the immediate future, one first has 
|to get a full picture of the enor- 


mity of the program. 
* * = 

b fgeenn a the Federal government 

will spend — or invest — over 


$33.4 billion, that is but a part of | 


the money that will be spent in 
the building of new roads, bridges 
and interchanges. 


Before the states can get this | 


money to spend they will have 
to match it with another $15 bil- 
lion making the money spent in 
direct and state grants nearly 
$50 billion. 

Then according to the reasearch 
specialists of the National High- 
way Users Conference the states, 
counties and cities which have 
been spending money on modern- 


How They Fared... 


izing their roads will have to con- 
tinue this spending and will have 
to maintain roads now in service. 

It is the thinking of the NHUC 
that this additional expenditure will 
be very close to $4 billion annually. 
With this average added to the 
Federal aid program, the total for | 

all highway construction over the 
13-year period will run close to $104 
billion. 

* * * 
\ »-~ building of the Panama 

Canal, plus construction of the} 
St. Lawrence Seaway, could be 
buried in this good roads program 
and there still would be millions 
of dollars left. The great German 

Autobahn that has been given so} 
much publicity would be lost in| 
almost any state project. 

Only during World War II was 
the U. S. faced with any compa- 
rable expenditures. War expendi- 
tures are economic waste. These 

| highway expenditures are capital 
investments in the economic wel- 
| fare of the nation and benefits 
| will flow out in reduced transpor- 
| tation costs, even to those who 
do not own an automotive vehi- 
| cle. 
To get another look at the | 
tremendous impact this road pro- 
|gram will have on the truck busi- 
|ness and transportation, consider 
|that the present output of cement 
| is approximately 294 million barrels 
|per year. Plans are in motion to 
step this up to over 400 million 
barrels by 1959, and trucks will 
haul a good share of it. 
' Over 400 million tons of crushed 


Commercial Car Registrations 
First Five Months, 1955-1956 


Ist 4 Mos. 
Regis., 
1956 


Share 











Total 


* White includes Autocar, 


Percent 


Market 
33.65 
29.48 
12.14 

9.66 
6.29 
2.31 
1.80 
1.46 
1.14 

-46 

-33 

12 
1.16 


100.00 
and Sterling. 


Ist 4 Mos. 
Regis., 
1955 


Percent 
Share of 
Market 
30.60 
33.71 
12.25 
7.08 
154 
3.04 
1.56 
1.14 
1.40 

Al 
31 
13 
83 


of 


105,315 
115,999 
42,145 
24,358 
25,959 
10,460 
5,378 
3,941 
4,303 
1,405 
1,050 
451 
2,844 


344,108 100.00 


** Miscellaneous includes Corbitt, Marmon-Herrington, Four Wheel Drive, 


Federal, etc. 


Registrations Rise 10%; 


—Compiled from R. L. Polk & Co. data. 





stone, sand and gravel were used 
in highway construction last year, 
according to the Bureau of Public 
Roads and the new program will 
give “a sustained lift to production 
and productive capacity” in this 
industry. 

Highway construction last year 
used about six million tons of 
bituminous materials and _ the 
new program will provide a need 
for a much greater supply of 
these materials. 

Last year the highway building 
program accounted for the con- 
sumption of more than 800,000 tons 
of structural shapes and piling, 
about 700,000 tons of reinforcing 
bars and more than 110,000 tons 


of welded wire fabric. 
* ° 


| * 
| (PRAre signs, corrugated pipe, 


guard rails and many other 
items used in road construction 
and maintenance, the Bureau 
points out, also use steel and must 
be transported to the job by truck. 
How soon will the need for more 
trucks be actually felt? 
The American Road Builders 
(Continued on Page 20, Col. 1) 


Trailer Makers 
See Best Year, 
But Add an ‘If’ 


HICAGO. — A spirit of opti- 

mism, tempered slightly by the 
steel strike, pervaded the eighth 
annual summer meeting of the 
Truck-Trailer Manufacturers Assn. 
Some 250 delegates and wives 
attended the two-day session. 

Association members said they 
expected 1956 to be the truck- 
trailer industry’s biggest peace- 
time year, barring any “unfore- 
seen developments.” 

The steel tieup was in its third 
week when the trailer manufac- 
turers convened, but most said they 
had not felt any pinch and had 
“reasonable amounts” on hand. 

a . > 

LL manufacturers, of course, 

realize that the strike has cost 
the nation millions of tons of this 
all-important material. The trailer 
men, like other industrialists, 
wonder how this situation will 
affect their operations during the 
remaining months of 1956. 

The two-day meeting covered an 
abundance of subjects from colors 
of the future, to safety, with stops 
along the way for discussions of 
tires, insulation, Federal regula- 
tions and trailer pools. 

A lively discussion on “What's 

(Continued on Page 19, Col. 1) 


Chevrolet Leads 


and International was third with| makes accounted for 4,374 regis-| tion gain during May over May of 


45,717 or 12.14 percent. 
~ * * 


MC was fourth with 36,383 regis- | 


trations or 9.66 percent of the 
market; Dodge fifth with 23,671 or 
6.29 percent; Willys, sixth, 8,694, or 
2.31 percent; White, seventh, 6,765, 
or 1.80 percent; Mack, eighth, 5,494, 
or 1.46 percent. 

Studebaker, ninth, 4,310, or 1.14 
percent; Diamond T,, tenth, 1,729, or 
46 percent; Reo, eleventh, 1,234, 
or .33 percent; Brockway, 436, or 
12 percent, and miscellaneous 


TRUCK NEW PRODUCTS 
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trations or 1.16 percent. 


Chevrolet showed a gain of 3.05 
Percentage points in its portion 
of the market; Ford lost 423 | 
percentage points and Interna- | 
tional lost .11 of a point. | 
GMC was up 2.58 percentage | 
points; Dodge, down 1.25; Willys, 
down .73; White, up .24; Mack, up 
.32; Studebaker, down .26; Diamond 
T, up .05; Reo, up .02, and Brock- 
way, down .01. Miscellaneous makes 
rose .33 of a point. 
* = 


T= Chevrolet-Ford race saw 
Chevrolet leading in 40 states, 
and Ford in eight, with a dead 
heat in the District of Columbia. 
Thirty states showed a registra- 


last year with California again top 
state, followed by Texas and New 
York. 


The top ten states for May were: 


1956 1955 

1. California ................ 7,784 1,684 
Oe  cccnsianniannas 5,423 4,764 
3. New York ............ 4,996 3,980 
4. Pennsylvania ........ 4,764 4,257 
Oe CN ri snkceccsanat 3,620 3,969 
3,757 

3,076 

2,810 

2,132 

2,127 





May’s total registrations were 84,- 
997, up 2,911 from the 82,086 regis- 
tered in May, 1955. This was a gain 
of nearly 4 percent. 
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Steel Supply Big Factor... 
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Trailer Makers See 
Best Peacetime Year 


(Continued from Page 18) 


New in Trailer Manufacturing?” 
opened the conclave, with TTMA 
President C. L. Schneider urging 
an audience of 200 to “tell us 
what’s going on.” Schneider is 
fleet sales executive vice-presi- 
dent, Fruehauf Trailer Co. 

The delegates had much to say} 
about color, some predicting that | 
the trailer of the future will sport 
two-tone and even three-tone color 
schemes, 

= * * 
eo will play a major 
role in the new color schemes 
and the hues will be as long-lasting 
as they are attractive, it was 
asserted. 

Some manufacturers spoke up 
for the old-fashioned paint jobs. 
One of them, P. H. Bartlett, 
president, Bartlett Trailer Co., 
Chicago, insisted that a good 
paint job, properly maintained, 
does all anyone could want. 
Plastics received an accolade 
from Ralph Veenema, president, 
Veenema & Wiegers, Inc., Pater- 
son, N. J. He noted that "plastics 
are advantageous in producing 
built-in color and that corrosion 
resistance is another important 
consideration. 

Fiber glass and plywood linings 
are being combined extensively 
with plastics and producing desira- 
ble lightness, he said. 

= * * 
_— discussion turned to tires 
and the audience was told that 
the next year or so probably will 
see the changeover of most new 
trucks and trailers to tubeless 
tires, 

But operators were assured they 
will still be able to get the 
old-style casings and tubes if they 
need them, 

Both Watson L Ford, U. S. 
Rubber Co., and Russell E. Mont- 
gomery, B. F. Goodrich Co., 
advised the manufacturers that 
shop personnel must be educated 
in the handling of tubeless tires. 

Montgomery noted that there is a 
trend toward tubeless tires among | 
larger operators in the trucking 
industry, but that the smaller 


operators are a bit wary. 
Insulation for refrigerated 





Analysis Required | 
On Retarder Use | 
With Truck Axles 


DETROIT. — Axle manufacturers 
have indicated that they would have 
to make an analysis before approv- 
ing use of retarders with present 
truck axles. 

It was said that gearing now pro- 
vides for adequate strength on the 
drive side, but is not designed to 
take the much heavier strain im- 
posed by retarders on the coast 
side. 

One report said that actual force 
exerted by the retarder may be two 


|trailers is a growing field, 





or three times that put through the 
drive gearing by the engine. 

It may require axle modifications 
involving increased size of gearing, 
altered disposition of bearings or 
perhaps a new design, according to 
one source. 





Top Trucks 


New-truck registrations for five 
months plus 38 states for June: 


1956 Pos. Make 1955 Pos. 
1—141,074 Chev, 124,464— 2 
2—123,614 Ford 129,436— 1 
3— 50,920 Intern’l 47,542— 3 
4— 40,382 GMC 29,498— 4 
5— 26,647 Dodge 29,404— 5 
6— 9,809 Willys 11,846— 6 
i— 1,379 White 6,056— 7 
8— 6,111 Mack 4,542— 9 
9— 4,713 Stude. 5,455— 8 

10— 1,900 Diam. T 1575—10 

ll— 1,398 Reo 1,189—11 

12— 457 Brockway 481—12 

4,863 Misc. 3,221 
Total All Makes 
419,267 394,709 


Further details on Page 38. 





it was 
reported. Results of a recent test 
conducted under TTMA auspices 
with the aid of the U. S. Agricul- 
ture Department and National 
Bureau of Standards were dis- 
cussed, 
* + = 


RUEHAUF’s A. E. Williams 

called the tests “stimulating” 
and predicted they will lead to 
great strides in insulating 
materials. 

At a luncheon meeting, a pool 
method of highway transporta- 
tion was outlined by Harry O. 
Mathews, president, Private 
Truck Council of America and 
general manager of Armour & 
Co.’s transportation and distribu- 
tion division. 


He said his company soon would 


| put the plan into effect. In es- 


FLOATING 





sence, it calls for the interchange 
of privately owned trailers of 
designs particularly fitted to the 
shipper-owner of the goods and the 
shipper’s customers, 

He urged trailer makers, through 
TTMA, to cooperate with private 
carriers on designs of trailers 
which could be used in such a 
pool, 

* * * 
PEAKING on behalf of the in- 
dustry, Schneider pledged sup- 
port of an Interstate Commerce 
Commission Order to prevent “run- 
aways.” 

The order calls for a check valve 
between the brake power source 
and the braking mechanism to 
assure reserve power for other 
brakes if a single unit fails through 
loss of power in the brake line. 
The order has not yet gone into 
effect. 

New trailers, Schneider said, will 
have the required brake equipment, 
and manufactures will assist oper- 
ators in every way possible to make 
the necessary changeover. 

Makers of low-bed, heavy-haul 
trailers also pledged compliance, 
but indicated they are puzzled by 
the order. Some mentioned that 
their vehicles often have 16 to 20 
wheels, each with a brake, and 
that they travel at low speeds and 








TTMA Honors King— 


At the summer meeting of the Truck- 
Trailer Manufacturers Assn. in Chicago, 
R. R. King (right), president, American 
Body & Trailer, Inc., Oklahoma City, was 
awarded a certificate of appreciation for 
his work as 1955 TTMA president. Mak- 
ing the presentation was C. L. Schneider, 
1956 TIMA chief and fleet sales executive 
vice-president, Fruehauf Trailer Co. 


need relatively little braking 
power. 
These manufacturers also cited 
the low-speed argument in opposing 


19 


are required in Illinois. They con- 
tended the devices perform no prac- 
tical function, yet increase the price 
to the consumer, 

A “Washington Report” was pre- 
sented by John B, Hulse, TTMA 
managing director, in which he 
attacked the provision of the new 
Federal highway law which im- 
poses a tax of $1.50 per 1,000 
pounds on trucks and truck-trailer 
combinations weighing more than 
26,000 pounds. 

* + * 
ULSE also called attention to 
vehicle safety studies now being 
conducted by Federal units and 
emphasized the necessity of mak- 
ing all highway vehicles as safe as 
possible. 

Fruehauf’s Avon Lake (0O.) 
plant was awarded a plaque as 
winner of TTMA’s 1955 Plant 
Safety Contest. It averaged only 
2.5 lost-time injuries per million 
man hours of employment. 


Runners-up certificates went to 
Fruehauf’s Westfield (Mass.) and 
Cedar Rapids (Ia.) plants, Gramm 
Trailer Corp., Lima, O.; William- 
sen Body & Equipment Co., Ogden, 
Utah; Aluminum Body Corp., Mon- 
tebello, Calif.; Unity Trailer & 
Mfg. Co., Los Angeles, and Great 


the contour-type mud guards that! Dane Trailers, Savannah, Ga. 


SHORT CAMSHAFT 


SPLIT-SHOE DESIGN 
Seri Nae Ete tt tus) -) te) 


SINGLE PIN 


AT ANCHOR ENDS 
Requires No Lubrication 
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For Fast Action 


STURDY DUST-SHIELDS 


Removable 


RIGID CHAMBER BRACKET 
Ae et elle 


LUBRICATION RESERVOIR 
IN BRACKET 
POSS ee Vaal tala 
Lubrication 


BRACKET MOUNTED 
DIRECTLY ON BRAKE SPIDER 


Short Chamber Stroke 


ROLLERS AND FLOATING 
PINS AT CAM ENDS 


Prevent Pin Seizure 


EATON Self-Contained AIR BRAKES 


Deliver Greater Braking Effort 





Compact, close-coupled design, combined with Eaton’s 
many exclusive features, assures greater braking efficiency, 
quick action, quick release. Simply constructed with fewer 
parts—relining is quick and easy, cutting labor as much as 


two to four hours. Eaton Self-Contained Air Brakes deliver 


quicker, safer stops—at lower cost. 








AXLE DIVISION 
MANUFACTURING COMPANY 





‘CLEVELAND, OHIO 


iiss Sodium Cooled, Poppet, and Free Valves « Tappets « Hydraulic Valve Lifters « Valve Seat Inserts « Jet 
Engine Parts « Rotor Pumps « Motor Truck Axles « Permanent Mold Gray Iron Castings «Heater Defroster Units « Snap Rings 
Springtites « Spring Washers «Cold Drawn Steel eStampings eLeaf and Coil Springs -Dynamatic Drives, Brakes, Dynamometers 
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Road Work to Spur Truck Sales_ 


(Continued from Page 18) 

Assn. points out that road 
builders constructed $4.5 billion 
worth of highways last year and 
can provide $8.8 billion in proj- 
ects this year with present 
organization and equipment, 

It predicts, however, that this 
capacity can be expanded to pro- 
vide a $10.8 billion program level 
in one year and reach a rate of 
$12.3 billion in five years. 

At the beginning of this year 
there were 330,648 pieces of equip- 
ment in use by road builders. This 
included 96,945 trucks of all sizes 
and other motor vehicles. 


+ * * 
OR each _ additional billion 
dollars of annual highway- 


building capacity, there will be 
another 57,000 pieces of equipment 
according to the road builders assn. 

This will include 8,500 trucks 
of over three-ton capacity, 9,- 
600 smaller trucks; 1,500 truck 
mixers and agitators; 7,500 
crawler and wheeled tractors; 








3,200 scrapers; 3,000 power 
cranes and shovels; 2,500 rollers. 
of all types, plus thousands of 
other pieces of equipment. 

This does not take into consider- 
ation the thousands of pieces of 
commercial car and truck equip- 





Ohio Turnpike Shaves 
Rates for Truckers 


COLUMBUS, O. — The Ohio 
Turnpike Commission has ap- 
proved a reduction in truck tolls 
in an effort to lure more com- 
mercial vehicles on the turnpike. 
The move is expected to provide 
about $1,500,000 more revenue. 

The rates will be lowered from 
25 cents to $5 and seven inter- 
changes will be affected. The cuts 


were made upon recommendation | 


of J. E. Greiner Co. and Cover- 
dale and Colpitts, consulting en- 
gineers. The rates will be effec- 
tive until midnight Sept. 30, 1956. 





| ment that will be needed to furnish 

transportation to engineers and 
supervisory people. They will use 
|either half-ton pickups or station 
| wagon bodies on truck chassis so 
they can carry equipment or tools 
| with them. It does not include the 
many trucks it will take to service 
equipment used by contractors and 
others involved in actual construc- 
tion, the thousands of trucks it 
| will take to haul steel, culverts, 
cement, aggregate and other sup- 
plies to the job, the thousands of | 
trucks it will take to transport 
material to and from _ factories | 
producing structural work, culverts | 
and other items or the trucks it} 
will take to maintain each piece 
of new road. 

It does not take into considera- 
tion the replacement factor of the | 
trucks now in use and additional | 
units needed to expand the con-| 
struction program. Experts ll) 
agree that wear-out factor will be! 















International With Dump Body— 


Availability of dump bodies with low 


loading height as factory-mounted equip- 


ment for the new light-duty International four-wheel-drive model S-120 has been 


announced by International Harvester Co. 


Hoist and body are controlled by a single 


lever to operate the power take-off and pump valve. A 1'-ton body can be mounted 


on the 134-inch wheelbase chassis. 





stepped up considerably by the 
increased tempo of the program. 
* + . 


T DOES not take into considera- 
tion the number of new trucks 


HOW THE “WORKING HEART” OF 


HEIL f0p1es anv noists 


INCREASES TRUCKING PERFORMANCE 


“iob-engineered” hydraulic system 
gives your truck customers extra 
dependability... helps build your 
selling reputation. 


Simple, efficient, durable—that’s the kind of 
hydraulic system that teams with Heil bodies 
and hoists to keep payload performance up... 
put more money in your customer’s pocket. 
Look at these features: 


independently Mounted Perma-Pump. 
Heil’s hydraulic pump mounts in direct line 
with the power take-off . . . reduces friction loss 
and cuts wear on universals through straight- 
line power transmission. Pump gears are ma- 
chined castings, precision-cut for accuracy and 
hardened for long wear . . . run between revers- 
ible wear plates that provide double life. Pump 
can be easily serviced in the field. 


Splined Drive Shatt is a f 


1% in. in diam- 


eter . . . has precision universals for extra 


strength. 


Three-Way Control Valve is integral with 
the hydraulic pump. Balanced design equalizes 
hydraulic pressure in valve ports . . . eliminates 


working of controls against 


pressure in the 


system ... provides easy operation. 


Get the complete story from your Heil distrib- 
utor on telescopic or twin arm hoists and a 
complete line of bodies. It will profit you... 


profit your customers. 


BH-65 


THe HEIL co. 


DEPT. 5986, 3059 W. MONTANA ST. 
MILWAUKEE 1, WISCONSIN 


Factories: 
Milwaukee, Wis., Lancaster, Pa., 


Hillside, N.J. 





|that will be needed to haul 
|materials and service new plants 
that will follow relocation of many 
|thoroughfares as has been evi- 
denced since the opening of the 
New York Thruway where land 
values jumped from a hundred or 
so dollars an acre into the thou- 
sands. Many large industrial 
;}concerns are building new plants 
along the new highway. 

All of this forecast is based 
upon the actual road program 
that will be effected by Federal 
grant money. The _ additional 
| building made necessary by 
cities, towns and counties might 
even double the number of trucks 
and commercial vehicles that will 
be needed on the project itself. 
It is estimated that by 1960 it 
| will take up to 630,000 men on 
;the job where the present average 
is 300,000. 
| Thus, dealers can visualize that 
|contractors and engineering firms 
are studying truck equipment to 
determine what they will need. 
| As soon as bids are let, and with 
j}a continuous 13 to 15 years “full 
| speed ahead” program facing them, 
|all interested parties are going to 
buy equipment to meet their needs 
}as fast as they expand. 

It will pay every truck dealer 
| to do what Wolverine Tractor 
| Co., Detroit, is doing: Survey the 

present truck population among 
| all firms that will be interested 

in the road project and find what 





| 

| the expansion plans of these firms 
will be in the future. 

| Experts claim we may even see 
}a million and a half trucks sold 
| next year due to the emphasis that 
| will be given by the road program. 
| 
} 


Dealer Agrees 
With Decision 


Despite a Loss 


| CONCORD, N. H. — (UTPS) — 
| State Highway Commissioner John 
O. Morton has had the distinction 
| of being praised by a Manchester 
(N, H.) truck dealer who appar- 
|ently lost a $49,000 truck contract 
| because of a change in the original 
state specifications. 

Although Frank Dill, New Hamp- 
shire distributor for Diamond-T 
trucks, said he was inclined to agree 
with Earl Sawyer, highway depart- 
ment garage manager, who said the 
state’s interest might have been 
better served if the original speci- 
fications that he drew up had not 
been altered, he added: 

“In the long run, I think Mor- 
ton’s policy of opening up competi- 
tive bidding as much as possible is 
best for state and truck dealers.” 

The original specifications called 
for 13 trucks for snow-plowing and 
maintenance, which had to be 
equipped with pressure-resistant, 
heat-treated frames, and these de- 
mands only could have been met by 
Dill, with Diamond-T trucks and a 
bid of $48,992, and Mack Truck Co. 
of Manchester with a bid of $55,314. 

Following an order by Highway 






| 
| 





Commissioner Morton that specifi-- 


cations be rewritten to enable as 
many dealers as possible to qualify, 
the contract went to the New 
Hampshire branch of the Interna- 
tional Harvester Co., low bidder at 
$45,929. The new specifications pro- 
vided the state would accept a high- 
pressure steel frame on the trucks 
as an alternative to the heat-treated 
variety. 
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Truckin’ . . .. ty Jack Weed 





(Continued from Page 18) 


Martin Parry Corp. was the train- 
ing ground of five of Chevrolet’s 
top truck men who have had much 
to do with the company’s progress 
down through the years, 


Three of these men are still with 
Chevrolet in the home office: Her- 
man Sattler, truck sales manager; 
Herman King, assistant to Sattler, | 
and Harry Blankenship, in charge 
of special equipment and also an 
assistant sales manager for trucks. 


It is said that Chevrolet bought 
out Martin Parry to get these men 
and two others who also figured 
strongly in Chevrolet truck his- 
tory. These two were Red Evans, | 
who has since passed on, and Alan | 
Cosgrove, one of the best known) 
and most highly respected truck | 
special equipment men ever to} 
honor the truck business. 

Al, as he is known from coast | 
to coast by body and equipment | 
makers, fleet men and dealers, was | 
a stormy petrel, always willing to 
fight from the drop of a hat for the | 
principles he felt were right and | 
honest. 

Only the almost inflexible age 
ruling of the corporation which 
eventually retired him could have | 
jared him loose from the company 
and the truck that had become 
his very life blood, and from 
association with the dealers for 
whom he was always fighting. 

* * * 


Elite Group 


Py wnnguer aad has had only five 
truck sales managers in its en- 
tire history, which speaks volumes 
for the consistency and soundness | 
of its truck merchandising phi- 
losophy. 

Starting with Sid Corbett, who 
was injured in an accident and 
forced to the sidelines, the “whip 
men” in Chevrolet trucks have 
been C. P, Fisken, now retired; 
Bill Fish, who got his early truck 
experience in the field for heavy- 
duty makers and who now is the 
general sales manager of Chevro- 
let; Jack Burke, who also came 
to Chevrolet as a thoroughly ex-| 
perienced truck man and who 
recently retired, and the present 
sales head, Herman Sattler, who 
has run the gamut of field jobs as 
he climbed up the ladder. 

All trucks sold for heavier ton- 
nage than the half-ton and i-ton 
chassis up to 1929 were made by 
the dealers with conversions such 
as Warford and Smith Form-A- 
Truck. In 1929, however, Chevro- 
let came out with its first heavy- 
duty job rated at 1%-ton capacity. | 
This job had a four-speed trans- 
mission and heavier rear axle. 

In 1930 the potentials of the 
truck business became apparent 
to top management of Chevrolet 
and the first step toward getting 
its full share of this market was 
made when it bought out Martin 
Parry so that Chevrolet could 
control its body supply. 

The next important step in Chev- 
rolet’s progress toward truck su- 
premacy came in 1931 when the 
company organized a separate 
truck department with a _ truck 
sales manager and central staff 
and with experienced truck men in 
every zone and region—as it is 
today. As the number of zones 
and regions increased, this field 
staff of truck men was increased. 
Along with them came a never- 
ending truck training program. 

Also in 1931 the company brought 
out the prototype of the truck 
that was destined to become the 
sales leader of the industry, the 
half-ton pickup with curved metal 
sides, doors and roof. A new 
heavy-duty clutch was also incopo- 
rated in the truck line in 1931. 

In 1932, Chevrolet started to 
make its own unit-design panels, 
canopy express, pickups and stakes. 

In 1933, Chevrolet cracked 
through with safety glass in all 
truck windshileds. A completely 
restyled truck line was introduced 
in 1934. 

In 1936, two major advances in 
truck design were made the 
introduction of the full floating 
rear axle and hydraulic brakes. 
Next year an all steel cab was 
added to the line and in 1940 safety 
glass was made standard all 
around. Sealed-beam headlamps 
were also made standard. A heavy 











duty hypoid pinion gear on truck 
rear axles was also introduced | 
that year. | 


* * 


Trend to Heavys 


Y 1941, the trend in truck use| 
had begun to switch toward! 
carrying heavier loads, sometimes | 
double the rated capacity of the 


* 


| forward-control 


| provements which included bonded 





truck. Chevrolet met this challenge | 
by bringing out its Loadmaster en- | 
gine of 235-cubic-inch displacement, 
ball-gear steering and Hotchkiss 
drive on all models over half-ton 
rating. 

During World War II, all design 
changing was stymied, but in 1946 | 
Chevrolet introduced the two-ton | 
model with the 235-cubic-inch | 
engine and made vacuum power | 
brakes boosters standard for the 
first time. 
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thorough sealing and _ insulation 
and dual windshield wipers. 

In 1948, Chevrolet introduced its 
delivery chassis 
and immediately, through co- 
operation with the makers of this 
type of door-to-door delivery 
bodies, became a factor in this 
field. That year also saw Chevro- 
let make a number of notable im- 


brake linings, steering column gear 
shift and a foot operated parking 
brake on the lighter models, and 
four speed syncromesh transmis- 
sion and a splined attachment of | 
rear axle to wheel hub in the} 
heavier jobs. 


Although Chevrolet’s early truck 
success was molded around the 
four cylinder, valve-in-head power | 
plant that was standard in all 
trucks up to 1929 when the six 
cylinder engine was _ introduced, | 
power plants now include a range | 
of both sixes and eights. 

Chevrolet’s truck division had 
assumed such an important part of 
the company’s. overall output, | 
(trucks account for one out of | 





harmony, with the car engineering 
department. 

The results of a _ two-year 
development and research program 
by this engineering department 
was the introduction in 1955 of a 
complete new line which included 
75 models on 15 different wheel- 
bases that combined a passenger- 
car look with truck utility. 

The new line introduced the com- 
pany’s first V-8 engine, a new au- 
tomatic transmission, concealed 
steps, a wide variety of colors and 
the plastic-bodied “Cameo Carrier.” 

+ * + 


Line Rounded Out 
ND in 1956 the 








company) 
rounded out the line with the} 


heavy duty models, adding 21 new | 


jobs in the 2%-ton class with a 
rated maximum GVW up to 32,000 


| pounds. At the same time this unit 


was introduced, tandem axles on a 
production basis, and a new six- 


| speed automatic transmission were 


made available and tubeless tires 
were made standard. 

Those who have followed Chev- 
rolet’s truck progress feel certain 


Driver comfort was emphasized | every five vehicles produced,) that | that one of the big factors in the 


cabs, seats that adjusted on an 


its own engineering department | 


of the product has been due in a 


21 


of having a well-manned special 
equipment department that was 
always willing to work with body 
and truck equipment builders — 
even to the extent of making 
chassis available for mounting and 
field demonstration. s 

Being the leader in this en- 
deavor gave Chevrolet an “in” 
with many of these independent 
suppliers and they, in turn, favored 
Chevrolet where it was possible. 
Chevrolet has always regarded 
its “tie in” with the body and 
equipment people as a two-way 
street—they get as: much from the 
suppliers as Chevrolet is able to 
offer. Thus, mounting problems are 
licked before new models hit the 
street and many operative advan- 
tages are gained through this close 


| cooperation. 


1947, wih deeper and roomier | in 1952 the truck division was given | continuously increasing acceptance | 


But above all, Chevrolet insists 
that its dealers make money on 
the truck line and does everything 
it can to make this posssible. 

Chevrolet officials feel strongly 
that if the dealer doesn’t make 
money with the line that Chevrolet 
can’t go anywhere. That this policy 
seems to have been successful 
might be indicated by Chevrolet’s 


|inclined plane, greater glass area,| working separately, but in close| large part to the consistent policy| high place in sales each year. 
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a Sitting Duck needs protection 


WITH AS FEW AS 4 


1 SWITCH SIGFLARE PROVIDES: 


A—The most powerful Class A, Type 1, direc- 
tional signals on the market. 


8—Flare feature to warn oncoming traffic that 


the vehicle is disabled. 


¢—2 Stop Lamps as powerful as Class A, Type 1, 


signal lamps. 


D—2 Tail Lamps as powerful as the law allows. 


With Signal-Stat #800 switch and heavy duty 
Flasher, one set of lamps does it all. 


LAMPS AND 


available for passenger cars too 





DIRECTIONAL SIGNALS 


A disabled vehicle is a sitting duck for a highway pile-up . . . unless 
it has Sigflare protection. 
With Sigflare, a flick of the special wing lever on the switch 
instantly flashes all 4 signal lamps as a powerful warning to alert 
and slow down oncoming traffic during those ‘“‘murderous minutes’”’ 
before flares are set and after they have been picked up. 

Sigflare provides this extra safety feature as part of a “4 in 1” 
signaling system that conforms with every new ATA lighting and 
wiring specification. 
Equipped with a heavy-duty Signal-Stat flasher engineered to 
flash 1, 2, 3 or 4 lamps. Flasher life is not curtailed when used on 
bob-tailed tractors, making them ideal for tractor-trailer combi- 
nations. The Sigflare switch provides positive pilot action too! 


For more information about Saoflare and a complimentary copy of 
the new ATA Lighting Recommendations, see your jobber or write to: 


& 


SWITCHES 


FLASHERS 


Signal-Stat Corporation, 523-539 Kent Ave., Brooklyn 11, New York 


FLARESTAT ENABLES ALREADY INSTALLED SIGNAL LAMPS TO DOUBLE AS DISABILITY LAMPS 








Arctic Giant on Wheels— 


Standard pickup truck is dwarfed by four-unit Sno-Tr@in, designed and built by 
R. G. LeTourneau, Inc., Longview, Tex., for use by the Army in the Arctic. The unit 
has all-wheel drive, with separate electric motor tucked into the center of each indi- 
vidual wheel. The tires are 10 feet high and four feet wide. Capable of carrying 
100,000 pounds, the train features a 600 horsepower diesel engine and a 500-gallon 
fuel tank. 





; ; 
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YOU'LL BE SEEING lots of the newest of the White Payload 
Fleet—the truly modern White 9000! Highway operators 

here tell a great story of “9000” maximum pay- 
..- lower operating cost...the new ‘‘9000”’ 


eve: 
loa 
concept in chassis design. 


And no wonder—it’s the most profitable tractor on 
the highway! Another evidence of White Payload 


“Know-How” paying off. 


THE WHITE MOTOR COMPANY 


Cleveland 1, Ohio 
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News to Note... 


Truck News in Brief 


DETROIT.—A new safety record 
within the trucking industry was 
established during April, 1956, when 
drivers for members of the Na- 
tional Automobile Transporters 
Assn, dropped their accident fre- 
quency rate to 0.57 or 176,365 miles 
of operation per accident. 


April marked the 38th consecu- | 





ated said. Harold L. White is man- 


ager. 
* a * 


Directional Signals 


Required in Ontario 
TORONTO. — Regulations mak- 

ing it compulsory for trucks and 

buses to have signal devices have 


tive month in which the haulaway | 80ne into effect, according to the 
drivers kept their accident fre-| Ontario department of highways. 


uency rate below one accident per | 
7 : - | truck or bus wider than 80 inches 


100,000 miles of operation. 
+ * * 


Associated Celebrates 
Its 15th Anniversary 


BALTIMORE.—Associated Trans- | 


t, Inc., h lebrated its 15th 
port, Inc as cele e Ss | months. 


anniversary. 


Two hundred businessmen were) 


guests of Associated, formed 15 
years ago by the merging of seven 
eastern over-the-road haulers. Its 
Washington Blvd. terminal, with a 
staff of 150, has handled over 1,- 
350,000 tons since it opened, Associ- 


The legislation states that every 


and longer than 20 feet must have 


| either electrical or mechanical sig- 


nals. General penalties for fines 
ranging from $10 to $50. In addition 
the operator may have his license 
suspended for periods up to six 


* * * 


PIE Transfers Two 


EUGENE, Ore. — Lyle Sohns, 
formerly employed by Pacific Inter- 
mountain Express at Missoula, 
Mont., has been transferred here as 
branch manager to succeed George 




















































Clark. Clark has been promoted to 
district sales manager for PIE, with 
headquarters at Spokane. 


Ingersoll-Rand Publishes 


Truck Service Guide 


NEW YORK.—A “Truck Service 
Guide” designed to help measure 
the value of service equipment is 
now available to the trucking in- 
dustry. 

The 32-page guide presents actual 
time studies of Ingersoll-Rand auto- 
motive equipment, including the 
line of multi-purpose Impactools, 
both air and electric, and conven- 
tional hand tools. Ingersoll-Rand, 
11 Broadway, New York 4, N. Y. 

+ * + 


Buckingham Expands 


DICKINSON, N. D.—Buckingham 
Transportation Co. has opened a 
new truck terminal here. It has 
also acquired Dakota Transfer & 
Storage Co. at Williston and has 
started to build a new terminal 
there. 

* 


Phone Hookup to Keep Tab 


On Merchant Trucks 


ST. PAUL.—A central dispatch 
system which will keep tab on its 
more than 300 vehicles scattered 
throughout the Midwest has been 
installed by Merchants Motor 
Freight, Inc., here. 

The system includes leased tele- 
phone lines connecting the com- 
pany’s 12 freight terminals in St. 
Paul; Toledo; Cleveland; Detroit; 
Chicago; Moline, Ill; St. Louis; 
Waterloo, Cedar Rapids and Des 
Moines, Ia.; Omaha; Kansas City, 
and Denver. 

The system, designed to speed 
|freight movement and minimize 
waylaid or side-tracked freight, will 





be in operation 24 hours a day. 
oY * * 


Superior Coach Offers 


New School-Bus Flasher 


LIMA, O.—A new type of School 
coach flasher light—oval in shape 
and featuring a special convex lens 
—has been introduced by Superior 
Coach Corp. 

Its oval shape distinguishes the 
new light from conventional round 
| signals used on emergency vehicles 
j}and helps identify the school bus 
as such. The convex lens permits 
the flasher to be seen from any 
jangle up to 90 degrees on either 
side of the coach. 

. + 


Allied Van Lines Chief 


Feted at Testimonial 
NEW YORK. — Louis Schramm 


jr., the nation’s “Mr. Moving In- 
dustry,” was honored at a testi- 
monial dinner attended by more 


than 500 of the country’s leading 
| warehousemen, and government and 
allied industry representatives. 

The dinner was sponsored by the 
Moving and Storage Industry of 
|Greater New York. -Schramm is 
president of Chelsea Warehouses 
(New York) and of Allied Van 
Lines, Inc. 


* ~ * 
International Offers 


Front-Locking Hubs 


CHICAGO. — Front-wheel locking 
hub sets and attaching parts are 
available for three four-wheel-drive 
International trucks in the light 
and medium-duty fields. 


The manually operated locking 
hubs are said to provide for greater 
fuel economy, better truck perform- 
ance with less engine load, easier 
steering, reduced vibration and cab 
noise, and longer tire life. The hubs 
are designed to insure transmission 
of full power to both wheels when 
engaged. When disengaged, they 
permit front wheels to “free wheel” 
while axle shafts and differential 


gears remain idle. 
+ a” . 





Reo Moves in Kansas City 


KANSAS CITY.—Reo has moved 
to new quarters at 615 Southwest 
Blvd. The branch here handles sales 
in Missouri and Kansas. 

* * * 


White Sells Fleet of 10 


KANSAS CITY. — Indianapolis- 
Kansas City Freight Lines has pur- 
chased 10 White 9000 tractors pow- 
ered with Cummins turbodiesels. 

* * ” 


IHC Opens New Outlet 


In Minneapolis Area 


MINNEAPOLIS, — International 
truck service facilities in the Twin 
City area have been expanded with 
opening of a truck parts store at 
(Continued on Page 23, Col, 1) 
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Truck News in Brief 





(Continued from Page 22) 


750 N. 4th St., Minneapolis, R. L. 
Brandes has been named manager. 
The new outlet will stock Inter- 
national factory-engineered parts 
and International-approved acces- 
sories. Store hours will be from 8 
a.m. to 5:30 p.m., Mondays through 
Fridays, and from 8 a.m, to noon, 
Saturdays. , . 


* * * 


Ringsby Deal Advances 


DENVER, — An Interstate Com- 
merce Commission examiner has 
recommended that Ringsby Truck 
Lines, which operates between Chi- 
cago and Los Angeles, be author- 
jzed to buy Inland Motor Freight 
System, of Salt Lake City. The pur- 
chase would give Ringsby direct 
entry into San Francisco. 

+ * . 


IH Opens Illinois Branch 


KANKAKEE, Ill. — A new Inter- 
national truck sales and service 
branch building has been opened 
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said the certificate was sent by the | 
parent company. | 


* * * 


Four Wheel Drive Lists 


Five New Distributors 
CLINTONVILLE, Wis. — Four 
Wheel Drive Auto Co. has added} 
five distributors to its field organi- | —~ 
*| zation. | 
They are Choate Equipment Co., 
| Cedar Rapids, Ia.; Gulf Coast Truck | 
Equipment Co., Houston; Pashkow 
Motors, Monticello, N. Y.; Wake-! 
man Corp., Lakeland, Fla. and/| 
WASHINGTON. — Motor vehicle | Standard Equipment & Supply Co., 
registrations in the U.S. during | North Little Rock, Ark. 
1955 increased 7.2 percent to a total s ¢ 8 


of 62,760,395 units, according to the Canadian Deal OK'd 


Bureau of Public Roads. OTTAWA Leyland Mot I 
The total included 10,331,912 ee Seacae f) 
tee | (Canada) Ltd., has completed ar- 
trucks and 255,249 buses. |rangements for Canadian Car & 
=e) Foundry Co., Ltd., to manufacture, 
Fruehauf Honors Branch sell and distribute the “Canada” 
| truck. 


For Safety Achievement * * * 
CHARLESTON, W. Va. — The'f 

Charleston branch of Fruehauf Canada Issues Report 

Trailer Co., which achieved a safety} On Trucks in Manitoba | transport statistics to be released 

record of no lost-time accidents} OTTAWA.—Number of trucks| by the Canadian Government. 

during 1955, has been presented | registered in Manitoba at the end 

with a certificate of merit. |of 1955 was 56,896 according to the| for the other provinces. Of the total, 
Branch Manager W. F. Keener| first provincial 





here by the motor truck division of | 
International Harvester Co. J. 
Allee is manager. 

a * - 


Vehicle Registrations 
Gain 7.2 Pct. in Year 








used 
to the fact that the auto business 
goes up faster and down faster 
than other businesses! — It’s on 
wheels!” 


“We'll just have to get 











FOR EXTRA SAFETY... 


MEET THE NEW ICC REGULATIONS 
WITH WEDDILAUND EQUIPMENT! 
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MIDLAND 





Dash hand valve is avtomatic and 
manual, functioning as a part of 
Midland’s breakaway system. If emer- 
gency line pressure goes below 40 
PSI, it automatically applies trailer 
brakes. They may also be applied and 
released manually by driver. 


Automatic shut-off valves eliminate hand-operated 
shut-off cocks and function as part of the Midland 
breakaway system to retain adequate tractor pres- 
sure for breakaway protection. 


Midland’s tractor-trailer braking system is designed for the ultimate 
in braking protection. With this new system (1) tractor protection 
is AUTOMATIC, so important in split-second emergencies; (2) 
valves are large-capacity, giving you faster, more positive action; 
(3) you have a combination manual and automatic dash control 
valve for instantaneous application and release of trailer brakes; 
(4) manual shut-off cocks are eliminated . Specify Midland 
Power Brakes for extra quality performance, more positive protec- 
tion. Make it Midland, too, when replacing or modernizing the 
braking system on your present equipment. Your nearest Midland 
distributor is anxious to serve you. Just give him a call. 


THE MIDLAND STEEL PRODUCTS CO. 


6660 MT. ELLIOTT AVENUE s DETROIT 11, MICHIGAN 
Export Department: 38 Pearl Street, New York, N.Y. 






Midland’s new air 
emergency relay 
valve meets the “no 
feed back” require- 
ment. Designed to re- 
duce application and 
release time. Safe- 
gvards against ve- 
hicle driveaway with- 
out sufficient air in 
the system. 







AND STOP 
SAFELY! 


report on motor) 33,293 or 58.5 percent were farm-| 
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owned trucks; 19,690 trucks or 34.6 
percent were urban in their opera- 
tion; 2,503 or 4.4 percent were pri- 
vate trucks owned by business and 
industry, and 1,410 trucks or 2.5 
percent were common or for hire 
carriers. 
* * + 


Alcoa Names Auto Wheel 


PORTLAND. Ore. — Auto Wheel 
Service has been appointed distrib- 
utor for Alcoa forged disc alumi- 
num wheels. The wheels are pro- 
duced at the firm’s Vancouver 
(Wash.) plant. 


+ + + 

Merchants Letters Fleet 
With Reflecting Tape 

ST. PAUL.—The entire fleet of 
Merchants Motor Freight, Inc., has 
been lettered with Scotchlite for 
night-time identification and as a 
safety aid to motorists. 

Each highway unit carries on its 


|rear door the phrase, “Flash Your 
| Lights, I'll Help You Pass.” 
+ * + 


| Mexico City Mack Dealer 
|Receives 15-Year Plaque 


Subsequent reports will be issued | 





MEXICO CITY.—A plaque com- 
memorating its 15 years as a Mack 
dealership has been given to Auto- 
motriz O’Farrill, S.A. by Mack 
Trucks, Inc. 

The plaque was presented to 
Romulo O’Farrill sr. by Garner 
Davis, Mack vice-president; Milton 
E. Strover, controller general, and 
Elliot Ewell, general sales manager. 

* * * 


United Terminals Facility 


Speeds U.S.-B.C. Freight 
NORTH BURNABY, B.C.— 


| United Terminals, Ltd., has opened 


a “sufferance warehouse” here to 
handle U. S. truck shipments 
brought over the border in bond. 

It is estimated that the service 
will cut the motor-carrier time be- 
tween British Columbia and U. S. 
points by 24 to 48 hours. Forty-five 
members of the Canadian Customs 
Department and eight Canadian 
customs brokers have offices in the 
building. 

* * * 


Merchants Motor Freight 


Replaces Entire Fleet 


ST. PAUL.—A $4 million program 
which includes replacement of its 
entire over-the-road fleet has been 
announced by Stanley L. Wasie, 
earn Merchants Motor Freight, 

ne. 

Wasie said the company has pur- 
chased 117 Kenworth CBE tractors 
powered with Cummins NHB-600 
diesel engines and 138 Trailmobile 
38-foot aluminum trailers. Delivery 
is expected by Aug. 15 

7 . » 


Colorado Truck-Tax Yield 


Passes $5 Million 


DENVER. — A total of $5,422,623 
has been collected from more than 
one million trucks since the gross 
ton-mile tax went into effect in 
Colorado, according to S. T. Par- 
sons, state ports-of-entry director. 

Parsons said 112,621 trucks were 
taxed during April, bringing the 10- 
month total to 1,027,724. April col- 
lections were almost $469,000, Ports 
employes also aided 40,775 tourists, 
Parsons reported. 

” + - 


PIE Files Petitions 


For Frozen Food Route 


LOS ANGELES — Pacific Inter- 
mountain Express is seeking ap- 
proval for new routes from the 
Pacific Coast to midwestern states. 
If the Interstate Commerce Com- 
mission approves the petition, PIE 
will be able to increase its freight 
tonnage by hauling frozen foods to 
the Midwest. 

Philip H. Small, finance vice- 
president, said PIE “expects to earn 
more in 1956 than the $1,900,000 it 
earned in 1955.” 

= * a7 


Arkansas Body Firm 


Wins Case in Appeal 


CONWAY, Ark.—The U. S. Cir- 
cuit Court of Appeals at St. Louis 
has upheld an Arkansas Federal 
court ruling that Hicks Body Co., 
Lebanon, Ind., is not legally quali- 
fied in Arkansas to sue Ward Body 
Works here for breach of contract. 


The Indiana firm charged Ward 
with failure to fulfill a contract to 
manufacture 12,000 school bus 
bodies over a period of several 
years. The lower court ruled that 
the Hicks firm failed to qualify to 
do business in Arkansas. 











Sak Somme gs 
International With Transit Mixer— 


This International six-wheel model FC-402-L, with 62-yard transit mixer operated 
by front-mounted power take-off, is one in a fleet of 25 placed in operation by 


Pacific Coast Aggregates, San Francisco. The chassis features lightweight materials, | 
and is equipped with power steering, five-speed direct-in-fifth transmission with four- | 


speed auxiliary and dual-drive rear axle, and full 10-inch frame extending to front 
bumper. Average chassis weight is 11,930 pounds. 





Hee ee 
j 








WOW 


| 













: 


it 





AUTOMOTIVE NEWS, AUGUST 6, 1956 


Motor Vehicle Haulage Only Loser . . . 


Truck Tonnage Sets 


Record for 


WASHINGTON, — Intercity ton- 


nage transported by truck during | 
the first quarter of 1956 showed a| 
gain of 7.9 percent over the volume | 


hauled during the same period of 
1955—thereby setting a new first- 
quarter high for the industry, the 


can Trucking Assns. reported last 
veek. 

This first quarterly period of 
1956 marks the 
quarter in which tonnages have 
reached new record highs over 
comparable periods of previous 
years, 

Based on preliminary data 
| covering the operations of 2,074 
| Class I inter-city common and 
| eontract motor carriers of 
property that transported 73,236,- 
462 tons of intercity freight dur- 
ing the first quarter of 1956, 
as compared with 67,849,069 tons 
during the same period of 1955, 





research department of the Ameri- | 


fifth consecutive | 


Quarter 


the ATA first-quarter truck ton- 
nage index, based on average first 
quarters 1947-1949 as 100, rose 
to 188. 

Gains in the volume of intercity 
|tonnage for the 


each of the nation’s nine gec- 
graphical regions. The gain in the 
Central Region, with over 30 per- 
cent of total U. S. tonnage, was 


Four Wheel Drive to Build 


Branch in Duncan, Okla. 


CLINTONVILLE, Wis. — Four 
Wheel Drive Auto Co. has an- 
nounced plans for a new sales and 
service center to be constructed in 
Duncan, Okla. 

The branch is part of a modern- 
| ization and expansion program and 
lis expected to be completed early 
|this fall, according to G. F. De- 
Coursin, sales vice-president. 
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formance really counts! 


When you overhaul the engine, always replace the bearings. It’s the 
F only sure way to rebuild performance. Replace—in sets—with 
5 genuine Federal-Mogul oil-control bearings. They’re the best-known 
: brand for car, truck, bus and tractor replacement. 


F Mogul jobber! 


Division of Federal-Mogul-Bower Beari 
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GIVE THEM Fm QUALI 


Ambulances, police and fire vehicles have urgent jobs. And so do 
the farm tractor, the highway truck and the salesman’s car. Per- 
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Ask your Federal- 
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ENGINE BEARINGS 





FEDERAL-MOGUL SERVICE 


ngs, Inc. 


PRECISION MANUFACTURING ¢ 


SERVICE 


first quarter of | 
1956 over 1955 were registered in | 


| 5.1 percent and that in the Middle 
Atlantic Region, with over 20 per- 
cen of total, was 9.1 percent. 
Highest of the increases, region- 
ally, was found in New England, 
| 12.4 percent over first-quarter 1555, 
| This was followed by 11.1 percent 
|in the Southwestern Region, i0.1 
percent in Northwestern, 10.0 per- 
cent in Pacific and 8.5 percent in 
| the Southern Region. 
| General freight carriers, which 
| transport nearly one-half of total 
|tons hauled, enjoyed a_ tonnage 
gain of 9 percent for the first quar- 
ter. 


Geograpgically, in the general 
| freight group, operators in the 
Pacific Region experienced the 


| highest tonnage gain, 15.4 percent 
|for the first quarter of 1956 over 


| 1955. Each of the remaining eight 
| regions registered increases led by 
Northwestern, 14.4 percent, and 
New England, 10.8 percent. 
Carriers of liquid petroleum 


products showed a first-quarter 
tonnage increase of 9.9 percent 
for 1956 over 1955. In a break- 
down by commodities of tonnages 
hauled, the liquid petroleum 
group accounts for one-quarter of 
total. 

Reflecting the situation in the 
U. S. motor vehicle industry, ton- 
nages transported by motor vehi- 
cle carriers during the first quarter 
of 1956 were down 10.5 percent 
from the comparable period of last 
year. This was the single commod- 
ity group with an indicated loss. 

By type of tonnage, first quarter 
increases for 1956 over 1955 were 
8.5 percent for common and 43 
percent for contract. For the 
carriers included in this report, 
tonnage moving in common car- 
riage rose from 86.9 percent of 
total transported in the first quar- 
ter of 1956 to 87.3 percent of total 
in the same quarter of 1955. 


Pool of Trailers 
Studied to Solve 
Special Problems 


CHICAGO, — Harry O. Mathews, 
president, Private Truck Council of 
America, has told a meeting of the 
Truck-Trailer Manufacturers Assn. 
that a trailer pool is contemplated 
to solve special shipping problems 
of private carriers. 

Mathews, general manager, 
transportation & distribution divi- 
sion of Armour & Co., said that 
his firm believes that “by the con- 
trol of the design of the equip- 
ment, including refrigeration, we 
can provide trailers that will pro- 
tect our merchandise more satis- 
factorily and eliminate the need 
of one carrier trying to meet de- 
mands that exist this week and 
not next, at a particular location.” 

He suggested that the Joint 
TTMA - Automobile Manufacturers 
Assn. engineering committee meet 
with industries and associations 
representing private carriers to ob- 
tain the benefit of their guidance 
on equipment design to meet their 
peculiar and somewhat specialized 
hauling requirements. 

Mathews said that the private 
carrier has special problems 
because his manufactured goods 
move in one direction and raw ma- 
terials, machinery, etc., in the other 
direction. 

He said he believes there is still 
a need for the trailer manufac- 
turer to devote time to the spe- 
cific requirements of the individual 
customer for one unit. “It could 
naturally follow,” he added “that 
much of this special equipment 
would become standard equip- 
ment within an industry. 

“A special requirement fast 
coming to the front,” Mathews said, 
“is development of a local delivery 
trailer especially designed to pro- 
vide convenience for the driver in 
getting in and out many times 
during the course of a day.” 


White Names Texas Rep 


DALLAS. — New distributor for 
White and Autocar Trucks in Abi- 
lene, Tex., is Abilene White Truck 
Co., 801 S. 11th St. Officers are: 
Dale Resler, president; Vade W. 
Giles, general manager, and Paul 
Dyal, secretary-treasurer. 


~~ 
1 








We're keeping your customers SQ 


on the tires you sel]! 


Here’s how 7 3,500,000 car-conscious customers are finding 
out why you choose Rayon Cord Tires as original equipment. 





This is the fifth ad in the American Rayon Institute’s new 1956 series reaching 
over 73,000,000 customers through four-color ads in Collier’s, Post and Life. 


These ads tell new-car prospects that— 


@ emergency vehicles—crash trucks, ambulances, police cars, fire 
engines—depend on Rayon Cord Tires for safety 


e Rayon tire cord is, pound for pound, as strong as steel 
e@ 9 out of 10 cars ride on Rayon Cord Tires 
e Rayon Cord Tires deliver premium safety at no premium in price American Rayon Institute, Inc. 


e Rayon—the world’s leading tire cord—is standard equipment 350 Fifth Avenue, New York 1, N. Y. 
on every auto manufacturer’s models 
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Malcolm P. Ferguson, president 
of Bendix Aviation Corp., will rep- 
resent the transportation equip- 
ment and aviation and automotive 
parts industries on the National 
Advisory Council for the national 
industrial exposition of new indus- 
trial products, methods and 
research developments to be held 
in Detroit in October. 


* * * 


Federal-Mogul Ups Willi 


To Executive Engineer 


Albert B. Willi jr. has been pro- 
moted to executive engineer of the 
Federal - Mogul division, Federal- 
Mogul-Bower Bearings, Inc., De- 
troit. 

Willi formerly 


sales engineering. 
He will continue 
to direct these ac- 
tivities and will 
also supervise 
service and prod- 
uct engineering 
under the direc- 
tion of chief engi- 
neer H. F. Dixon. 


A, B, Willi jr. 
Willi has been with Federal-Mogul 
since 1937. 


* +. * 
Honeywell Names Seidel 
To Top Engineering Job 

Glenn E. Seidel has been appointed 
to the newly created position of 
engineering vice-president for 
Minneapolis-Honeywell Regula- 
tor Co. 

Seidel joined Honeywell in 1943 
and since 1952 has been engineer- 
ing vice-president in the firm’s 
Minneapolis plants. 

* e x 


Stauffer Promotes Eipper 


To Development Position 


E. William Eipper has been ap- 
pointed director of the market 
development department of Stauf- 
fer Chemical Co. 

Eipper joined Stauffer in 1954 
as western manager of market 
development. His headquarters will 
remain in San Francisco. 

* + * 


Wagner Promotes Wilson, 
Hill to Key Sales Posts 


Wagner Electric has announced 
two sales appointments in its au- 
tomotive parts division. F. G. Wil- 
son has been named sales manager, 
and G. W. Hill becomes western 
sales manager. 

Wilson, who joined the firm in 





G. W. Hil 


1935, will be responsible for the 


operations of 23 branches and 
warehouses. Hill will be head- 
quartered in San Francisco. He 


joined the company in 1933. 
ea x cd 


GMAC Elects Brush 


Election of Allen S. Brush as 
treasurer and James J. Hanley as 
comptroller of General Motors 
Acceptance Corp. has been an- 
nounced. 

*~ = * 
Warner Brake Names 


Branaka in St. Louis 


Duane Branaka has been named 
St. Louis district representative for 
Warner Electric Brake & Clutch 
Co., Beloit, Wis. 

Branaka will make his headquar- 
ters at Uriversity City, Mo. He 
joined Warner in 1955. 

” 7 7 
Project Engineers 
Reassigned by Fruehauf 


A reassignment of project engi- 
neers has been announced by Frue- 
hauf Trailer. Co. 

Jd. B. Keir has been named chief 
engineer of chassis design and R. 
G. Wheeler, chief engineer of body 
design. Project engineers in the 
advance design group are Tracy 


was assistant! 
chief engineer of | 





B. Gardner, stress analyst, and Alec 
F.. Turner, suspensions. 

Project engineers with their spe- 
cific assignments are: Henry R. 
Bucciero, testing; Paul N. Erickson, 
car haul; Adolph Francek, carry- 
alls; 


Kreutzfeld, platforms, dump trail- 
ers, and Ralph Lithgow, refrigera- 
tors. 

Howard A. Reed, export; Albert 
Resnick, containers; Albert A. 
Rouse, manufacturing liaison; The- 
odor Schubach, Warehouseman 
Vans, truck bodies; James Stephen, 
| field surveys; Andrew Szymanski, 
carbon steel Volume Vans; William 
Voloshin, aluminum Volume Vans, 
and Roy W. Warren, livestocks. 
| * * 

Highway Group Elects 

John Butters, chief engineer of 
the Iowa Highway Department, has 
been elected president of the Mis- 
| sissippi Valley Conference of State 
|Highway Officials. George M. 
Foster, chief deputy commissioner, 





Stanley C. Gurski, stainless | 
steel Volume Vans; Edward F.}| 


Michigan State Highway Depart- 
ment, was named _ secretary- 
treasurer. 

* * 


Hempel Promoted 


William M. Hempel has been 
promoted to manager of General 
Tire & Rubber Co.’s Twin City 
division. He replaces William A. 
Robinson, who has been promoted 
to a new post at Akron head- 
quarters. 

* + * 


Goodyear Names McIntyre 


Edwin T. McIntyre has been ap- 
| pointed district truck tire salesman 
|in Detroit by Goodyear Tire & 


| Rubber Co. 


* * * 


Williams Joins Wellman 

Edward C. Wiliams jr. has been 
| appointed manager of customer 
|relations for Wellman Bronze & 


Aluminum Co., Cleveland. 
* * * 


General Motors Names 


Jacoby and Matthews 


Appointment of George A. 
Jacoby as director of personnel 
relations of General Motors Corp. 
has been announced. 

With the retirement of Merle 















“This repair is going to run 


pretty high, Mr. Weber. You 
might find it cheaper in the 
long run to think about a new 
COMP. 258” 





C. Hale as director of salaried 
personnel, these activities have 
been placed under the general 
supervision of Jacoby, and Victor 
P. Matthews has been placed in 
charge of the salaried personnel 
section. Jacoby joined the Buick 





The turnabout that made possible a new 


the new IDA 


personnel staff in 1941 and trans- 
ferred to GM personnel in Sep- 
tember, 1945. Matthews joined 
General Exchange Insurance 
Corp. in 1928. 


* x 


Vass Succeeds Lorenz 


Siffrein M. Vass has been ap- 
pointed controller of Mercury divi- 
sion. Vass succeeds Paul F. Lorenz, 
who has been appointed executive 
assistant to F. C. Reith, division 
general manager. 

- 


Reo Appoints Brown 


John Bernard Brown has been 
| appointed manager of Reo’s 
factory-owned branch at Phila- 
delphia. He had been manager 
of national accounts for Autocar 
since 1930. 


* x x 


x * 


|Goodyear Boosts McIntyre, 


| Bishop in Truck-Tire Sales 


Edwin T. McIntyre and Ira C. 
Bishop jr. have been appointed dis- 
| trict truck tire salesmen in Detroit 
and New Orleans, respectively, for 
|Goodyear Tire & Rubber Co. 
McIntyre joined the company in 
|/1950 and has served in sales posts 


|in the Detroit area. Bishop has 
' (Continued on Page 27, Col. 3) 
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2-speed axle 


A new member of the famous 
TDA 2-speed axle family 
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The First of Twenty— 


The first of 20 new CFE dromedary trucks, manufactured by Kenworth Motor Truck 
Co., Seattle, has been placed into service by Pacific Intermountain Express Co. 
Design features include two front axles, both of which steer; unique air suspension 
system utilizing air bags over each set of axles which fill with air as the load in- 
creases; a Kenworth-designed high-visibility windshield; and extensive use of alumi- 
num construction to reduce truck weight. When equipped with a 17-foot dromedary 
and a 35-foot semi-trailer, the new PIE combinations are 60 feet in overall length. 





Auto Personnel 





‘ (Continued from Page 26) 


worked in Texas and Mississippi 
since joining Goodyear in 1952. 


* * * 


Miller Names Rice 


As Sales Consultant 
Miller Mfg. Co., Detroit, has an- 
nounced appointment of William 
B. Rice, Thomas W. Moss Associ- 
ates, to handle special sales prob- 
lems on Miller special service tools. 
Rice recently retired as service 
director of Plymouth. Miller said 
its new 160-page catalog will be 
available for mailing by Apr. 15. 
* + 7 


Heintz Mfg. Promotes 


Butler and Thatcher 


Edwin M. Butler, chief inspector 
for Heintz Mfg. Co., Philadelphia, 
for 24 years, has been appointed to 
a new staff position of assistant to 
the executive vice-president, 

Heintz also named John H. 
Thatcher manager of the quality 





The new TDA wIDE RANGE 2-Speed Axle (avail- 
able in both 2 to 1 and 2% to 1 ratio spreads) 
offers all the highly desirable advantages here- 
tofore available only through the use of complex 
multiple-speed transmissions or auxiliary gear 
boxes, without many of the penalties of either 
one or the other: 


WITHOUT laborious two-stick shifting. 
WITHOUT wasteful excessive weight. 
WITHOUT increased driver fatigue. 
WITHOUT unusual wheelbase limitations. 
WITHOUT higher initial vehicle cost. 
WITHOUT higher maintenance cost. 


WITHOUT excessive wear on the lower speed 
gears of the transmission. 


WITHOUT restricted over-all gear reduction. 
WITHOUT complicated shift patterns. 


For complete information on the new TDA wIpDE 
RANGE Axles now available, call, wire or write 
your nearest vehicle dealer or branch. 


©1956, R S & A Company 





tool for application of automotive power... 


for operations 


requiring 


short transmission 


steps and high 
over-all gear 


reduction 


Here’s the 
simple switch that 
turned the trick! 


The broader range of the new 
Timken-Detroit® wiDE RANGE 2- 
Speed Axle was achieved by a 
fairly simple mechanical rearrange- 
ment. We “flipped” our high-range 
(1) and low-range (2) helical gear 
sets—reversed their relative posi- 
tions—to place the enlarged helical 
pinion of the high-range gear set 
where it would not interfere with 
the hypoid pinion (3) of the first- 
reduction gear set. 


Plants at: Detroit, Michigan * Oshkosh, Wisconsin 
Utica, New York *« Ashtabula, Kenton and Newark, 


Ohio * New Castle, Pennsylvania 


TIM 
rN ES 


ROCKWELL SPRING AND AXLE COMPANY 


TOACe mana mcastemco 


WORLD’S LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSES AND TRAILERS 





trict manager, replacing Bond. New 
Akron district manager is Robert 
Weston, who replaces J. L. Wills, 
Detroit region new-car sales man- 
ager. James Butler is a new De- 
troit district manager, replacing D. 
R. Merritt, Detroit city manager. 
* * * 


department, a new division which| Oldsmobile Appoints 

combines the activities of the for- ° 

mer quality control and inspection Chevako in Denver 
Appointment of Thomas A. Che- 


departments. Thatcher joined 
Heintz in 1941. vako to be Oldsmobile Denver zone 
* manager succeeding Charles W. 
Guempelein, has 
been announced. 
Guempelein has 
been granted a 
disability leave. 
Chevako joined 
Oldsmobile in 1939 
as secretary - ste- 
nographer in the 
Cleveland zone 
office and was 
promoted succes- 
‘ sively to assistant 
T. A. Chevako car distributor 
and senior stenographer. 
* + * 


Reed Heads District 


Douglas E. Reed has been ap- 
pointed Houston district sales man- 
ager for Four Wheel Brake Auto 
Co. 


* * 


Chalu Named Controller 


Acton H. Chalu has been named 
controller of the automotive divi- 
sion, Electric Storage Battery Co., 
with headquarters in Cleveland. He 
formerly was assistant controller 
and assistant secretary of Carling 
Brewing Co., Canada. 

* = t 


DeSoto Adds 3 Districts 


Within Detroit Region 

DeSoto has added three new sales 
districts—Lansing, Bay City, Mich. 
and Fort Wayne, Ind., to its De- 
troit region. 

Managers are F. R. Bond, Bay 
City; Richard Ament, Lansing, and 
Len Anderson, Fort Wayne. W. E. 
Brown has been named Flint dis- 





* * * 


Noble Joins Dodge 


Stephen L. Noble has been named 
Dallas regional sales manager for 
Dodge. He formerly was regional 
sales manager for DeSoto. 

* * * 


Mercury Picks Gradwohl 


Appointment of C. E. Gradwohl 
as midwest regional sales promo- 
tion manager for Mercury has been 
announced. Gradwohl joined Mer- 
cury in 1947. 

+ 


IH Names McClure 


M. R. McClure, former assistant 
district truck manager for Inter- 
national Harvester Co. at Great 
Falls, Mont., has been promoted 
to Des Moines district manager. 
He succeeds R. C. Brown, who 
was named assistant manager of 
the firm’s southern region. 

* ” = 


Dodge Picks Dugan to Guide 
Sales in Cincinnati Region 
Floyd J. Dugan has been pro- 
moted to regional sales manager for 
Dodge in the Cincinnati region. 
Dugan joined 
Dodge in March, 
1953, as a district 
manager in the 
Cincinnati region. 
In November, 
1953, he left Cin- 
cinnati to become 
district manager 
at Indianapolis. 
He returned to 
Cincinnati in Jan- 
uary, 1954, and a as 
was named retail F. J. Dugan 
promotion manager of the central 
division. He was promoted to re- 
gional sales manager at Charlotte, 
N. C., in June, 1955. 
> ” 





> 
Goodrich Division Names 


Reid to Indianapolis Post 


William G. Reid has been named 
field manager of the Indianapolis 
district of B. F. Goodrich’s Associ- 
ated Tires & Accessories division. 

Reid joined Goodrich in Akron 
in 1939, and has been on special 
assignment for the Associated 


Lines division since 1949. 
~ x = 


Strother and Ragan 
Appointed by White 

New branch managers have 
been named by White Motor Co. 
in San Francisco and Los Angeles. 

Howard P. Strother was ap- 
pointed at Los Angeles and Fred 
H. Ragan succeeds Strother at 


San Francisco. 
Strother joined White in 1945, 
Ragan in 1946. 

* 7~ os 


Ford Appoints Hobbs 


Frank Hobbs has been named 
western regional sales manager for 
Ford Motor Co.'s tractor and imple- 
ment division. 

ca cd * 


Humphrey Joins Board 

Hector L. Humphrey has been 
elected a director of Dominion 
Brake Shoe Co., Ltd. He is sales 
vice-president of the company’s 
American Brakeblok and Kellogg 
divisions. Dominion is a subsidiary 
of American Brake Shoe Co. 





LDSMOBILE uses 
Outdoor 
Advertising 

for 


more 


Put your Advertising Outdoors and Watch America Go Buy! 








LOTT fe [orols ah bllds 


‘SEE-POWER” 


L. F. CARLSON, Merchandising mronnge 
Oldsmobile Division 


General Motors Corporation, says: 


Poster designed by D. P. Brother & Company 





“We find Outdoor Advertising an effective medium in many ways — partic- 
ularly in the support it gives our dealers locally throughout the year. We 
recognize the value of its never-ending repetition... and we credit Outdoor 
Advertising with playing a definite part in helping Oldsmobile achieve an out- 
standing sales record.” 


TURN “SEE—POWER” INTO SALES POWER 


You know that the more your advertising is seen the more you can sell. In a typical 
market 93% of people SEE OUTDOOR — average person sees it 22 times per month.* 
POLITZ proves the average exposure time a solid 32 seconds. And OUTDOOR costs 
less than any other major medium—only 15c per 1000 in average national campaign. 


*Traffic Audit Bureau 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 
ATLANTA + BOSTON + CHICAGO «+ DETROIT + HOUSTON + LOS ANGELES 
PHILADELPHIA + ST. LOUIS + SAN FRANCISCO « SEATTLE 





‘ ee Mae 


WH ik ce ae 
ON OLDS Sit. 


OUTDOOR ADVERTISING INCORPORATED 


























Copyright 1956 Outdoor Advertising Inc 
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Highways 


Within the next five years, better 
training for nearly a quarter of a 
million of the nation’s drivers will 
result from the summer-long driver 
education teacher training work 
now being conducted by the Assn. 
of Casualty and Surety Companies, 
the association has estimated. 

Thomas N. Boate, manager of 
the association’s accident prevention 
department, said staff members 
from home and field offices will 
direct, or participate in, 16 teacher 
training courses in 13 colleges and 
universities located in eight states— 
California, Florida, Indiana, New 
Mexico, Pennsylvania, South Caro- 
lina, Tennessee and West Virginia. 

“Approximately 500 teachers will 
attend these courses,” Boate said. 
“On the basis of past experience, 
these teachers will probably train 
250,000 students within the next 
five years. 

He said the demand for trained 
driver education teachers has ex- 
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& Safety 


ceeded the supply in many areas of 
the country. 

Boate added that the association’s 
program alone has been responsible 
for the training of nearly 11,000 


teachers of driver education, 
* + * 





Utah Driving Course 


Two Utah colleges—the Univer- 
sity of Utah and Utah State Agri- 
cultural College—along with the 
Utah State Automobile Assn., have 
sponsored a special five-day driving 
course for teachers. The course 
offered credit for one and one-half 
hours toward a degree at either of 
the schools. 

. . * 


Orlando Dealers Cited 


For Safety Advertising 


The Orlando (Fla.) Automobile 
and Truck Dealers Assn. has re- 


ceived a merit award from the} 


National Safety Council for its 


promotion of safety through adver-| 


tising. 
The citation was presented to 





John C. McKellar jr., vice-president | 
of the dealer association and chair- 
man of Orlando’s May safety check | 
program. The award was one of | 
34 given to local advertisers) 


throughout the nation. 
+ x + 


High Drinking Toll 

One in every six persons, who 
died in Oregon highway crashes 
during the first five months of this 
year, was the victim of drinking 
drivers, the Oregon Traffic Safety 
division reports. Out of 145 deaths, 
25 were caused by drinking drivers, | 
it is reported. 
= 


* > 


37 Dealers Get Awards 


Civic contribution awards have 
been presented 37 Oregon automo- | 
bile dealers by the Oregon State | 
Motor Assn. for work in behalf of | 
high school driver training pro-| 
grams. 

> * + 


Pa. State Police Blame 


Speed in Accident Study 

A survey conducted by the state | 
police in southwestern Pennsyl- | 
vania has blamed speed as the 





cause of 94 out of 162 accidents | 
studied. 
The report showed that the ma-| 





“_gand with each car you buy 
we give you this parking space 
free.” 





jority of the accidents occurred on 
Saturday with Sunday being the 
second most dangerous day of the 
week for driving. During the month 
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NELLIN 


Here’s lovely Betty Oakes, 
elected Du Pont’s Miss Anti- 
. Freeze 1956, She’s a part of 
the Du Pontsales team work- 
ing to put more profit in your 
till, Your customers will be 
seeing her during Du Pont’s 
Anti-Freeze Week promo- 
tion, in publicity stories, on 
TV and radio, and in news- 
papers and magazines, all 
urging motorists to see you 
for their ‘‘Zerone’’ and 
“*Zerex”’ anti-freeze, Plan to 
start selling early and get a 
head start on the big profits. 





TV viewers will have fun watching exciting films of the top football teams in 
action on “Frank Leahy and His Football Forecasts” this fall. “Coach” Leahy 
is real hot at predicting grid scores, and even hotter as a “Zerone” and 
“Zerex" salesman. More than 30 million saw the show last year, and it’s sure 
to attract a bigger following this year. Don't you lose sales—order enough 
of Du Pont’s two leading anti-freezes now. 





ing pressurized cooling system. 


WRITE TO: 
SELLING SLANTS 


SELLING SLANT: Check the 
pressure cap and cooling sys- 
tem of every car you can and 
then sell your customers the 
low-cost, no boil-away protec- 


a tion of “‘Zerone”’ anti-freeze. 
Tough driving tests, through the 
scorching heat of Death Valley to 
the freezing temperatures of Pikes 
Peak, and also at tropical Daytona 
Beach, proved that not one drop of 
“Zerone” will boil away in today's 
modern car with a properly operat- 


It’s a good way to build profits 
and lasting good will. 

Remember, nine out of ten 
times you get the job when 
you ask for it! 


£. I. DU PONT DE NEMOURS & CO. (INC.) 


“Zerone”-“Zerex” Section 


Nemours 2420-E3, Wilmington 98, Del. 


REG. U.S. PAT. OFF. 


hitting promotion. Your local 


will be carrying daily Anti- 


Now’s the time 
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Be ready when Anti-Freeze Week comes to your part of the country. 


to plan for 


Anti-Freeze Week sales 


Anti-Freeze Week is planned to 
break in your area at least a 
week before the first cold snap! 
Why before the first freeze? Be- 
cause it helps you to get an early 
start and to spread out your 
winterizing business, It gives 
you time for profitable cooling 
system check-ups—time to sell 
more “‘Zerone” and “Zerex” play 
and time to pick up more of the 
business that always comes with 
that first wild rush for anti- 
freeze and service. 


Anti-Freeze Week is a hard- 
newspapers and radio stations 


Freeze Week announcements. 


There'll be Frank Leahy tell- 
ing motorists all about it on 
Du Pont’s 15-minute TV Foot- 
ball Show. There'll be publicity 
stories, too, to send customers 
to you for early winter car care. 

Here’s what you do to profit: 
Plan a tie-in winterizing service 


of your own and be sure to dis- 


your Du Pont “Zerone” 


and “‘Zerex” dealer kit! 

Do these two things and you 
will attract more customers, 
make more profits not only dur- 
ing Anti-Freeze Week... but all 
season long. And, of course, be 
sure to order enough “‘Zerone” 
and “Zerex”—early enough to 
meet the big demand. 


ZERONE’ and ZEREX* 


ANTI-FREEZE 


BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 











of June, troopers made 565 traffic 
arrests; 160 were speed violations 
and 57 ran stop signs and 59 \vere 
found without driver’s licenses 

2 * + 
Pennsylvania Gov. Hints 


Freeway Status for Pike 


Gov. George Leader of Pennsyl- 
vania has proposed that the ecast- 
west Pennsylvania Turnpike be 
designated part of the new inier- 
state highway system as a freeway. 

He said tolls could be removed 
and the remaining outstanding 
bonds could be retired by Federal] 
grants and state funds, if Congress 
authorized such action and the pike 
was part of the highway system, 
Meanwhile, it was indicated that 
plans for further extension of the 
toll road system would be halted. 

* aa = 


City Council Moves 


To End Parking Ban 


A Wheeling (W. Va.) committee, 
which soon will issue a report on 
the fruits of its one-year study ot 
traffic congestion, has rapped the 
practice of allowing parking on a 
national highway. 

Despite the committee’s criti- 
cism, Wheeling City Council voted 
to lift a band on 4 to 6 p.m. park- 
ing on US-40 in the Fulton-Glen- 
wood area. 

= » > 


W. Va. Turnpike Estimate 


Brings ‘Gloomy’ Outlook 

Proposed West Virginia Turn- 
pike extensions to three state lines 
would cost far more than previous 
high estimates and would fall short 
of paving for themselves with toll 
collections, according to consulting 
engineers. 

The proposed extension would 
cover 194.4 miles and reach to the 
Ohio, Pennsylvania and Virginia 
boundaries. The estimates have 
been given to 20-member interim 
committee of the Legislature and 
caused a “gloomy” reaction. How- 
ever, some lawmakers were hope- 
ful that some solution could be 


found. 
> > = 


Traffic Institute Gets 


$15,000 from Allstate 

The Traffic Institute of North- 
western University, Evanston, III, 
has received a $15,000 grant from 


the Allstate Foundation for re- 
search and development. 
The 1956 grant is the ‘fourth 


that Allstate has made to the 
institute and brings the _ total 
amount of funds provided to $45,- 
000. Calvin Fentress jr., presi- 
dent, Allstate Insurance Co, 
praised the work of the institute 
in the field of traffic safety. 


* * * 


Milwaukee Adopts Points 


Effective Aug. 1, Milwaukee has 
replaced its present system of sus- 
pending licenses for traffic viola- 
tions with a “point system.” Drivers 
convicted of moving violations will 
be charged with a certain number 
of points, depending upon serious- 
ness of the offense. Heretofore, 
some drivers were. being penalized 
severely for minor violations, 

7 * 7 


Plan Suggested to Avoid 


Hike in Pa. Pike Rates 


State Senator Robert D. Fleming 
has suggested that the $400 million 
bonded indebtedness of the Penn- 
sylvania Turnpike System be refi- 
nanced to avoid a permanent in- 
crease in tolls. 


Fleming is chairman of a special 
senate committee which has con- 
ducted public hearings on the State 
Turnpike Commission's plan to in- 
crease auto tolls 41 percent and to 
reduce truck rates 20 percent. 

~ 7 * 


Montana Cuts Speed 


In a move to reduce the state’s 
“alarming and appalling” highway 
death and accident rate, the Mon- 
tana Highway Patrol has decided to 
establish a daytime speed limit of 
65 miles per hour. 

x *~ a 


Teenage Autorama 


The first annual Atlanta Teen- 
age Autorama has been held in an 
effort to replace “drag racing” as 
a teen-age pastime. The Autorama 
is a test of good driving skill 
over a set course through open 
country. Only licensed drivers 
were allowed to compete. Each 
ear contained a driver and navi- 
gator. Top prize went to a girl 
driver, whose navigator was a boy. 
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Meeting the Practical Problems . . . 


Case Histories of a Salesman 


Eprror’s Note: This is one of a | 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* oa * 


Dear Ed: 


E-BACKS, be-backs and more | 
be-backs. That’s all I was get- 
ting the last few days, and I don’t 
mean second cracks or repeats. 
I mean people who would, after 
a half hour or 
so of visiting 
with me, prom- 
ise they'd “be 
back tomor- 
row.” But to- 
morrow would 
never come, at 
least not to my 
prospects. 
; ‘ Well, I got to 
4 bi ; a point where I 
s was going to find 
Bert Simons out why they 
wouldn’t keep their promise. It 


Finance Firms 
Seek Higher Lid 


On Interest Rates 


LANSING. John Hancock, 
vice-president of Associates Dis- 
count Corp., was one of several 
finance company officials who told 
a special committee of the Michi- 
gan Legislature that the finance 
industry needs relief. 

Hancock said that his firm’s per- 
centage of profit in recent years 
has diminished although he ad- 
mitted, under questioning, that bus- 
iness volume had increased and 
that gross profits had probably 
gone up. 

He said that his company has 
found financing of older cars a 
“hazardous” and “losing” venture 
and that it avoided this kind of 
paper as much as possible. 

Commenting that many reposses- 
sions are made at a loss, Hancock 
declared, “In many cases, the 
owner has little or no equity. Prob- 
ably the car was bought on an 
inflated tradein and the owners in 
these cases tend to be the poorer 
type of risk.” 

He said to make operations 
profitable the present limit of 12 
percent on financing of older cars 
ought to be raised to 20 percent. 


Olds Dealer Post 
Goes to Bogart 


LANSING. — Daniel T. Bogart, 
former used-car merchandising 
Manager, has been appointed 
co-ordinator of 
dealer relations 
for Oldsmobile. 
Bogart will assist 
W. O. Lampe, re- 
cently named 
executive assist- 
ant to the gen- 
eral manager in 
charge of dealer 
relations. 

Bogart joined 
GM in 1919 as an 
assistant divi- 





* 
D. T. Bogart 
sional cashier at Battle Creek, 
Mich., transferring to the B-O-P 
division as zone promotional man- 


ager in Washington in 1931. In 
1933 he was named Oldsmobile’s 
assistant business management 
Manager, 


Ford’s McCloud Retires; 


Feted at Detroit Dinner 


DETROIT, — J. Lansford Mc- 
Cloud was honored at a retirement 
dinner last week upon completion 
of 41 years with Ford Motor Co. 

McCloud, staff consultant of 
Ford’s manufacturing engineering 
office, was guest of 400 co-workers 
and friends in the industry at the 
dinner in the Sheraton-Cadillac 
Hotel here. McCloud joined Ford 
in 1915 as a chemist. 


Lightcap Replaces Simon 

Lightcap Motors, Inc. (Chrysler- 
Plymouth), Valparaiso, Ind., owned 
by Bill and Frank Lightcap, has re- 
placed Simon Motors. 


had to be something that I was 
doing wrong or something | 
I wasn’t doing at all, Anyway, 
here’s the way I handled my prob- | 
lem: 

Mr. and Mrs. Max Roberts, | 
after working me over pretty 
good, left saying that they—defi- 


20-Hour Test Helps 
Buick Fight Corrosion | 


FLINT.—A 20-hour corrosion test | 
is being used by Buick metallur-| 
gists to check chrome parts. It takes | 
only 10 percent as long as standard | 
| salt-spray tests and comes closer to} 
developing the types of corrosion 
| produced in normal driving, accord- | 
jing to Vern Hense, chief metal-| 
lurgist. | 
He said a chemical mixture added 
to water and clay is spread on the 
parts and then they are placed in| 
|a humidity oven where 100-degree | 
temperature and 100 percent hu-| 

midity accelerates corrosion. 


| 











nitely — would be in the next 
night to close a deal with me. 
+ * * 


— wanted, they said, to 
“sleep on it” and asked me to 
wait until eight o’clock the next 
evening. 

Inasmuch as everything went 
well in this first visit, and both 
Mr. and Mrs. Roberts gave me no 
real trouble, I didn’t press for the 
close now and very good-natur- 


edly agreed that we would all feel | 


better after thinking about the 
deal—till tomorrow. 

But tomorrow came. Eight 
o’clock came. I arrived (and it 
was my night off). But not Mr. 
and Mrs. Roberts. No, they 
didn’t show. So, I waited until 
9 p.m. closing time and away I 
went to their home. 


Part of my thinking was not to 


call on the phone. It would be too 
easy to finish me off. On the way, 
I thought of lots of things to ex- 
pect. One, they wouldn’t be home; 


Sell it under Alemite’s 


unconditional money-back guarantee 


Seventy percent of today’s driving is 
_ low-temperature stop-and-go! Result: 
Unburned gasoline, carbon and acids 
form destructive sludge to an alarm- 
ing degree! This by-product of mod- 
ern motoring has easily become the 
Number One Enemy of car motors. 
Now, for the first time—there is a 






BEFORE — Photograph of 
car’s oil screen after serv- 
ice test using conventional 
motor oil. Note filter-clog- 
ging deposits of sludge. 


AFTER—Clean, sludge-free 
oil screen after identical 
service test made with new 
Alemite Motor Oil (unre- 
touched photographs). 


motor oil that 


kind of motor 


NT ate 


AOR ou ek 


Direct to: 


LI LVE IMO 


prevents 90 


of sludge damage 


the greatest enemy of modern motors ! 


sludge damage! This entirely new 


Alemite—eliminates 90% of all sludge- 
caused damage and economy loss! 
Maintains motor performance and 
long life. Keeps engines clean-run- 
ning and powerful . . . gives complete 


Ask Your Alemite Representative FE7INT TA 
For Information—Or Write GuTTE 


Alemite, Dept. C-86 
1826 Diversey Parkway 


two, they had bought a car else- 
where. 

But, regardless, I was deter- 
mined to be sitting on their front 
doorstep waiting and wouldn’t 
they be embarrassed to find me 
face to face with no excuse and 
—boy—I was really going to tell 
them off. .- 


M* MIND was really running 
in high gear as to what would 
happen when I got there. But I 
sure was pleasantly surprise to 
find I was all wrong. 

They were home. They hadn’t 
bought a car. And when I arrived 
they were very pleased to see me 
because, as Mr. Roberts put it 
“now that you’re here we can 
settle a lot of little points that 
we've been discussing and decide 
one way or another.” on 

According to the Robertses, 
the only reason they hadn’t kept 
their promise was because they 
hadn’t “talked the thing out.” 

| “Surely,” said Mr. Roberts, “we 
can do it better together—all three 
of us.” And we did. This “be- 
back” didn’t come back but he’s 
driving a new car, sold by me be- 
cause I went after him. And I'll 
do it again, if that’s what it takes 
to bring back “be-backs.” 

—Bert Simons. 





effectively checks 


oil—made only by 


And here’s what Alemite offers 
to help you sell its new wonder motor oil! 


lg Leta rT yee 
aT ee Plan! 







Chicago 14, I. 
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Big Four's "Vanette’— 


Big Four Industries, Inc., Cincinnati, is 
carrying its products to the jobber and 
dealer in a new fleet of mobile units, 
called Vanettes. Each of Big Four's 23 
sales areas has a Vanette at its disposal, 
ready to roll up to any location with the 
firm's line of tubeless tire servicing equip- 


| ment. 











protection at hot highway speeds or 
in cool-engine stop-and-go driving. 
Ask your customers to try new 
sludge-fighting Alemite Motor Oil on 
Alemite’s unconditional money-back 
guarantee. It’s one sure way to keep 
them satisfied—and to keep them com- 
ing back to your service department ! 
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MOTOR OIL 
A Product of STEWART-WARNER CORPORATION 
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ALUMINUM WHEEL — What is said 
to be the nation's first forged disc alumi- 


num wheel for tubeless truck tires has 


been introduced by Aluminum Co. of | 
America, 1501 Alcoa Bidg., Pittsburgh 
19, Pa. The one-piece leakproof con- 


struction of the 22.5 by 7.50-inch wheel 
retains all present aluminum advantages 
in a design offering complete compati- 
bility with tubeless tires, it is claimed. 
Payloads are said to be hiked because 
of the lighter unsprung weight. Posing 
with the wheel are Audrey Lowell, Miss 
National Truck Show, and Gene DiSano, 
sales manager, Motor Rim and Wheel 
Service of California, an Alcoa distribu- 
tor. 


TAIL GATE LOADER The Watson 
tail gate loader has a 650-pound rated 


capacity and is operated by steel cable | 
The gate platform | 


and a hand winch. 
is 26 inches deep, plus a_ five-inch 
beveled ramp. Models 48, 50 and 54 
inches wide are available to cover Chev- 
rolet, Dodge, Ford, GMC, International 
and Studebaker trucks. Winch can be 
mounted on either side of truck, or on 
truck with service body. 
Co., 1316 Sixty-seventh St., Emeryville 8, 
Calif. 





HYDRAULIC DERRICK — A two-legged, 
live-boom hydraulic derrick with fabri- 
cated, rectangular side legs is being 
marketed by J. H. Holan, Corp., 4100 
West 150th St., Cleveland 11, O. Known 
as the Series 6700, the derrick is rated 
at 8,000 pounds. Two standard sizes 
are available — a derrick 23 feet high 
for lifting poles up to 55 feet long, 
and a 26-footer for poles to 65 feet. 
Operating range is said to be 195 
degrees. 


* * * 


Back-Up Alarm for Trucks 
Announced by Bullard 


An automatic, mechanical safety 
back-up-alarm for trucks has been 
announced by E. D. Bullard Co., 
275 Eighth St., San Francisco 3, 
Calif. 


Operated by gravity, the alarm is 





H. S. Watson | 


|}to 21% 


has 
| available with 
}on 1956 GMC and Chevrolet cabs. 


| bolts, 
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said to be a self-contained unit, | 
easily attached directly to the rear | 
wheels of all dual-wheeled vehicles | 
with full floating axles. It rests 
directly upon the heads of the| 
bolts which hold the rear axle in| 
| place. Mounted on the rear wheels, | 
the alarm rings loud, warning any- 


one behind the truck, it is said. 
| x * + | 


es 











_ 


TRUCK MIRROR — The KD 52 mirror 
is designed for medium size vehicles 
that require mirrors with long arms. | 
Featuring outer tube arms and _ inner | 
tubes of heavy-gauge seamless steel, the | 
KD 52 is adjustable horizontally from | 
15Y% to 17%, inches. Vertical bracket | 
mounting centers are adjustable from 17 | 
inches, and the mirror head | 
mounting and swivel mounting bolt in 
head pivot 360 degrees, it is claimed. 
The mirror head, 5% by 8% inches, 
replaceable glass. The mirror is | 
special brackets for use 
K-D 
Lamp Co., 1910 Elm St., Cincinnati, O. 


* * 


Rust Release Marketed 


Rust Release, a product that is | 
said to penetrate and unlock rusty) 
nuts and other parts, has| 


! | been marketed by Krylon, Inc., Nor- | 
| ristown, Pa. Consisting of a special 
formulation of chemicals and oils 
blended to provide penetration and | 
solvent properties, it also removes) 
|corrosion and supplies lubrication, | 
it is said. 





AXLE PRESS—A heavy-duty axle press 
developing up to 200 tons pressure for 
straightening truck axles cold without 
removing them from the vehicle has been 
marketed. The amount of pressure 
created by the unit is equal to seven 
30-ton jacks; however, this pressure is 
concentrated in one spot to straighten the 
axle right where the correction is needed, 
it is claimed. Hookups are made right on 
the vehicle, with no need for dismantling 
or reassembling the axle, it is said. Bear 
Mfg. Co., Rock Island, Ill. 

. se & 





BARREL TRUCK — An aluminum barrel 
truck, which is said to be equipped with 
two-wheel safety brakes, has been an- 
nounced by Valley Craft Products, Inc., 
750 Jefferson Ave., Lake City, Minn. 
Two-wheel brakes incorporated in the 
truck, designated Ezy-Rol Barrel Cart, are 
claimed to give the operator complete 
control of loads as heavy as _ 1,000 
pounds when moving down ramps or 
steep inclines. 








AUTO BRUSH — Pacific Coast Products 
Co., Los Angeles, Calif., has introduced an 
auto wash brush that is said to allow 
greater washing efficiency without getting 
wet. Called the Jumbobrush, it is made 
of horsehair bristles, 2% 
length, and features a 5-inch rubber 
brush head which flares to seven inches, 
it is claimed. The handle, available in 
12, 30, 36 and 48 inches, is of heavy 
gauge aluminum 


* * 





TRAILER AXLES — Nondriving, heavy- 
duty trailer axles with 18,000 and 
20,000-pound load rating on fires, 
equipped with brakes of greater equiva- | 
lent capacity and simpler, lighter con- | 
struction than ever before found on high- | 
way carriers, have been announced by | 
the Axle Division, Clark Equipment Co., | 
Buchanan, Mich. Axle tubes for the line 
are one-piece forged tubular premium 
analysis steel produced by the same | 
patented process used to forge the} 
Clark banjo axle housing. The Clark | 
M-C (maximum capacity) brake is said 
to require no slack adjusters or outboard 
bearing assemblies, making for a lighter | 
and more compact brake assembly. 
* * 


Cleaner, Polish Activated 


McAleer Products Division, De-| 
troit 17, Mich., has added a blend-| 
ing process to its McAleer liquid) 
polish and cleaner that is said to 
permit a larger percentage of polish | 
to stay in suspension in the liquid) 
state. This is said to give the finish 
a deeper luster and longer protec- | 
tion. | 


PLASTIC SKYLIGHT—The addition of a 


reinforced plastic skylight to the CID 
(Customer Individualized Design) line of 
skylights has been announced by Trail- 
mobile, Inc., Cincinnati 9, O. Being made 
of aluminum and plastic, it becomes one 
of a series of roof sheets lockseamed 
together to form the complete trailer 
roof. The skylight area is 15 by 90 inches 
and admits 80 percent of visible light, 
but cuts to a minimum the admission of | 
ultraviolet light that can be harmful to | 
certain types of cargos, it is claimed. One | 
of the advantages claimed is watertight- 
ness, due to the absence of cross-wise 
seams, fasteners end caulking. 
* 


Chisholm Ups Production 
Of Hi-Gloss Sealer Towel 


Expansion of facilities for the) 
mass production of its Hi-Gloss im- | 
pregnated towel technique has been 
announced by Chisholm Industries, 


inches in| 


to which any garden | 
| hose may be attached. 
oo 


| torsional 


| improvements in models 7 and 8 under- 
| body 


| ules Steel Products Co., Galion, O. Hoist 


TRUCK NEW PRODUCTS 


high grade Turkish towel that has'/ 


been treated and saturated with a 
| chemical compound called “Pena- 
| tite,” which gets down into the 


pores of paint and trim on the car| 
surface, tightening them against| 


common causes of pitting and fad- 
| ing, it is claimed. 


| 
| 
| 


| 








SPRING DAMPENER — 
line of spring dampeners for DP (direct 
pressure) clutches, Lipe-Rollway Corp., 806 


Extending its 


Emerson Ave., Syracuse, N. Y., has 
troduced a 14-inch dampener, primarily 
for use on heavy-duty trucks, buses and | 
off-the-highway vehicles. Dampeners | 


previously had been manufactured for | 


| 10%, 11, 11% and 13-inch clutches. De- | 


signed to lengthen the life of other drive 
line components, the dampener is 
equipped with a flexible center, absorbs | 
vibrations, and cushions the 


amount of torque shock transmitted to 


| the drive line whenever the clutch is en- 


gaged, it is claimed. 
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WHITE TRUCK LITERATURE—Literature 
on the White-Freightliner ‘Spacemaker™ 
and “Mountaineer,” and information on 
other cab-over-engine “lightweight” 
trucks and tractors, is now available. 
Chassis diagrams, dimensions and speci- 


fications are contained on each sheet 
dealing with specific models. White- 
Freightliner Division, White Motor Co., 


2705 N. W. Nicolai St., Portland 10, Ore. 





UNDERBODY HOISTS — Several design 


hoists, said to increase hoist | 
strength and resistance to . deflection | 
under full load, are announced by Herc- | 


underframe has been stiffened by the 
addition of a formed steel boxed outer 
member, on both sides of the under- 
frame, running from the forward mount- 
ing angles back to the body hinges. The 
cylinder mounting channel has been re- 
versed and the cylinder base now mounts 
in the “V" of the channel. Heavier 
channel cross-section and the addition of | 
the welded side plates at the pin holes 


| 





Inc., Lynn, Mass. 
The Hi-Gloss sealer towel is a 


| ing, it is claimed. 


add strength and durability to the mount- 








ENGINE PARTS RACK — A portable 
diesel engine parts rack has been intro- 
duced by Kent-Moore Organization, Inc., 


| 28635 Mound Rd., Warren, Mich. Known 


as J-6387, it is especially designed to ac- 
commodate all three Detroit Diesel en- 
gines, Series 51, 71 and 110, and is 
adaptable to other engines, transmissions, 
torque converters and differential assem- 
blies. When erected, the rack is 81 5/16 
inches long, 40 inches wide and 53 inches 
high. 





MOTOR SCOOTER—The Lambretta mo- 
tor scooters are equipped with tow-bars 
and open pickup bodies capable of a 
600-pound load. Recommended for use 
in light fleet maintenance, the scooters 
roll along at 35 m.p.h., and are designed 
for safety and simplicity of operation. 


| Barely over five feet long, the Lombrettas 


turn almost within their own length. Lar- 
bretta, Inc., 45 Columbus Circle, New 
York 23, N. Y. 





CHECK BARS—Check bars, fabricated 
of 1%-inch alloy steel, that are said to 
protect the hoist cylinders by preventing 
over-travel of the body when dumping 
sticky loads have been introduced by 
Galion Allisteel Body Co., Galion, O. 
Pulling ovt or belimounting of cylinders, 
caused by the body raising beyond 
moximum dump angle when ‘‘frogged” 
to dislodge the load, is effectively pre- 
vented by the device, the manufacturer 
says. The check bar is said to be stand- 
ard equipment on all Galion trailer 
dumps with underbody hoists. 

— - 2 





TIRE TOOL—The Break-Safe tire tool, 
designed specifically to handle large truck 


| tires, consists of a conical base and two 


sets of adjustable bead pads, permitting 
the handling of a wide range of tire 
sizes with the same tool. Bead breaking 
is said to be evenly controlled with the 
portable unit. Wheel is seated on conical! 


| base and the pads positioned to main- 


tain evenly distributed pressure on bead. 
The unit is said to make it impossible for 
lock nut to fly off. Basse-Walker, Inc., 
3977 Union Pacific, Los Angeles 23, Calif. 
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Across the Nation ... 





Auto Dealer Changes 


Luke Bolton, formerly associated 
with Hull-Dobbs and later with 
Down Town Mercury, Louisville, 
has purchased Down Town from 
Ralph Grooms. Grooms also has an 
interest in Louisville Motors (Ford). | 

* * * | 
| 
Case Opens Pontiac 

Henry Case has opened Melody 
Motors (Pontiac) and Melody Sin- 
clair at 600 E. Jefferson St., Plym- 
outh, Ind. Case has been in the 
automobile business for eight 
years. The dealership formerly 
was operated by the late Elzie 
Lee. Virgil Lee, son of the late 
owner, is sales manager. Neil Mc- 
Avoy is service manager. 

* . * 


Kittle and Caskey Buy 


Bramblet-Lane Pontiac 


Cc. M. Kittle and William Guy 
Caskey have purchased Bramblet- 
Lane Pontiac, Inc., 2536 Summer 
St., Memphis, and will operate the 
new dealership under the name 
of Kittle-Caskey Pontiac Co. 

Kittle and Caskey have Pontiac 
dealerships in Jackson, Tenn., 
Paducah, Ky., and Metropolis, IIl. 

7 * * 


Myers Pontiac Forms 


Myers Pontiac, Inc., Owensboro, | 
Ky., has been granted a state char- 
ter to operate a general automobile 
dealership. Principals are Clarence | 
and Thelma L. Myers and William) 
L. Wilson. 

+ * * | 


Riggs Takes Jaguar 

Toby Riggs of Riggs Motor Co., | 
Louisville, has announced that | 
his firm has been granted a Jag- 
uar franchise. Riggs is a former 
franchised dealer who has been 
acting as a non-franchised dealer 
in new cars. He said he will con- 
tinue this phase of his business 
along with Jaguar sales. 

> * > 


Grantham Opens Chevrolet | 
Wiley Grantham is the new) 
owner of W. G. D. Chevrolet Co., | 
Inc., Jasper, Fla. He also owns a} 
Chevrolet-Oldsmobile dealership in 
Live Oak, Fla. 


> * * 


Smith Buys Oldsmobile | 


Richard Smith has bought the} 
Oldsmobile dealership in Mel-| 
bourne, Fla., formerly known as| 
Bernitt Motors. The new firm will | 
operate as Dick Smith Oldsmobile. 

* * x 


Dawson, Dealer Since 1910, 


Retires; Son Takes Over 


Hanley Dawson has retired as 
president of Hanley Dawson, 


Inc. (Chevrolet), Detroit, after 
45 years as an auto dealer. He 
became a Ford dealer in 1910 


and switched to Chevrolet in | 
1930. | 

The dealership has been pur- | 
chased by his son, Hanley Daw- 
son jr. Fred S. Ball, formerly of | 
Superior Oldsmobile, Detroit, has 
been appointed sales manager. 

x x * 


3 Florida Deals | 


Get New Owners | 


Three dealerships have changed | 
hands in Florida. 

H. Stanley Overstreet has pur- 
chased Mitchell Chevrolet Co. in 
Kissimmee and renamed it Over- 
street Chevrolet Co. 

Etheredge Chevrolet Co. in Bar-| 
tow now is owned by W. L. Ether- 
edge. Former owner is E. Y. Ether- 
edge. 

Naylor Nash Motors in Lakeland, 
formerly Forsley Nash, has been| 
purchased by Paul E. Naylor. 


* * * 


McLean Opens Doors 

The new Pontiac dealership in | 

Portsmouth, Va., is McLean Pon-| 

tiac Corp., 2323 High St. and 

1524 George Washington Highway. 
George T. McLean is president. 


* * * 


Cavnar Celebrates 


Woody Cavnar-Mercury has 
completed its week-long “grand 
opening” of its new  quarter- 


Ave., Denver. W. W. Cavnar, pres- 
ident, who has been in the auto- 
mobile business 23 years, 
only exclusive Mercury dealer in 


Colorado. 


Car City Dodge Opens 


Car City, Inc. (Dodge-Plymouth), 
has opened at 3200 Pulaski High-| 
way, Baltimore. Milton Weiner is 
president and Paul 
vice-president. Both men formerly 
were employed by a Chrysler- 
Plymouth dealership 


phia. 


Milner Promotes Garrard; 


Terry to Replace Him 

Ralph M. Garrard, general man- 
ager, Milner Pontiac Co., 806 West 
Capitol Ave., Little Rock, Ark., 
has sold his interest in the com- 
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become vice-president and gen- 
eral manager. 

Garrard has been promoted to 
the home office of Milner Enter- 
prises, Jackson, Miss, Terry has 
been new-car sales manager of 
Dumas Chevrolet Co, New 
Orleans. 

* * * 


Berk Sells Dealership 


Antonio B. Pomerleau and John 
Pearson have purchased Colonial 
Motors, Inc., (Chrysler-Plymouth), | 
Burlington, Vt.. from Harry A. 
Berk. The firm has been renamed 
Clay Point Corp. 


| * ~« * 


Aurora Packard Opens 

Aurora Packard Co. 1416 
Kingston St., Aurora, Colo., has | 
opened for business. Donald M. 
Knittel is owner and will also 


act as service manager. 
eo * * 


is the 


* * * 








Bronstein is 


in Philadel- 








“Wonder 





ish Counsel in Los Angeles. Dorothy | 


33 


Green is business and sales man- 
ager. Knittel formerly worked with 
| Fennell Packard Co. and Ables 
Hempill Packard Co., both of Den- 
| ver. 


ok ae * 

; Taylor Buys Helm 

A veteran automobile man, L. O. 
|Taylor, has purchased the Helm 
Pontiac Co., 128 South Lancaster, 
| Dallas, and now is operating it un- 
|der the new name of Taylor Pon- 
| tiac, Inc. 


2 | 


ob * * 
Eves Opens L-M in lowa 
Glenn F. Eves has purchased 
various assets of Iowa City Mo- 
tors, Inc., Iowa City, Iowa, and 
has acquired a Lincoln-Mercury 
franchise. Under the ownership 
change, the firm will be known 
as Eves Lincoln-Mercury. Eves 
formerly was vice-president of 
Iowa City Motors. 
” * 


what he’s going to 
raise heck about this time?” 





Miller Buys Property 


. *. 2 Danielson Replaces : | 
Deen remains as executive vice- : 
. £ a | The newly formed Roscoe S. Miller 
Anderson at Triumph | President. — a | Co. has purchased the North Main 
Walter G. Danielson has been| Ps | St. properties in Wilkes-Barre, Pa., 
named president of Cal Sales, Inc., Knittel Opens Packard | where the Cadillac dealership is lo- 


Los Angeles, western distributor of 
Triumph sports cars. 


Aurora Packard Co. has opened| cated. Roscoe S. Miller is president; 
at 1416 Kingston St., Aurora, Colo.| Joseph F. Kennedy, vice-president, 
He replaces Arthur A. Anderson,| Owner is Donald Knittel who also| and Mary T. Kennedy, secretary- 


pany to Horace A. Terry, who will | who has retired. Danielson is Swed- | will act as service manager; Charles | treasurer. 








million-dollar new and used-car 
establishment at 8200 W. Colfax 
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Schrader 
Sealing 
Valve Cap 
(#7960) 










































Tough, specially compounded 
rubber between 2 brass 
plates makes powerful seal. 


Rugged brass shell 
locks swivel-sealing 
unit to valve mouth. 


Improved plug 
gasket withstands 
both extreme heat 
and cold, fits like 
wedge, will not 
distort. 


Super-sealing seat 
for greater air- 
tightness, lasts 
longer because it’s 
made of finest heat 
and oil resisting 
rubber. 


New higher tension 
thainless steel 
spring improves 
sealing, unaffected 
by heat. Spring-at- 
the-bottom provides 
obstruction-free air 
the core for fastest 


Schrader 
Standard 
Valve Core 


(# 4000) 


ESTABLISHED IN 1844 









FIRST NAME 


Beyond 
comparison... 


Schrader 


Schrader 


Schrader ¢ 


Schrader Tire Valve Cores and Caps are re- 
spected around the world for unprecedented 
performance over billions of miles of travel... 
for over half a century. Precision made products, 
they’re designed to fit every standard tire valve 
housing everybody has in his tires—tube or 
tubeless! 

You use Schrader Products now to control the 
suspension of the vehicles. By controlling the air 
in the tires—you can be sure of top quality at 
this vital point. 


Backing your product at the resale level 


Dealer display to 
service their customers 


Service packages for 
all Dealer repair needs 


i. 


Packaged sets of five 
Schrader Cores or Caps 


Bulk boxes of 100 
Schrader Caps or Cores 


A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 
470 Vanderbilt Avenue, Brooklyn 38, N. Y. 


IN TIRE VALVES 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
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$7389 $769 
$747 $725 






duly Aug. Sept. Oct. 


Market Trend 


The overall average price of 
used cars sold at auction increased 
$3 last week, according to Auto- 
motive News’ index. 

Among individual models, only 
56s showed a decline—dropping 
$6. The prices of '49s and ’51s re- 
mained unchanged. 

All other prices increased, as | 
follows: ’55s, up $12; 54s, up $7; | 
63s up $5; 50s, up $4, and ‘52s, | 
up $1. 

At a group of representative 
auctions last week, the average 
consignment was 202.0 units, of 





which 74.9 percent were sold. In | 


the previous week, 193.0 units 
were consigned, with the sales 
ratio soaring to 79.5 percent, the 
year’s high. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of July 24.) 

(Market very firm on good, clean late 
models. We could have sold another 100 
units as today’s sale was loaded with 
out-of-town buyers. Sold 98 cars out of 
131 offerings.) | 


BUICK—’'55 Special conv., $1,660*. "54 RM 


4-dr., $1,510°*. ‘53 Special Riviera, $850; 
4-dr., $715. ‘52 RM _ Riviera, $680*; 
Super 4-dr., $505*. ‘51 Super 4-dr., 


$495°. "50 Special 4-dr., $150*, $100. 
CADILLAC—'55 (62) coupe de Ville, $3,- 
610° (ps); 2-dr., $3,550° (ps). °54 (62) 
conv., $2,760° (ps). ‘50 (61) Hardtop, 
$610°. °47 (60) Special 4-dr., $110*. 
CHEVROLET—'56 Two-ten (6) 4-dr., $1,- 
475. '55 Two-ten (6) 4-dr., $1,205, $1,200, | 
$1,170, $1,155, $1,150, $1,145, $1,115; 
2-dr., $1,200, $1,150, 2 at $1,130, $1,125, | 
$1,115; One-fifty (6) station wagon, $1,- 


265. °54 Bel Air conv., $1,115; Two-ten 
4-dr., $865; 2-dr., $870, $785. "53 Two- 
ten 2-dr., $670°, $625; One-fifty 4-dr., 


$450. '52 SL Deluxe 4-dr., $490; Delivery 
sedan, $135. ‘51 SL Deluxe conv., $385; | 





2-d?.. $330; Delivery sedan, $130. ‘49) 
SL Deluxe 4-dr., $280. 
CHRYSLER—'53 NY Newport, $875*. ‘50 
NY 2-dr., $215. 
DeSOTO—'53 Fire Dome (8) 4-dr., $860*, | 
600°; 2-dr., $500°; Powermaster 2-<r., | 
$750". ‘52 4-dr., $335. ‘50 Sportsman, | 


$315°; 4-dr., $280°. 

DODGE-—’53 Meadowbrook 4-dr., $475. '50 
Coronet 2-dr., $275*; Wayfarer 2-dr.,| 
$110. ‘49 Coronet sedan, $105. 


FORD—'55 Fairlane (8) conv., $1,675*; | 
Main (8) police car, $760, $745. '54| 
Custom (8) 2-dr., $855*; Main (6) 4-dr., 
$410. °53 Custom (8) 4-dr., $650, $535. 
"52 Custom (8) 2-dr., $465; Business | 
coupe, $200. '51 Custom (8) 4-dr., $410°, | 
$240, $230; 4-dr., $160. 

HUDSON—'53 Jet 4-dr., $450. ‘52 Hornet 
4-dr., $415. °51 Super 4-dr., $145. 


LINCOLN—’'50 4-dr., $230. 
MERCURY—'52 2-dr., $560. '49 4-dr., $115. 
NASH — ’'54 Statesman 4-dr., $605. °52 


Rambler 2-dr., $350. ‘51 Statesman 
sedan, $125; Rambler Country club, $345. 


OLDSMOBILE-—'55 (88) Holiday, $1,825°*. 
"54 (98) 4-dr., $1,405". '53 (88) Super 2- 
dr., $945*; Deluxe 2-dr., $750*. '49 (98) 
conv., $185*. 

PLYMOUTH—’'56 Plaza 
’54 Plaza station wagon, $800; 2-dr., 
$585. °53 Cranbrook 4-dr., $600; Cam- 
bridge station wagon, $600. '52 Cranbrook 
Belvedere, $585; Cambridge 4-dr., $385, 
$330. '49 Deluxe 4-dr., $120. 

PONTIAC—’53 Chieftain (8) 4-dr., $850*. 
"51 Silver Streak (8) Catalina, $460°. '50 
Silver Streak (8) 4-dr., $265. 49 Silver 
Streak (8) 4-dr., $250°. 


STUDEBAKER—’54 Champion 4-dr., $660. 


(6) 4-dr., $1,340. 





MISCELLANEOUS—’'52 Austin 4-dr., $290. 


FLINT 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of July 25.) 

(The market continues strong and 
Prices on clean and sharp autos don’t 
look as though they will be dropping in 
the near future. Sold 114 cars out of 
159 offerings.) 

BUICK—’'56 RM 4-dr., $2,635* (ps); Special 
Riviera, $2,330°. ‘55 Century 4-dr., $2,- 
060* (ps), $1,905*; ,Super Riviera, $1,- 
845° (ps). °54 Super Riviera, $1,445*, 
$1,260*; Special conv., $1,435*. "53 Spe- 
cial 2-dr., $725. '51 Super Riviera, $475*; 
Special 4-dr., $315*. ‘50 Special 4-dr., 


$110. 

CADILLAC—’55 (62) 4-dr., $2,775* (ps). 
‘54 (62) club coupe, $2,575° (ps); 4-dr., 
$2,115° (ps). °49 (61) 2-dr., $385°. '47 
(62) 4-dr., $405*. 

OLET—'56 Two-ten (6) 4-dr., $1,- 
815. 55 Bel Air (8) conv., $1,705*; Sport 
coupe, $1,620°; 2-dr., $1,500*°; 4-dr., $1,- 


_ Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


1956 


$880 = ¢873 


Nov. Dec. dan, Feb. 


* Prices of '56s added; ’48s dropped. 
450°; Bel Air 


ten (8) 4-dr., 
Bel Air conv., 


(6) 2-dr., $1,350*%; Two- 
$1,230*, $1,205, $925. ’54 

$1,135; Two-ten 4-dr., 
$895*. '53 Bel Air conv., $880*, $875*; 
4-dr., $740; 2-dr., $690; Two-ten station 
wagon, $1,000; 2-dr., $675*. °51 SL De- 
luxe club coupe, $375; 2-dr., $205, $155; 
4-dr., $240, $235; SL Special 2-dr., $325. 


’50 SL Deluxe Bel Air, $240; 2-dr., $180. 


DeSOTO—’51 Custom 4-dr., $315°*. 


DODGE—’52 Meadowbrook 4-dr., $185, ’50 
Meadowbrook 4-dr., $153. 
FORD—’56 Custom (8) 4-dr., 
Fairlane (8) 2-dr., $1,485*, 
dr., $1,335; ‘Custom (8) 2-dr., $1,275. 
'54 Fairlane (8) Victoria, $1,155, $805*; 
Custom (8) 2-dr., $1,015*%, $805*. ‘53 
Crest (8) station wagon, $1,165*; Cus- 


$1,615. 
$1,310*; 4- 


tom (8) 4-dr., $765*, 2 at $735, $615; 2-| 


dr., $710*, $655; Main (6) 2-dr., $520. 


| °S2 Crest (8) Victoria, $915*, $810, $675; | 





4 
Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4.00, 13-times; _ 
space, 1 inch on 1 column—maximum, 5-inches on 2-col- 
| umns.) For Display Rates contact Want Ad De pt., Automotive News, Detroit 26, Mich. 


if 


i 


$3.50, 52-times. Display (minimum 


$873 


March 


55 | 
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$874 


pr. 


$852 $864 


ay 


$850 


A 


conv., $430*, $280; Custom (8) 2-dr., | 
$415*, $410*; Main (6) 2-dr., $365. ’51 
Custom (8) Victoria, $415. | 
HUDSON—’53 Jet 4-dr., $220. 
MERCURY —-’56 Custom 2-dr., $1,950*; | 
Monterey club coupe, $1,235*. °53 Cus- | 


tom 2-dr., $835*. ’52 Custom 4-dr., $515°*. 
51 Custom club coupe, $370. °50 Cus- 
tom 2-dr., $185. ’°49 club coupe, $135. 


| NASH—-’52 Statesman 4-dr., $240*. 

OLDSMOBILE — ’55 (98) 4-dr., $2,030* 

| (ps); (88) Super Holiday, $2,000 (ps) | 
Deluxe club coupe, $1,975* (ps); 2-dr., 
$1,655*; 4-dr., $1,475* (ps). ’54 (98) | 
Holiday, $1,740* (ps). ‘52 (88) Super 
2-dr., $515*. 

PACKARD—’53 Clipper 4-dr., $500* (ps). 

| PLYMOUTH—’53 Cranbrook club coupe, 
$500. °51 Cranbrook 4-dr., $130. 

PONTIAC—’56 Star Chief (8) 4-dr., $2,- 


105*. ’55 Star Chief (8) club coupe, $1,- 


LEADING USED-CAR AUCTION — 


DIRECTORY 


770* (ps). ’54 Star Chief (8) Catalina, 
$1,485* (ps); 4-dr., $1,100* (ps), $1,025* 
(ps); Chieftain (8) 4-dr., $825*; 2-dr., 
$705. °53 Chieftain (8) 2-dr., $750°. ’51 
Silver Streak (8) conv., $300*. ’58 Tor- 
pedo (8) club coupe, $100. 

STUDEBAKER—’52 Hardtop, $180*. 

MISCELLANEOUS — '55 Chevrolet %-ton 
panel, $630; Ford %-ton express, $955. 
’47 International %-ton pickup, $110. 


ST. LOUIS 


Auto Auction, Sales every 
Friday. Prices are for sales 


(St. Louis 
| Tuesday and 
| of July 17-20.) 
(Market very active on most makes and 

models with later models about $50 
stronger. Sold 221 cars out of 305 offer- 
ings.) 

| BUICK—’56 Super Riviera, $2,610* 

| $2,510*. °55 Super Riviera, $2,005*; 

| tion wagon, $1,985. '54 Super conv., 

| 590* (ps); RM 4-dr., $1,500* (ps), 

495* (ps); Century 2-dr., $1,450. ‘53 

Super 4-dr., $1,200* (ps), $860* (ps); 
| Riviera, $945*, $865*; Special 4-dr., $653*. 
CADILLAC—’56 (62) conv., $4,350* (ps). 

’54 (62) coupe, $2,700* (ps); 4-dr., $2,500* 

(ps). °51 (62) 4-dr., $1,043*, $1,000°. 

’49 (62) 4-dr., $213*. 
CHEVROLET—’56 One-fifty (6) 

578. °55 Bel Air (8) conv., $1,805*; 4- 

dr., $1,360*, $1,283; Two-ten (8) sta- 

tion wagon, 2 at $1,550, $1,515; 2-dr., 

$1,333, $1,280, $1,255, $1,198, $1,130; 4- 

dr., $1,233, $1,175, $1,165. °54 Bel Air 

2-dr., $900; Two-ten 4-dr., 2 at $875; 2- 

dr., $823. ’'53 Bel Air 4-dr., $750, $745, 

735, $730, $705*; Two-ten 4-dr., $618; 2- 

dr., $565. 

| DeSOTO—’53 Fire Dome (8) 
(ps). '52 Fire Dome (8) conv., 
dr., $350*%; 4-dr., $290* (ps). 
$315*. 

DODGE—’53 Coronet 2-dr., $553*; 
$405. °51 Coronet club coupe, $333*. 
4-dr., $155*, $113. 

FORD—’56 Thunderbird, $3,000; 
(6) 2-dr., $1,580. '55 Fairlane (8) Vic- 
toria, $1,668*; 2-dr., $1,403* (ps), $1,- 
313*; Custom (S) 4-dr., $1,210; Main 


(ps), 
sta- 
$1,- 
$1,- 


2-dr., $1,- 


4-dr., $633* 
$363*; 2- 
"51 4-dr., 


4-dr., 
"50 


Custom 





; 
: 
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ALABAMA 





JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 
(Buy 3 cars or more and we pay plane fare 


| from your home town to Huntsville, Alabama) 


Insured Checks and Titles 
Lawrenceburg, Tenn. Every Tuesday 





CALIFORNIA 


SACRAMENTO AUTO AUCT.—4304 
W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 


COLORADO 





COLORADO 


AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 


Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through 
the First National Bank of Englewood. 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 





ILLINOIS 


CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero, 1 mile S. 
Midway Airport (Thurs. 12 Noon). 


QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Friday 
since 1947, 12 noon, No sale, No 
Fee. 





MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ite west of Grandville, 
ch, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Coil, W. E. "'Bill'' Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





MICHIGAN 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan | 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here | 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed | 


12:30 —— SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 





MISSOURI 


ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 





NEW YORK 


NEW YORK CITY'S 
SKYLINE 


|AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 


and checks ore insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Re. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





OHIO 








MONTPELIER AUTO AUCTION CO. 








Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 





NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Ever 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 


Crossroads 


- + « where they meet... buyers 
end sellers . . . new and used-car 
dealers. They meet at the dealer auc- 


tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
en ad in Automotive News. 





MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A ' Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 


im, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





EMLENTON — Emlenton Auto Auc- 
tion. Every Tuesday, 12 Noon. 


TENNESSEE 





MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 











Model Breakdown 











s 
Of Auction Averages 
July June May 
Model 1956 1956 1956 
oo $2,163 $2,183 $2,164 
BT casscassvtes 1,565 1,589 1,573 
1954 1,097 1,117 1,082 
1953 738 744 740 
1952....... 477 504 128 
1951... 335 344 336 
1950 245 253 249 
Beings: 178 182 181 
Overall ———-  ———— 
Averages $ 850 $ 864 §$ 852 
(6) 4-dr., $960. °54 Crest (8) Victoria, 
$1,245; Custom (6) 4-dr., $748. 
MERCURY—’'56 Montclair sedan, $2,170*; 





2-dr., $1,947*. °53 4-dr., $575. ’°52 2-dr., 
$60Q $520. °51 2-dr., $360, $255. '50 
4-dr., $208, $127. 

NASH—'52 Rambler sedan, $388; 4-dr., 
$333, $250, $203. 

OLDSMOBILE—’53 (88) Holiday, $1,180*; 
4-dr., $740*%. 52 (88) 4-dr., $800* (ps), 
$675*, $470. ’51 (88) conv., $355*. ’'50 
2-dr., $255*. ’49 2-dr., $270, $178 

PACKARD—’52 Clipper Hardtop, $400*. 

PLYMOUTH—’56 Plaza (6) 4-dr., $1,508, 
$1,310. °55 Belvedere (8) conv., $1,433*; 
Plaza (6) 2-dr., $1,048. '54 Savoy 2-dr., 
$740. °53 Cranbrook Suburban, $680); 2- 
dr., $503*; Cambridge 2-dr., $435; 4- 
dr., $405. 

PONTIAC—’55 Chieftain (8) 4-dr., $2.005* 
(ps). °54 Chieftain (8) 4-dr., $1,193*, 
$1,150*, $1,138*, $1,100*. °53 Chieftain 
(8) Catalina, $895* 4-dr., $685, $650°. 
’52 Chieftain (8) Catalina, $720*; 4- 
dr., $508. °51 Silver Streak (8) Cata- 
lina, $353*. 

STUDEBAKER—’56 Commander station 
wagon, $1,725. "55 Commander 2-dr., $1,- 
150; Champion 4-dr., $880. °53 Com- 
mander 2-dr., $503*, ’52 Champion 4-dr., 
$325; 2-dr., $220. 

MISCELLANEOUS—’'55 Chevrolet ‘.-ton 
pickup, $1,075, $925. °53 Ford %-ton 
pickup, $738*. 


LITTLETON, COLO. 


(Denver Auto Auction, Sale every Friday, 
Prices are for sale of July 20.) 
(Market very active on all clean cars.) 


BUICK—’56 RM Riviera, $3,300* (ps); Spe- 
cial Riviera, $2,600*; 4-dr., $2,450*. °55 
Century Riviera, $1,830*. "54 Super 4-dr., 
$1,360*; Special 4-dr., $1,320*. '53 RM 
conv., $1,110* (ps). °50 Super Riviera, 
$360*; Special 4-dr., $170. 

CADILLAC—’'56 (62) conv., $4,520* (ps); 
coupe de Ville, $4.505* (ps): coupe, $4,- 
235* (ps). "55 (62) coupe, $3,400* (ps). 
"54 (62) conv., $3,035* (ps); coupe de 
Ville, $2,835* (ps). 


CHEVROLET—’56 Bel Air (8) Sport sedan, 
2,550* (ps), $2,455* (ps); 4-dr., $2,- 
$2,235*, $2,160*; Sport coupe, 
$2,100*; Two-ten (8) sta- 
Handyman, $2,365°, 
$2,250; Two-ten (6) 4-dr., $1,825; One- 
fifty (6) 2-dr., $1,775. '55 Nomad sta- 
tion wagon, 2 at $2,190* (ps). °54 Cor- 
vette conv., $1,580°; Bel Air 4-dr., $1,- 
580*. "53 Two-ten station wagon, $1,020° 
(ps). 
CHRYSLER—’'51 NY 
4-dr., $245. '47 club coupe, $170. 
DeSOTO—'54 Fire Dome (8) 4-dr., $1,060* 





475* 
$2,265°; 
tion wagon, $2,430°; 


(ps), 
2-dr., 


4-dr., $330 (ps). °48 


(ps). 

DODGE—’'55 Royal Lancer coupe, $1,690°*. 
"52 2-dr., $315. 

FORD—'56 Thunderbird, $3,425*, $3,275, 
$3.200, $3,120; Fairlane (8) 4-dr., $2,- 
305°, $2,300*; Victoria, $1,690*; Custom 
(8) 4-dr., $1,775*%; 2-dr., $1,585. ‘55 
Thunderbird, $2,620* (ps), $2,475; Fair- 
lane (8) 4-dr., $1,510°; 2-dr., $1,430*; 
Custom (8) club coupe, $1,170, $1,150. 


"54 Custom (8) 2-dr., $955. 

LINCOLN '56 Premiere coupe, $4,250* 
(ps), $4,175* (ps). °53 Capri coupe, $1,- 
390° (ps). 

MERCURY—’56 Montclair Phaeton, $2,575*; 
coupe, $2,415*. "55 Monterey Sport coupe, 
$1,925*, $1,800*. "54 Monterey 4-dr., $1,- 
285*. "53 Monterey Sport coupe, $1,095°; 
Custom Sport coupe, $1,050*°,. ‘51 4-dr., 
$380. 

NASH—'55 Rambler station wagon, $1,435. 
’53 Statesman 4-dr., $410. 52 Ambas- 
sador 4-dr., $300*. "51 Ambassador 4- 
dr., $130. 

OLDSMOBILE—’'56 
$2,500*, $2,045* (ps). 
$2,080* (ps); (88) 
(98) 4-dr., $1,265* (ps); conv., $1,265* 
(ps); (88) 4-dr., $1,075*, $1,075* (ps). 
"52 (98) 4-dr., $730". 

PLYMOUTH—'55 Belvedere (8) 4-dr., $1,- 
595; Belvedere (6) Sport coupe, $1,595*; 
Plaza (6) station wagon, $1,420; 4-dr., 
$1,160. °54 Savoy station wagon, $1,070; 
Plaza 2-dr., $785. ‘52 Cranbrook Bel- 
vedere, $395. '50 Deluxe 2-dr., $210. 

PONTIAC—’56 Star Chief (8) Catalina, 
$2,835* (ps); conv., $2,585*. °55 Safari 
station wagon, $2,340*, $2,150*%; Chief- 
tain (8) 2-dr., $1,535*; Catalina, $1,530. 
’53 Chieftain (8) Catalina, $820*, ‘52 
Chieftain (8) conv., $490*. 

STUDEBAKER—’53 Champion 4-dr., $350", 
$305. °51 Commander 4-dr., $200. 

MISCELLANEOUS—’56 Ford %-ton pickup, 
$1,620*, $1,600. °55 Jaguar roadster, $2,- 
100. 


(88) Holiday, $2,675*, 
"55 (98) Holiday, 
4-dr., $1,725°. ‘53 


CHICAGO 


(Arena Auto Auction, Sale every Tuesday. 
Prices are for sale of July 24.) 
(Sold 352 cars out of 501 offerings.) 
BUICK—’56 RM 4-dr., $2,785* (ps); 2- 
dr., $2,725* (ps); Special 4-dr., $2,675* 
(ps); 2-dr., $2,560* (ps), $2,495*, $2,- 
185*. °55 Century 4-dr., $2,120* (ps); 
Super 2-dr., $2,075* (ps); Special 2-dr., 
$1,945* (ps). ’54 RM 2-dr., $1,725* (ps). 
CADELLAC—’56 (62) conv., $4,385* (ps); 
coupe de Ville, $4,300* (ps); 4-dr., $3,- 
850* (ps). '55 (62) conv., $3,555* (ps), 
$3,505* (ps), $3,495* (ps); coupe, $3,- 
375* (ps), $3,105* (ps); 4-dr., $3,025° 
(ps), $3,000* (ps), $2,970* (ps). 
CHEVROLET ’56 Bel Air (8) Sport 
coupe, $2,285*, $2,250*; 4-dr., $1,900*. 
’55 Bel Air (6) conv., $1,620*; Sport 
coupe, $1,555*; Bel Air (8) 4-dr., $1,540*; 
Two-ten (8) 4-dr., $1,225; Two-ten (6) 
2-dr., $1,135. ’54 Corvette, $1,645*; Bel 
Air 4-dr., $1,095*, $975; Two-ten 4-dr., 
$1,060*, $1,005*, $885*; 2-dr., $835, $770. 
*53 Bel Air Sport coupe, $965*. 
CHRYSLER—’53 NY 4-dr., $935* (ps); 
Windsor 4-dr., $860* (ps), $605*. ’52 
Windsor 4-dr., $490*. 
DeSOTO—'56 Fire Dome (8) Sportsman, 


(Continued on Page 35, Col. 1) 
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(Continued from Page 34) 


$2,505* (ps); 4-dr., $2,250° (ps). °54 
Fire Dome (8) 4-dr., $1,025* (ps). °51 


Sportsman, $300*. 
DODGE—’55 Coronet Diplomat, $1,550*. 


’54 Royal Diplomat, $1,180*; 4-dr., $830* 


(ps). °53 Coronet Diplomat, $695*; 


Meadowbrook 4-dr., $575*. ’°52 Coronet 


4-dr., $450*. 


FORD—’56 Thunderbird, $3,125*; Country 


gedan, $2,250*; Parklane station wagon, 
$2,195*; Country Squire, $1,805; Fair- 
lane (8) Victoria, $2,100*, $2,000*, $1,- 
975° (ps); 4-dr., $1,900*, $1,870*; Cus- 
tom (8) Victoria, $1,860*; Main (8) 2- 
dr., $1,600. '55 Thunderbird, $2,565* (ps); 
Fairlane (8) Crown Victoria, $1,910*; 
conv., $1,760°*. 

HUDSON—’55 Hornet Hollywood, $1,550*, 
$1,430*; 4-dr., $1,405*. '54 Hornet 2-dr., 
$710. °53 Hornet 4-dr., $650*%, $530*. 


LINCOLN—’55 Capri conv., $2,350* (ps); 
4-dr., $1,650* (ps). °54 Capri 4-dr., $1,- 
655* (ps). ’39 conv., $650. 

MERCURY—’56 Monterey Phaeton, $2,270*. 
'55 Montclair coupe, $2,070*, $1,885*, $1,- 
800°; Monterey 4-dr., $1,585", $1,495*. 
’54 Monterey Sun Valley, $1,390*; 4-dr., 
$1,235*, $1,185*; coupe, $1,165*; Custom 
4-dr., $1,135*. 

NASH—’'55 Rambler station wagon, $1,- 
625*; 2-dr., $1,255*. '54 Statesman club 
coupe, $1,235*; 4-dr., $835. ‘53 States- 
man club coupe, $910; 2-dr., $650*. 


OLDSMOBILE—’55 (98) Holiday, $2,355* 
(ps); 4-dr., $2,200* (ps); (88) conv., $2,- 
150* (ps); Holiday, $2,075* (ps), $2,- 
000* (ps). °54 (98) Holiday, $1,870* 
(ps), $1,835*; (S88) 4-dr., $1,655* (ps). 
'53 (98) Holiday, $1,295* (ps), $1,270* 
(ps); (88) conv., $1,200* (ps). 

PACKARD—’55 Clipper 4-dr., $1,780* (ps). 

PLYMOUTH—’56 Suburban, $1,600*. °55 
Belvedere (8) conv., $1,630*%; Plaza (6) 
Suburban, $1,300; 2-dr., $1,100; Savoy 
(6) 4-dr., $1,245*, $1,095. '54 Belvedere 
conv., $1,050*; Plaza Suburban, $1,035. 
‘53 Belvedere Sports coupe, $695*. 

PONTIAC—’55 Star Chief (8) conv., $1,- 
955° (ps); Catalina, $1,935*, $1,925°*, 
$1,850*; Chieftain (8) Catalina, $1,755*; 
4-dr., $1,625*, '54 Star Chief (8) conv., 
$1,340*; 4-dr., $1,245*, $1,165*, $1,155°*, 
$1,130*; Chieftain (8) 4-dr., $1,100. 

STUDEBAKER — °54 Commander club 
coupe, $1,175* (ps). ‘53 Commander 
Land Cruiser, $650*%; Champion 2-dr., 
$495 

WILLYS—’53 Aero 4-dr., $455*. 

MISCELLANEOUS — '55 Volkswagen, $1,- 


998 
225. 


DYER, IND. 

(Dyer Auto Auction, Sale every Friday. 
Prices are tor sale of July 20.) 

(Prices about the same as the past 
month. Demand very strong. Sold 252 
ears out of 323 offerings.) 

BUICK—’56 Special conv., $2,365*. °55 
Century Riviera, 2 at $2,250* (ps); RM 
Riviera, $2,040* (ps). °54 Super 4-dr., 
$1,325*. "53 Special Riviera, $985*; Super 
4-dr., $685*. °52 Super 4-dr., $525*. °51 
Super 4-dr., $325* 

CADILLAC—’54 (62) conv., $2,910* (ps); 
4-dr., $2,650* (ps). '52 (62) 4-dr., $1,- 
210°. °51 (62) conv., $1,050°; 4-dr., 
$935*. °49 (61) 2-dr., $575*. 

CHEVROLET—’'56 Bel Air (8) Nomad, $2,- 
400*; Sport coupe, $2,155*; conv., $2,- 
225*; Two-ten (6) station wagon, $2,200*. 
‘55 Bel Air (8) Nomad, $2,025*; Sport 
coupe, $1,700* (ps); Bel Air (6) 2-dr., 
$1,455*; Two-ten (8) station wagon, $1,- 
750*; Delray coupe, $1,325; Two-ten (6) 
4-dr., $1,295, $1,090, $1,035. °54 Bel Air 
4-dr., $910. ‘53 Bel Air Sport coupe, 
$905; Two-ten 2-dr., $720, $710, $705*, 
$605, $570. 

CHRYSLER—’53 Windsor 4-dr., $900* (ps), 
$830; NY 4-dr., $S880*; Imperial 4-dr., 
$810* (ps). °52 Chrysler 4-dr., $450. ’51 
Windsor 4-dr., $430; Newport, $385*, 
$365*. °50 Windsor Newport, $290. °49 
Windsor 4-dr., $195. 

DeSOTO—’'55 Fire Dome (8) Sportsman, 
$1,830. '51 Custom 4-dr., $275. '49 Cus- 
tom 4-dr., $155. 

DODGE—’52 Coronet Diplomat, $445, $310; 
conv., $345; Meadowbrook 4-dr., $300. 
*51 Coronet 4-dr., $395; Meadowbrook 4- 
dr., $270. "50 Coronet 4-dr., $150, $100. 

FORD—’56 Fairlane (8) conv., $2,285* 
(ps), $2,180*%; 2-dr., $1,855, $1,645. ’55 
Main (8) Ranch Wagon, $1,485; Fair- 
lane (8) 4-dr., $1,390*, $1,315, $1,195; 
Custom (8) 2-dr., $1,240*, $1,230; Crown 
Victoria, $1,855. '54 Main (6) 2-dr., $560. 
"53 Custom (8) conv., $830*. '52 Cus- 
tom (8) 2-dr., $590*, $550*, $525*, $455*, 
$425; Main (8) 4-dr., $380. '51 Custom 
(8) 4-dr., $340*, $330*, $315, $305* $295, 
$285, $265*. 

HUDSON—’'54 Super Jet 2-dr., $560. ’51 
Hornet 4-dr., 2 at $110*. 

KAISER—’51 Deluxe 4-dr., $130*. 

LINCOLN—’56 Capri 4-dr., $3,635* (ps). 

MERCURY—’55 Monterey coupe, $1,960*; 
Custom station wagon, $1,940*%. ‘53 4- 
dr., $1,000*, 750°. °52 4-dr., $640°, 
$550*; coupe, $585*. °51 2-dr., $295, 
$285. 

NASH—-’55 Rambler station wagon, $1,205. 
‘53 Statesman 4-dr., $700*; Ambassador 
4-dr., $650*. '52 Statesman 4-dr., $385*. 
‘51 Rambler station wagon, $300*, $245. 

OLDSMOBILE—’56 (88) Holiday, $2,660* 
(ps), $2,525° (ps); 4-dr., $2,125°. °55 
(88) Super conv., $2,145*; 4-dr., $1,750°; 
(98) 4-dr., $2,200* (ps). '54 (88) Super 
4-dr., $1,640* (ps). 53 (98) 4-dr., $335*. 
"52 (88) 4-dr., $270*. 

PACKARD—’53 coupe, $700*. °52 4-dr., 
$200* 

PLYMOUTH—’56 Belvedere (8) conv., $2,- 
100* (ps). '55 Belvedere (8) Sport coupe, 
$1,530*; Belvedere (6) station wagon, 
$1,425; Savoy (6) 2-dr., $1,135; Plaza 
(6) 4-dr., $990. °53 Cranbrook club 
Saane’ $620, $560. '52 Cranbrook 4-dr., 
445*. 


PONTIAC—’55 Star Chief (8) conv., $1,- 
930* (ps); Chieftain (8) 4-dr., $1,605° 
(ps). ‘54 Star Chief (8) 4-dr., $1,115°*. 
’53 Chieftain (6) 4-dr., $550*, $325. '52 
Chieftain (8) 4-dr., $550*%, $325; Cata- 
_— $500*°. ’51 Silver Streak (8) 4-dr., 

80*. 


STUDEBAKER — '54 Commander 2-dr., 
$775. '53 Champion 2-dr., $450°. 52 





Used-Car Auction Prices 


Champion 4-dr., $330*, 
mander coupe, $235*. 


WILLYS—’53 Aero 4-dr., $400*. '48 Jeep-| FORD — '56 Thunderbird, $3,450* (ps) 
Main (6) 2-dr., $1,210*. °55 Fairlane (8) 
*. «| 
MISCELLANEOUS—'56 International %-| 799°. “Sede sy S408. Magn a Rake 
ton pickup, $1,160, '53 International 1-| Wagon, $1,475*; Main (6) Ranch Wagon, | 
$1,360*; Custom (8) 2-dr., $1,180*, 54 | 
Crest (8) 4-dr., $910*; 2-dr., $865; Main| Tuesday. Prices are for sale of July 24.) | 4-dr., $110. 


ton pickup, $500. 


PHILADELPHIA 


(Harold B. Robinson Auto Auction. Sales 
every Tuesday and Thursday, Prices are for MERCURY a 24 5 
sales of July 12-17). MERCURY — ’55 Monterey 2-dr., $1,930* ann ' ad . 
(ps), $1,550, $1,420, $1,120; Montclair) BUICK—’56 Super Riviera, $2,725* (ps); Monterey club coupe, $1,050; 4-dr., $925*; 


ae SP O28 pies nee. Se ane Special Riviera,’ $2,515", $2,475*. '55/ Custom club coupe, $925, ’52 conv., $525. 


selling about 80 percent of all consign- 


CADILLAC—'52 (62) 4-dr., $1,410*. ’51 
$800*, $755*. '50 (61) 4-dr., 


’49 sedan, $340*. '42 (62) 4-dr., 


CHEVROLET — '55 Two-ten (8) station 
wagon, $1,850, $1,410, $1,370, $1,340; 2-| PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
$1,090, $1,075, $1,070. °54| 470*, $1,350; Savoy (8) 2-dr., $1,210, $1,- 
200, $1,140; Savoy (6) 2-dr., $1,015, | 
Two-ten Delray, $870* (ps); 4-dr., $875, | $815; Plaza (6) 4-dr., $1,105, $1,070, | 
$740. ’°53 Bel Air 4-dr., $830*, $710, $690; $955. °'54 Belvedere Hardtop, $920; 
$490, $360. "52 SL De- dr., $750; Savoy 2-dr., $880, $700; Plaza 
$475*, $200; SL Special 2- 4-dr., $670, $580, $560, $480. °53 Cran- 
$510, 2 at $460, $455, $450, $380, brook Belvedere, $600. : 


Corvette, $1,575*; Bel Air 4-dr., $1,080; 


One-fifty 2-dr., 








$320. °51 SL Deluxe Bel Air, 
conv., $320. 







°48 4-dr., $210*, $125, $120. 





*50 roadster, $225°*. 


(8) 2-dr., $640°*. 


2-dr., $330*, ’51 2-dr., $160. 


Statesman 4-dr., $210*, $175. 





"50 (88) 4-dr., $240°; 2-dr., $190. 


PACKARD 
dr., $235*. °50 4-dr., $130°. 





ODE T A BEATA 
Le 


nn 


Earle C. Dahlem, vice president and 
general manager, Wm. L. Hughson Co., Inc., 
San Francisco, California 


“As the world’s first Ford dealer 
we’ve had a reputation to uphold since 1903. 


“Service First has always been our motto and for 
this reason we use and recommend what we con- 
sider the world’s finest motor oil... Royal Triton. 
Since it was first introduced I estimate that we’ve 
serviced 45,000 Fords with Union’s Royal Triton. 


“No other motor oil I know keeps engines cleaner, 
freer from wear than Royal Triton, and it certainly 
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$445°*; | PONTIAC—’56 Chieftain (8) Safari, 
690°. °55 Chieftain (8) Catalina, $1,- $625*; 2-dr., $575*. °51 SL Deluxe 2-dr., 
CHRYSLER—’51 Windsor 4-dr., $400*. '50 
4-dr., $250*°. °49 NY club coupe, $275*. 


DeSOTO—’55 Fire Dome (8) 4-dr., $1,925*. 
’53 Fire Dome (8) 4-dr., $770* (ps); 2- 
dr., $710, $670* (ps); conv., $615* (ps). 


DODGE—’54 Coronet 4-dr., $850*. °53 4- 
dr., $690*, $620*, $585*. °52 2-dr., $550*, 
$320*. ’°51 Com- $420. '51 2-dr., $350*, $330, $280, $130. 


HUDSON—’'55 Wasp Hardtop, $1,280*, '53 


Hardtop, $1,810*; 2-dr., $1,545*. ’54/ 
/ Hardtop, $1,420*, $1,380*, $1,360*; 4-dr., | 
1,260* wae,” 2-dr., 00*, | 
BUICK—’55 RM 4-dr., $1,780* (ps). °54 ae 50 Sar site. — a 
Century Riviera, $1,520* (ps); RM 4-dr., . 
$1,390* (ps), $1,380* (ps). ’53 RM 4-dr., | 
"52 RM 4-dr., $710* (ps). ’51/| 
Super 4-dr., $425*; RM 4-dr., $320*,. °50| OLDSMOBILE—’56 (88) Holiday, $2,400*| 
RM 4-dr., $420*; Hardtop, $320*. | (ps). '55 (88) Holiday, $2,105*, °53 (88) | 
Holiday, $1,200* (ps); 4-dr., $1,000*. | 
"52 (88) 4-dr., $490*%. °51 4-dr., $170*.| 


NASH—’53 Rambler conv., $580. ’51 


"52 4-dr., $320, $275. '51 4-) 














$2,- ten 4-dr., $795. 


850*; 4-dr., $1,605*. °'54 Chieftain (8) $345°*. 


4-dr., $1,200° (ps), $1,030° (ps), $965* DeSOTO—’52 Fire Dome (8) 4-dr., $400*. 
DODGE—’55 Royal Lancer 2-dr., 


s BAKER—’ . $1,735* (ps). '54 Meadowbrook 2-dr., 
a a io ane oesee: $850. '53 Coronet club coupe, $650, $565*. 


(ps), $950°. °50 Silver Streak (8) conv., 
$365, $150; 2-dr., $260*, $170. 


Champion 4-dr., $470*, $320. '51 Cham-| ‘°50 Wayfarer 2-dr., $175. 
pion 4-dr., $230*, $130, '50 4-dr., $120*,| FORD—'56 Fairlane (8) 2-dr., $1,750. 
$115. Fairlane (8) Country 


WILLYS—’49 Jeepster, $100. Victoria, $1,660*, $1,645*; 


$1,350; Custom (8) 


; | MISCELLANEOUS — ’53 Chevrolet %-ton/ Crest (8) Victoria, $1,000°; Custom (8) 


4-dr., $950; Custom (6) 4-dr., $790. '53 
Custom (8) 4-dr., $775, $765*, $765, $745, 
$730. '52 Crest (8) Victoria, $680*%; Cus- 
tom (8) 2-dr., $415. '51 Custom (8) Vic- 
toria, $460; 4-dr., $310. 


pickup, $510, $440. 


JENISON, MICH. 


(Grand Rapids Auctions, Inc, Sale every 





(Market still very steady as standout 


cars will still bring top dollar, The de- | HUDSON—'52 Jet sedan, $325. 
mand for average cars is off. Sold 113 | LINCOLN—'51 Cosmopolitan 4-dr., $295*. 


| MERCURY—’55 Custom 4-dr., 


cars out of 153 offerings.) 


Super Riviera, $2,015* (ps); RM Riviera, '50 4-dr., $330 
$1,810* (ps); Special 4-dr., $1,800*; Cen- 7 ‘i 


tury Riviera, $1,705. '54 Super Riviera,| NASH—'56 Statesman 4-dr., 
$1,625* (ps); Special 2-dr., $1,550*%; 4- Ambassador 4-dr., $1,460*, '51 Statesman 


dr., $1,465*, $1,400*, $1,305*; RM 4-dr., $160. 
Riviera, $1,480* (ps). '53 Super Riviera, | OLDSMOBILE—’56 (88) 


$965", $950*, $745*. °52 Super sedan, Super 4-dr., $1,950*, 


$865*. °'51 Super Riviera, $400*. ’50 $2,060*. °54 (88) 2-dr., 


Special 2-dr., $150*. | '51 (88) 4-dr., $380*, 
CADILLAC—'54 (62) 4-dr., $2,360* (ps). conv., $160*. 

"52 (62) 4-dr., $1,225*. PACKARD—’55 Clipper 4-dr., $1,725* (ps). 
| CHEVROLET—’56 Bel Air (8) 4-dr., $1,- °53 Clipper 4-dr., $745*, 


950*; Two-ten (8) 2-dr., $1,735, $1,550. $385*, $340°. 


’55 Bel Air (6) conv., $1,600*; 2-dr., $1,-| PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
335; station wagon, $1,450; Two-ten (6) 190. °54 Belvedere conv., 
2-dr., $1,325, $1,290*, $1,160; Two-ten station wagon, $1,050; 4-dr., $705. 


(8) 2-dr., $1,255, $1,125. °54 Bel Air 
conv., $1,245* (ps); 4-dr., $1,050°*, 
025*, $990*, $895* (ps); Two-ten 4-dr., | 
$900. °53 Bel Air conv., $1,020*; Two-' 


$2,400*. °55 Chieftain 





has been the solution to keeping valve lifters free.”’ 

From every part of the country come testimonials 
like Mr. Dahlem’s. If you have yet to try amazing 
purple Royal Triton in the cars you sell and serv- 
ice we suggest you do. Royal Triton Motor Oil is 
immediately available in all popular grades from 
your nearby Union Oil representative. 


UNION OIL COMPANY 


OF CALIFORNIA 


Los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicago: 

1612 Bankers Bldg. ¢ Philadelphia: Eastwick Ave. & Edgewood St. 

Dallas: 313 Fidelity Union Life Bldg. * Kansas City, Mo.: 612 W. 47th St. 
New Orleans: 644 National Bank of Commerce Bldg. 





°652 SL Deluxe conv., 


’49 Custom 


Super 4-dr., 
$1,020* (ps); 4-dr., $955*; Special 2-dr., 640* (ps); Deluxe 4-dr., $2,490*. "55 (88) 


$1,- PONTIAC—'56 Star Chief 


(Continued on Page 36, Col. 1) 
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’50 Silver Streak (6) 2-dr., $180. | CHRYSLER—’51 Windsor conv., $ 
STUDEBAKER — ’53. Commander 4-dr., | DeSOTO—’55 Sportsman, $1,950* 






























$1,705*. ’'55 Two-ten (8) coupe, $1,220; | dr., $305. $110*. Rambler station wagon, $400. 


































AT CARTER... 



































































No ivy-covered walls here... but it’s one of the oldest special- 
ized automotive service schools in existence. The Carter Factory 
Service School was founded in 1934...dedicated to the pur- 
pose of helping Carter servicemen do better tune-up jobs. 
More than 5,000 “Masters of Recarburetion” have been grad- 
vated from the “Academy”. 


It's a stiff course ... but worth it. Years of automotive know-how 
are crammed into three busy weeks. Lectures, plus learning by 
doing, are combined with the use of the most modern equip- 
ment. The classes are purposely kept small to allow plenty of 
individual instruction. 












Why do we do it? Because we have learned how vitally 
Thi : ' ‘ important good fuel system performance is today. We have 
: ms enetng <4-Sane Corbureter = taken it upon ourselves not only to build the finest carbureters, 
A example of CARTER pioneering to give . 

yi you more power from modern engines fuel pumps and filters... but also to help keep them that way, 
and modern fuels. for years of customer satisfaction. 
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DIVISION OF QCEF INDUSTRIES INCORPORATED ~- ST. LOUIS 7, MISSOURI 











190*. 





(ps). '50 


Silver Streak (8) 4-dr., $290, 50 Silver| 690* (ps); Custom (8) 2-dr., $1,255*;| (Tim Anspach Auto Auction. Sale every| $750, $675*. ’53 Crest (8) Victoria, $910°, 





oe * $700*; Champion 2-dr., $445, '52 Cham- Custom conv., $285*. 

S -Loar uction rices pion 4-dr., $205%, $165*. '51 Com-| popGE—'55 Coronet 4-dr., $1,260, *54| 
mander 4-dr., $260*%; Champion 4-dr.,| Coronet 4-dr., $825; Meadowbrook, $710. 
$170°*. | '53 Meadowbrook 4-dr., $610*, $270. 

WILLYS—’53 2-dr., $370. | FORD—’'56 Main (8) Ranch Wagon, $1,-| 

| MISCELLANEOUS—’53 GMC %-ton pick- 965. °55 Fairlane (8) Victoria, $1,575* 

Cont i from Ps r up, $475. '52 Dodge %-ton pickup, $305. $1,500; Custom (8) 4-dr., $1,210*; Cus-| 

(Continued fro age 35) tom (6) 4-dr., $900; Main (6) Business| 

2-dr., $1.405. °'53 Chieftain (8) conv.,; Custom (6) 4-dr., $1,330. ‘55 Fairlane ALBANY coupe, $900. '54 Crest (8) Victoria, $1,- 
$990*. '52 Chieftain (8) 4-dr., $550*. ’51 (8) conv., $1,630* (ps); Victoria, $1,- = 170*, $1,150, $1,070*; Main (6) 2-dr.,| 


—_— 


MISCELLANEOUS—'56 14-ton pick ip, $1,- 


200. ‘55 Volkswagen 2-dr., $1,275, '5 
Chevrolet “%-ton pickup, $625. > Ford 
%-ton pickup, $560, ‘52 Ford -ton 


pickup, $460. 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs. 
day. Prices are for sale of July 26 
(Most active sale we’ve had in a long 


time, Truck market hot, Sold 110 cars 
out of 138 offerings.) 


52 a BUICK—'54 Super Riviera, $1,505", Cen. 


2-dr., $1,175, $1,165; Bel Air (6) 2-dr.,; NASH—’52 Ambassador 4-dr., $435; | CADILLAC—’56 (62) coupe, $4,400* (ps), | OLDSMOBILE—’54 (88) Super conv., $1,- 


Streak (8) 2-dr., $195*. | Main (8) 2-dr., $1,155. '54 Custom (8) } Monday. Prices are for sale of July 23.) | $790%, $730*, $710; 4-dr., $850. 
MISCELLANEOUS—’53 Chevrolet %-ton 2-dr., $1,055; 4-dr., $1,075, $960. ’53 | (Despite the steel strike and layoff of (8) Victoria, $625°; Custom (8) 4-dr., 
panel, $570. '51 Henry J 2-dr., $140. | Crest (8) Victoria, $840; Custom (8) 4-| several thousand men in this area, car $570, $420. '51 Custom (8) 4-dr., $280, | 
5 x F dr., $755*; 2-dr., $785, $780; Custom (6) sales soared at a terrific pace for clean, $215; Victoria, $185. '50 Custom (8) 2-| 
| 2-dr., $795. '52 Crest (8) Victoria, $670;| Tready-to-sell used units, Renewed con- | dr., $200, $130. ‘49 Custom (8) 4-dr., | 
DANVILLE, VA. Custom (8) 4-dr., $630, $625*; Custom | fidence in the continuation of these dizzy | enoives x b $900. °51/ 
i tad. | (6) 2-dr., $505. '51 Custom (8) Victoria,| prices was shown as several big retail JDSON—’55 Rambler coupe, "5 
Bi ayy ag ogy gy Ay Sur 2.) $505; oie $520, $380, $310, $305, $280; | outfits loaded their inventories. A scarcity Super 4-dr., $190. '50 Commodore 4-dr., 
(Market very active on all but new 2-dr., $365, $325; conv., $305*; Deluxe| of nice cars seems to be the answer. $130°. 7 
cars, Sold 122 cars out of 160 offerings.) | (6) 2-dr., $200. ’50 Custom (8) club Sold 139 cars out of 173 offerings.) | KAISER- "51 Deluxe 4-dr., 32 . 
BUICK—’50 Super 2-dr., $340, $335, $260;| COUPe, $505, $275, $175; 4-dr., $265; 2- BUICK—'56 RM coupe, $3,000* (ps), $2,-|MERCURY—'56 2-dr., $2, 025 ’54 Mon-| 
y . dr., $305, $185; Deluxe (8) 4-dr., $175. 325° (ps); Special Riviera, $2,550*, $2,- terey coupe, $1,425*, $960*; Custom 4-| 
on aay Baye $275. 49 Custom (8) 4-dr., $170, '40 Deluxe} 300*. 54 RM Riviera, $1,480* (ps); Spe- dr., $1,050; conv., $1,030, 53 , Monterey 
hake tan ‘55 (60) Special 4-dr., $3,- coupe, $320. F cial 4-dr., $1,030*. '53 RM 4-dr., $1,100* Sport coupe, $1,175*, $780*. °51 2-dr., 
2” (ps). 5 ke +e,| (ps); Special Riviera, $800; Super 4-dr., $295*, $250*. '50 4-dr., $250, $170, "49 
CHEVROLET—’56 Bel Air (8) sedan, $2,- | MERCURY ‘53 "Monterey 2-dr., $995°. '51|) 779% +52 RM 4-dr., $520*. '50 Super| 4-dr., $130. 
255 (Corvette motor); Two-ten (8) 4-dr., 4-dr., $460 » $265, $255. '49 Custom 4-| conv., $310*; 4-dr., $290*; Special 2-dr.,| NASH—’54 Custom Sport coupe, $890*, ’52/ 


tury 4-dr., $1,375*, ‘52 Special 2-dr,, 
$585. '51 Super 4-dr., $380*; 2-dr., $210* 
Special 2-dr., $210*, °50 Special 4-dr,, 
$275*, $205°, $115*; 2-dr., $160°; RM 4. 
dr., $150*, °49 Super sedan, $165* 

CHEVROLET—’'56 Bel Air (8) 4-dr., §2. 
185* (ps). ‘55 Two-ten (8) 4-dr., $1,339 
$1,315; Two-ten (6) 4-dr., $1,050, Ss06 
Bel Air (6) 2-dr., $1,175*. '54 Be! Air 2. 
dr., $1,175*; 4-dr., $95 ; Two-ten 4 
dr., $915; 2-dr., S875. '53 Bel Air 4-dr,, 
$860*; 2-dr., $770* (ps); station agon, 
$940*; Two-ten 4-dr., $730*; 2-dr., S725*- 
One-fifty 2-dr., $545; 4-dr., $375. ‘52 SL 
Deluxe 4-dr., § $460, $435*; 2-dr,, 
$420, $380; Bel Air, $525*. '50 SL Deluxe 
4-cir., $1S85*. 

DeSOTO—'53 Fire Dome (8) 4-dr., S775*, 

DODGE—’51 club coupe, $280*. '50 Coronet 
4-dr., $130 











152 (98)| FORD—Main (6) 4-dr., $1,540. °55 Fair. 


$275; 2-dr., $250. '49 FL Deluxe 4-dr.,| ‘54 Savoy 4-dr., $750. '53 Cambridge 2- Two- ten (6) 2-dr. $1, 240, $1,170, $925. Plaza 2-dr., $620. '53 Cranbrook Savoy, 


$230. '48 FM 2-dr., $270. | dr., $580, $380; Cranbrook Belvedere, 54 Bel Air coupe, $1,250*; Two-ten 2-dr.,| $760*; 4-dr., $700; 2-dr., $650*. '52 Cam- 
CHRYSLER—’51 coupe, $200*. '39 Wind- $550. ‘52 Cambridge 4-dr., $280. ‘51 $1,220*, $750; Delray coupe, $1,125. ‘53 bridge conv., $675. 
sor 4-dr., $125. Cambridge 4-dr., $175. ‘49 Special De- Bel Air 4-dr., ne 8 ,8790°, $720; Two-ten | PONTIAC—’55 Chieftain (8) Catalina, $1,- 
DeSOTO—'48 Custom 4-dr., $100. } luxe 2-dr., $195. '48 Special Deluxe 4- 2-dr., $775*, $751 20*. '52 SL Deluxe 2- 760*. '53 Chieftain (8) 4-dr., $820, $750*. 
DODGE—’53 Coronet 4-dr., $530. '52 Mea- dr., $235. dr., $460, $450, 7a SL Special 2-dr., "51 Silver Streak (8) 4-dr., $260*. 
dowbrook 4-dr., $310. '50 2-dr., $160.| PONTIAC—’'55 Chieftain (8) 4-dr., $1,505.| $320; SL Deluxe 2-dr., $300*, $190*. '50| STUDEBAKER — '52 Champion coupe, 
'48 4-dr., $155. | ’54 Chieftain (8) 2-dr., $1,100*; 4-dr.,| SL Deluxe 4-dr., $270. '49 SL Deluxe 2- $420°. 
FORD—’56 Fairlane (8) Victoria, $1,880;| $1,090*. '52 Chieftain (8) 2-dr., $375.| dr., $180, $130, $100. WILLYS—’ 50 station wagon, $270. 





$1,170. °'54 Two-ten 2-dr., $960; One-/| Rambler conv., $340. '51 Statesman 2- | $4,200* (ps), $4,050* (ps). °55 Eldorado, | 675*; Holiday, $1,710*; (98) 4-dr., $1,550* | 
fifty 4-dr., $705. '53 Bel Air 4-dr., $805;| dr., $135. | $4,350* (ps), $4,150* (ps); (62) coupe, (ps), $1,525* (ps), $1,510* (ps). °53 (98) / 
Two-ten 4-dr., $765, $720, $690, $685;| OLDSMOBILE—’52 (88) 4-dr., $640*. ’'50| $3,550* (ps), $3,260* (ps). 54 (62) 4-dr., 4-dr., $1,250*, $680* (ps); (88) Super 2-| 
One-fifty 2-dr., $595. '52 SL Deluxe 4- (88) 4-dr., $505, $435*, $285*; 2-dr.,| $2,740* (ps), $2,500* (ps); coupe, $2,- dr., $1,050%; Deluxe 4-dr., $925. 

dr., $435*; 2-dr., $610. ‘51 SL Deluxe $380*, $280; (98) 4-dr., $280*, '49 (88) | 800* (ps). ‘50 (62) 4-dr., $750*. Super 4-dr., $560*. ’49 (98) coupe, $150*. 
2-dr., $475, $405; 4-dr., $360. '50 SL De- 4-dr., $185*; (98) 2-dr., $110*. 1c HEV ROLET—’'56 Bel Air (8) 4-dr., 2 at; PLYMOUTH—’55 Plaza (6) club sedan, $1,- 
luxe Bel Air, $340; 4-dr., $320, $305,| PLYMOUTH—’55 Savoy (6) 2-dr., $1,200.| $2,22 5*; One-fifty (6) 4-dr., $1, 625, "55 140; 4-dr., $1,140. '54 Savoy 4-dr., $710; 


| MERCURY 


| 


| 
| 
| 











lane (8S) 4-dr., $1,565*, $1,490; Custom 
(S) 4-dr., $1,460*, $1,415; Main (6) 4. 
dr., $1,355. °54 Main (8) 2-dr $920; 


Custom (6) 2-dr., $890. ‘53 Main (8) 
Ranch Wagon, $1,000; Crest (8) Victoria, 
$940; Custom (8) 2-dr., $825, S7S0. '52 


Main (8) 2-dr., $500; Main (6) 2-dr,, 
$460. '51 Deluxe (8) 2-dr., $360; Cus. 
tom (8) 4-dr., $340. '50 Deluxe (8) 2. 
dr., $240. '49 Deluxe (8) 2-dr., $200; 
4-cir.. $175, $125. 

5 Custom 4-dr., $1,600*. '53 







4-cir., ° 

NASH—’'55 Rambler Cross Country, $1,500; 
sedan, $775. '53 Ambassador 4-dr., $965*, 
"50 Ambassador 4-dr., $165* 














OLDSMOBILE—’'55 (88) Holiday, $2,045* 
(ps). "54 (S88) Super 4-dr., $1,565*, '53 
(88) Super 4-dr., $925*, $925. ‘52 (98) 
4-dr., $740* (ps), "51 (88) Holiday, 


$510* 

PLYMOUTH—'55 Plaza (8) Suburban, §1,- 
440, $1,400; club coupe, $1,175 54 
Savoy 4-dr., $735*; Plaza 2-dr., $665. '53 
Cranbrook 4-dr., $630; Cambridge 4-dr., 
$425. 

PONTIAC—'55 Chieftain (8) Catalina, $1,- 
665°; 4-dr., $1,565*, $1,370. '54 Chieftain 
(8) 4-dr., $905*, °53 Chieftain (6) 2-dr., 
$550*. '51 Silver Streak (8) 4-dr., $415*, 
"49 Silver Streak (8) 4-dr., $110* 

STU DEBAKER—'54 Champion 4-dr., $725 
"53 Commander 2-dr., $605, ‘50 Cham- 
pion 4-dr., $125. 

WILLYS—'48 Jeepster, $130 


| MISCELLANEOUS—'55 Ford '-ton pickup, 


$895. °54 Ford 2-ton truck, $1,150, $955 
"53 Chevrolet i-ton dual, $1,025 2-ton 





truck, $750; Ford %-ton pickup, $7 
International ;-ton pickup $695 2 
Chevrolet 2-ton truck, $780, $550; -ton 


pickup, $555; Ford 2-ton truck, $780; 
%-ton pickup, $420; GMC 2-ton truck, 
$695. °51 International 2-ton truck, $570, 
$420. ‘50 Chevrolet 2-ton truck, $615; 
%-ton panel, $225. "48 Internationa! 2- 
ton truck, $285; Dodge 2-ton truck, 
$385; Diamond T 2-ton truck, $250, ‘45 
Chevrolet 1%-ton pickup, $255. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 

day. Prices are for sale of July 23.) 
(Sold 260 cars out of 360 offerings.) 

BUICK—’56 RM Riviera, $2,950* (ps); 
Special Estate Wagon, $2,680*; Super 
Riviera, S2 (ps). '55 Super Riviera, 
$2,.200* (ps), $2,140* (ps), $2,080* (ps); 
RM Riviera, $2,195* (ps). ‘54 Century 
Riviera, $1,700*, $1,380; Special onv., 
$1,450", "53 RM Riviera, $1,045*; Super 
Riviera, $995*. 


CADILLAC 56 (62) coupe de Ville, $5,- 














050* (ps), $4,030* (ps) f-dr., $4,200° 
(ps) $3,900* (ps). "55 Eldorado conv., 
$4,200° (ps); (62) coupe de Ville, $3,325* 
(ps), 2 at §$3,260* (ps); 4-dr., $3,250° 
(ps), $3,220* (ps), $3,065* (ps). ‘54 


(62) coupe. $3,130" (ps) 
CHEVROLET—'56 Corvette, $3,200; Bel 
Air (S) 4-dr., $2,265*, $2,250* ‘ps), $2,- 
205*, $2,150", $2.065*: Two-ten (6) 4-dr 
$1,905, $1,.850*. '55 Bel Air (8) Nor ad, 
$1,950*; Sport coupe, $1,755*, $1,750*, 
$1,635; Two-ten (8) Delray coupe, §1,- 





435*. ‘54 Corvette conv., $1,625*; Bel 
Air station wagon, $1,400*; conv., §$1,- 
205*. °53 Bel Air 4-dr., $975* (ps); Two- 
ten 4-cir., $795, $665. "51 SL Deluxe Bel 


Air, $470* 

CHRYSLER '55 Windsor Newport, $&1,- 
35*. °51 Imperial 4-dr., $485* (ps). '49 
4-dr., S170 

DeSOTO—'53 Fire Dome (8) 4-dr., $800°* 
(ps) 

DODGE—’'55 Coronet (8S) 4-dr., $1,455; 
Coronet (6) 2-dr., $1,325. '54 Coronet 
(8) 2-dr., $895, $595. °53 Coronet sta- 
tion wagon, $725. 

FORD—'56 Thunderbird, $3,075*; Park- 
lane station wagon, $2,2S80*; Fairlane (8) 
2-dr., $2,150*, $1,800*; Custom (8) 4- 
dr., $1,825; Main (8) 4-dr., $1,845, '55 
Thunderbird conv., $2,465; Fairlane (%) 
conv., $1,670, $1,600; Country sedan, §1,- 
835*, $1,815*; Custom (8) 2-dr., $1,275, 
$1,15 $1,075. °54 Crest (8) conv., §$1,- 
380. '53 Crest (S) Victoria, $1,165, $935". 

HUDSON—’55 Rambler station wagon, §$1,- 
585*. '54 Super Jet 4-dr., $800. 

LINCOLN—'56 Capri 4-dr., $3,500* (ps). 
’54 Capri conv., $1,925* (ps). '53 Capri 
coupe, Sl, 330°. 

MERCURY 56 Mentasey Phaeton, $2,525°; 
Montclair conv., $2,505* (ps). '54 Custom 
Sport coupe, $1,300: Monterey 4-dr., $1.- 
220, $1,150* (ps); 2-dr., 2 at $1,050. '53 
Monterey coupe, $1,175; Custom Sport 
coupe, $950*. 

NASH—’55 Ambassador 4-dr., $1,750* (ps) 
Rambler Cross Country, $1,725*, $1,660* 
$1,485. ‘53 Ambassador 4-dr., $655"; 
Statesman 4-dr., $440. 

OLDSMOBILE—'56 (98) Holiday, $3,215* 
(ps), $2.745* (ps); (S88) Super 4-dr., §: 
700*. '55 (8S) Super Holiday, $2, 
"54 (98) conv., $1,785* (ps); 4-dr., 
600* (ps); (88) Super 4-dr., $1, '575* 
$1,520* (ps). '53 (88) Super Holiday, $1,- 
390* (ps). 

PACKARD—'55 Clipper 4-dr., $1,840*. 

PLYMOUTH —’'56 Savoy (8) Suburban, §$2,- 
325; Plaza (6) 4-dr., $1,405. '55 Belve- 
dere (8) 4-dr., $1,620* (pe). $1,505", 
$1,470*, $1,395*; Savoy (8) 2-dr., $1,385. 
’53 Cranbrook Savoy, $475. 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 
525*, $2,200*; Star Chief (8) Catalina, 
$2,360*. ‘54 Chieftain (8) Catalina, $1,- 
380*; Star Chief (8) 4-dr., $1,080*, °53 
Chieftain (8) 4-dr., $820* (ps). '50 Sil- 
ver Streak (8) 2-dr., $180, $105*. 


(Continued on Page 37, Col. 1) 
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(Continued from Page 36) 


STUDEBAKER—'56 President 4-dr., $2,- 
290* (ps). 

WILLYS—'55 station wagon, $1,375. 
MISCELLANEOUS—’'56 GMC \-ton pick- 
up, $1,925, $1,555. '55 GMC ‘%-ton pick- | 
up, $1,300. °53 Dodge %-ton_ pickup, | 
$520; Stude. %-ton pickup, $175. ‘52 
Willys %-ton pickup, $570; Dodge %- 
ton pickup, $345; Jaguar 4-dr., $610. 


rolet %4-ton pickup, $425. 


| F 
‘51 Willys %-ton pickup, $470. '50 Chev- | 

| 

| 


EBENSBURG, PA. 
(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of July 26.) | 


(Lots of dealer activity. Prices firm on | 
clean units. Sold 119 cars out of 137 | 
| 


offerings.) 


4 BUICK—’55 Super Riviera, $2,000* (ps); 


Special 2-dr., $1,395*. °54 Special 4-dr., | 


conv., $220°. | 
CADILLAC—’53 (60) Special 4-dr., $1,550* | 
(ps). '49 (62) 4-dr., $465*. 
CHEVROLET—'55 Two-ten (6) 2-dr., $1,-| 
275; 4-dr., $1,160. '54 Bel Air 2-dr., $1,-| 
050°; conv., $945; Two-ten 4-dr., $895, 


dr.. $785; Two-ten Hardtop, $760; 4-dr., | 
$895* (ps), $605*; 2-dr., $705°; One- | 
fifty 2-dr., $565. '52 SL Deluxe Bel Air, | 
$610*; 4-dr., $485; 2-dr., $370*; conv., | 
$120. "51 SL Deluxe 2-dr., $345; 2-dr., 
$345, $295; FL Deluxe 2-dr., $330°. °50 
SL Special 4-dr., $280; club coupe, $140, 
$105; SL Deluxe conv., $275; 4-dr., $270; 
2-dr., $175; FL Deluxe 2-dr., $155. '49 
SL Special 2-dr., $230; SL Deluxe 2-dr., 
$230, $105; 4-dr., $170. 


CHRYSLER—’'53 Windsor 4-dr., $760. ‘51 
Windsor conv., $275; Deluxe 4-dr., $220*. 
"50 Windsor 4-dr., $150. | 

DeSOTO — '53 Powermaster 4-dr., $840*. 
'52 Fire Dome (8) 4-dr., $490 (ps). '51) 
4-dr., $235. °49 club coupe, $195. | 

DODGE—’'53 Meadowbrook 2-dr., $470. °50} 
Coronet 4-dr., $235*. ‘49 Custom club 
coupe, $100. 

FORD—’56 Fairlane (8) 4-dr., $1,900°. °55 
Fairlane (8) conv., $1,550; Custom (8) 
4-dr., $1,270. ’54 Crest (6) 4-dr., $915*; | 
Main (8) 2-dr., $725. "53 Custom (8) 4-| 
dr., $850; 2-dr., $800; Main (6) 2-dr.,| 
$475; Delivery sedan, $550. ‘52 Custom) 
(6) 2-dr.. $595*. °51 Custom (8) Vic- 
toria, $435; 4-dr., $400*%; 2-dr., $150; De- 
luxe (8) 2-dr., $315. "50 Custom (8) 4- 
dr., $200; Deluxe (6) 2-dr., $170, $130; | 
Deluxe (8) 2-dr., $140. "49 Custom (8)/| 
4-dr.. $145; club coupe, $110; Deluxe 
(8) 2-dr., $100*%, "40 (8) 4-dr., $120. 

KAISER—’52 Manhattan 4-dr., $280° | 

MERCURY—’'53 sedan, $805. '52 Hardtop, 
$595*. '51 4-dr., $435, $305*; conv., $320°. 
"50 2-dr., $295°. "49 club coupe, $360; 2- 
dr $100 

NASH—’'51 Rambler Hardtop, $380. 

OLDSMOBILE—’53 ‘8S) Super 4-dr., S970* 
(ps). "52 (88) Super Holiday, $730°; 4- 
dr., $650°. 

PLYMOUTH—’'53 Cambridge 4-dr., $600; 
Cranbrook club coupe, $460; taxi, $145.) 
'52 Cranbrook 4-dr., $280. ‘49 Special 
Deluxe 4-dr., $200, $130 

PONTIAC—'54 Chieftain (8) Catalina, $1,- 
375°; Chieftain (6) 4-dr., $850°; 2-dr., 
$850. ‘51 Silver Streak (8) Catalina, | 
$420°. ‘48 Torpedo (6) 4-dr., $135. °46) 
Torpedo (8) 2-dr., $100. 

STUDEBAKER "52 Commander conv., | 
$285*. "50 Commander 2-<dr., $140. | 

WILLYS—'56 (4) Dispatcher, $790. 

MISCELLANEOUS—'53 Henry J (4) sedan, | 
210. °52 Ford %-ton pickup, $605. °51/| 
Henry J (4) sedan, $145; Chevrolet %-/| 
ton pickup, $400, °50 Chevrolet %-ton 
pickup, $305. ‘48 International %-ton| 
pickup, $215. | 

| 
| 





OMAHA 


(Richard Abel Auto Auction. Sale every 
Tuesday. Prices are for sale of July 24.) 
BUICK—'56 Century Riviera, $2,.670* (ps); | 

Special 4-dr.. 2 at $2,270°, $2,240°. °55) 

Century Riviera, $2,060° (ps). ‘54 Cen-| 

tury conv., $1,590*; 4-dr., $1,445° (ps); 

Special conv., $1,385*. '53 Super Riviera, 

$920*; 4-dr., $830*; 2-dr., $820°. °52/ 

Super 4-dr., $500*°. ‘51 Super Riviera, | 

$410. °50 Special 2-dr., $190°*. | 

CADILLAC—'55 (62) coupe, $3,230* (ps). | 
"54 (62) 4-dr., $2,605* (ps), $2,.515* (ps). 
"48 (62) 4-dr., $355°. 

CHEVROLET -— ‘56 Bel Air (8) Sport 
sedan, $2,205*, $2,180°; 4-dr., $2,095°; 
2-dr., $2,015*; Two-ten (8) 4-dr., $1,855; 
One-fifty (8) 2-dr., $1,485. °55 Bel Air 
(6) 2-dr., $1,405*; 4-dr., $1,315, $1,015. 
‘54 Bel Air 4-dr., $1,085*, $1,045; Two- 
ten 4-dr., $795; One-fifty 2-dr., $695. '53) 
Bel Air Hardtop, $870; One-fifty 4-dr., 
$620. "52 SL Deluxe Bel Air, $520; conv., 
$450°*; 4-dr., $445*. '51 SL Deluxe 2-dr., 
$325. 

CHRYSLER—’'56 Windsor Nassau, $2,585*; 
sedan, $2,475* (ps). '55 NY Newport, $2,- 
300* (ps). '52 Windsor 4-dr., $395*. °51 
Saratoga sedan, $405*. 

DeSOTO—'53 Fire Dome (8) 4-dr., $785*. 

FORD—’56 Thunderbird, $3,175*; Country | 
sedan, $2,195*; Fairlane (8) Victoria, $2,- 
175*; Main (8) Ranch Wagon, $2,015*; | 
Custom (8) 4-dr., $1,585; Custom (6) 4- 
dr., $1,610*. °55 Fairlane (8) Crown Vic- 
toria, $1,885*; conv.. $1,830*; Country| 
sedan, $1,650; 4-dr., $1,545* (ps); 2-dr.,| 
$1,475*; Custom (8) 4-dr., $1,305*; 2- 
dr., $1,270, $1,040*. '54 Crest (8) Vic-/| 
toria, $1,195*; Main (8) Ranch Wagon, 
$1,060; Custom (8) club coupe, $870*; 
2-dr., $800; Custom (6) 2-dr., $745. '53 
Country sedan, $1,210; Crest (8) 2-dr., 
$600, S575. 

MERCURY—’55 Montclair coupe, $1,985*. 
‘54 Monterey 4-dr., $1,265* (ps), $1,235*; 
Custom 4-dr., $1,165*; 2-dr., $1,135*, $1,- 
035*. °53 Custom Hardtop, $1,090*. ‘52 
Monterey Hardtop, $670*%; Sport coupe, 
$670*. '49 club coupe, $150. 

NASH—'52 Rambler station wagon, $505*. 
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! 
CHEVROLET—’55 Bel Air (8) 4-dr., $1,- | 





$1,315*; Two-ten (6) 4-dr., $1,210*, $1,- 
'54 Two-ten 4-dr., 
Air sedan, | 
$885; Two-ten 4-dr., 
’51 FL Deluxe 4-dr.,| Wednesday. Prices are for sale of July 25.) $700*; 2-dr., $650*, $430*, 

(Consignments short, Sold 139 cars out | 
of 166 offerings.) 


$1,155, $1,115, 


Used-Car Auction Prices 


$585, $555, $450. 
SL Deluxe 2-dr., 
wagon, $315. '50 SL Deluxe 2-dr., 


‘49 SL Deluxe 2-dr., 


Super 2-dr., 
Super 4-dr., 
Super 4-dr., 


PACKARD.—’53 4-dr., $670*. 
PLYMOUTH—'55 Savoy (6) Suburban, $1,- 


CHRYSLER—'49 4-dr., $135. 


55 Fairlane $875*, $785 


‘ADILLAC- 

a) ans coupe, $4,700* (ps). ’55 (62) Rambler station wagon, $1,490*, '54 Am- 
coupe de Ville, $3,550* (ps), $3,495* (ps).| Dbassador 4-dr., $1,065*. °52 Rambler 
54 (62) coupe, $2,780* (ps); 4-dr., $2,-| Hardtop, $360*. 
505* (ps), °53' (62) 4-dr., $1,655* (ps), | OLDSMOBILE—’56 (98) Holiday, $2,990* 

CHEVROLET—’56 Bel Air (8) Hardtop, (ps); (88) Super 4-dr., $2,615* (ps). ’55 
$2,140*; Two-ten (8) 4-dr., $1,935*; Two- (88) Super 4-dr., $1,995*; Deluxe Holi- 
ten (6) 4-dr., $1,760, $1,740*, °55 Bel day, $1,975* (ps). °54 (88) Holiday, $1,- 
Air (8) Sport coupe, $1,645* (ps); Two- 710°; 4-dr., $1,575* (ps); 
ten (6) station wagon, $1,645; 4-dr., $1,595*. °53 (98) Holiday, $1,385*. 
$1,170, 2 at $1,145, '54 Bel Air conv.,| (88) 4-dr., $550*; (98) 4-dr., 
$1,240; 2-dr., $940; Two-ten 4-dr., $980*;| _ (98) 4-dr., $135°*. 

2-dr., $845; One-fifty 2-dr., $775, $700. | PACKARD—’55 Custom 4-dr., $1,765* (ps). 
‘53 Two-ten 2-dr., $720, $710. $650, '52, ‘54 Custom 4-dr., $1,260*, '51 


SL Deluxe 4-dr., $610*, ’51 SL Deluxe| | ar., $205. 
4-dr., $375*; 2-dr., $365, '50 SL Deluxe | PLYMOUTH—'55 Savoy (8) 4-dr., $1,315°. 


$815; Plaza 2-dr., 
brook 2-dr., $290. 

PONTIAC—'55 Star Chief 
’54 Star Chief 
$1,265"; 4-dr., $1,100*, 
station wagon, 


Victoria, $1,- 
"53 Custom 


Custom (6) 2-dr., $350, ’°51 Custom (8) | 
station wagon, $280; 
*50 Custom (8) 





’53 Chieftain (8) 


$145, $110. 
| $460*. '51 Silver Streak (8) 4-dr., $415*. | ppnsSON—'53 4-dr., $500. 

| STUDEBAKER—’55 Commander coupe, $1,- 
’52 Champion sedan, $330. 


WILLYS—’'54 Aero 4-dr., $550. 


MINNEAPOLIS 


" (Minneapolis 
$1,195*. '51 Special 4-dr., $115. '50 Super | Thursday. Prices are for sale of July 26.) 
(Sold 96 cars.) 

~55 RM 4-dr., 
‘53 RM 2-dr., 


MERCURY—’53 1 4-dr., 
"51 4-dr., $430. ‘50 2-dr., $200. 


NASH—’55 Rambler Cross Country, $1,510. 


OLDSMOBILE—’' 56 
(ps); (88) Holiday, $3,150* (ps). °55 (98) 
Sale every (ps), $2,150* (ps); 


Super sedan, 


PLYMOUTH 

7 Cambridge station 
Cranbrook 4-dr., 
~—55 Chieftain 
"53 Chieftain (8) 4-dr., 


"51 Super 2-dr., 
49 Super 2-dr., 


$680. 53 Bel Air 4-dr., $840* (ps); 2-| CADILLAC— 


Super 4-dr., 4-dr., $1,515*. 


coupe, $3,940* "50 Custom Hardtop, $475*. 


$220*. '50 Silver Streak (8) conv., $305*; 


4-dr., $550*; 2-dr., $325.| STUDEBAKER—’52 Commander Hardtop, 
’47 4-dr., $510°. 





(nlow TO Moake 
NI 
frou Sar 
CuSsctome ns 


permanent 
CUSLOMGES H 





RWS IL other 


Champion 4-dr., $105. $1,805*, '55 Fairlane (8) Victoria, $1,- 
WILLYS—'50 station wagon, $235. 860*, $1,740*; Country sedan, 
Main (8) 4-dr., $1,105; 2-dr., 
> TY | Custom (8) 2-dr., $1,195, $1,190. 
MASON CT ’ TA. | Crest (8) Country sedan, $1,230; Custom 
(Central States Auto Auction. Sale every! (8) 2-dr., $875. ’52 Custom 


(8) 2-dr., $265. 





56 (62) sedan de Ville, $4,-| Rambler station wagon, 









Sar. S006. '54 Savoy 4-dr., $920. '53 Cambridge 4- 
CHRYSLER — ‘55 NY Newport, $2,200*| (t.. $525, $370. '52 Cambridge coupe, 
(ps); Windsor Newport, $2,245* (ps). '54| $390. 51 Cranbrook 4-dr., $320. 
NY 4-dr., $1,290* (ps); Windsor 4-dr., PONTIAC — '56 Chieftain (8) 
$1,125°, NY 4-dr., $885* (ps). ’51| Wagon, $2,585°; 4-dr., $1,850°. ’ 
Windsor 2-dr., $335. "50 NY Newport,| tain (8) Catalina, $1,720° (ps). 
$360°* Chief (8) 4-dr., $1,295" (ps). 


DeSOTO—'51 Custom 4-dr., $460*, $335./ tain (8) 4-dr., $785, $715; 
"s g - dr, $460°, $335./  so40*. ‘51 Silver Streak (8) 4-dr., $400°. 


DODGE—’55 Coronet (6) 4-dr., $1,395*,| STUDEBAKER — ‘53 Commander 4-dr., 
‘53 Coronet (8) 4-dr., $765* “(ps). $615*. '50 Champion 4-dr., $135*, $105*. 
FORD—'56 Fairlane (8) Crown Victoria, | MISCELLANEOUS — ’55 Chevrolet 


$2,105* (ps); Victoria, $2,100*; 2-dr., (Continued on Page 39, Col, 1) 










Sell them the oil that can 
do all this for their cars: 


® Double engine life . . . in summer heat, 
sub-zero cold! 








® Increase gas mileage, engine power. 


© In effect, increase the octane rating 
of gasoline... 


® Control engine knock, pre-ignition ping, 
spark plug fouling. 


® Make a difference they feel at the wheel! 







% / ~ Outsells a 


‘ f 
, &} year-round oil by far: 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORD. 





‘51 Custom 


| HUDSON—’52 Hornet 4-dr., $445. '51 Hor- 


UICK — ‘56 Century conv., $2,705*; net 4-dr., $230*. 
Riviera, $2,505* (ps); RM 4-dr., §2,- | LINCOLN—’54 Cosmopolitan coupe, $1,505* 
675* (ps); Special 2-dr., $1,700, ’'55 (ps). °53 Cosmopolitan coupe, $1,110*. 

Super 4-dr., $1,890*; Century Riviera,| MERCURY—’56 Montclair Phaeton, 
$1,925* (ps). '54 Super 4-dr., $1,420*. 550* (ps); 4-dr., $2,455* (ps), 
"53 Super Riviera, $1,030*, $975*; RM (ps); Custom 2-dr., $1,850. 
Riviera, $1,000* (ps); Special 4-dr., 4-dr., $1,380*, '51 Custom coupe, $345. 
. '51 RM 4-dr., $345*. NASH — '56 Ambassador 4-dr., 


station 


















obec et see 
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Denver Auto Ads 
92 Pct. Clean, 
BBB Chief Says 


DENVER.—Denver’s campaign to | 


restore confidence in automobile 
advertising is succeeding, accord- 


ing to W. Dan Bell, manager of the | 


city’s Better Business Bureau. 

Bell said 92.6 percent of auto ad- 
vertising now meets the require- 
ments adopted by 244 dealers in 
mid-February. Only 51.8 percent of 
the ads met the requirements when 
the campaign began, he said. 

Bell paid tribute to “the great 
majority of Denver-area auto deal- 
ers” for their cooperation, sincerity 
and accomplishments. He said 14 
dealers—only 3.9 percent of the 


area’s licensed retailers—are re-| 


sponsible for most of the current 
violations. 


Six of these signed the advertis- 
ing agreement and are failing to 
live up to it while the other eight 
did not sign, Bell said. 


School Loan Cars 
Cut by Dealers 


OKLAHOMA CITY. — Don Costa, 
Washington, D. C., field representa- 
tive of the Inter-Industry Highway 
Safety Committee, told the Okla- 
homa Safety Conference here that 
dealers now are reluctant to loan 
cars for driver training classes. 

There are 176 fewer cars this 
year than last, he said. The rea- 
sons Costa gave for this reluctance 
were abuse of the cars by the stu- 
dents and dealers’ increasing eco- 
nomic difficulties. 


C. G. O'Connor, Texas Highway 
Patrol, said most people are not 
emotionally or mentally equipped 
to handle today’s powerful cars at 
peak performance. He urged that 
speed limits on turnpikes be 


The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 
| BUICK—Special—4-dr. 
| dr. sed., 
|dr. hardtop, $2,457; conv., $2,740; 4-dr. 
| 2-seat stat. wag., $2,775. Century—4-dr. 
hardtop, $3,041; 2-dr. hardtop, $2,963; 
conv., $3,306; 4-dr., 2-seat stat. wag., 
| $3,256. Super—4-dr. sed., $3,250; 4-dr. 
|hardtop, $3,340; 2-dr. hardtop, $3,204; 
conv., $3,544. Roadmaster — 4-dr. sed., 
$3,503; 4-dr. hardtop, $3,692; 2-dr. 
top, $3,591; conv., $3,704. (Dynafiow 
standard on Century, 
master. Power steering standard on Super 
|}and Roadmaster.) - 


CADILLAC — Series 62 — 4-dr. sed., 
| $4,296; 2-dr. hardtop, $4,201; 4-dr, Sedan 
deVille hardtop, $4,753; 2-dr. Coupe deVille 
hardtop, $4,624; conv., $4,766; 2-dr. El- 
dorado Seville hardtop, $6,556; Eldorado 
| Biarritz conv., $6,556. Series 60 Special — 
| 4-dr. sed., $5,047. Series 75—S-pass. sed., 
| $6,613; 8-pass. lim., $6,828. (Hydra-Matic, 
power steering, power brakes standard.) 


| CHEVROLET — (Prices are for 6-cyl. 
| models. For V-8s, add $99.) One-Fifty— 
4-dr. sed., $1,869; 2-dr. sed., $1,826; util- 
}ity sed., $1,734; 2-dr. 2-seat stat. wag., 
| $2,171. Two-Ten—4-dr. sed.. $1.955: 2- 
dr. sed., $1,912; cl. cpe., $1,971; 4-dr. 
hardtop, $2,117; 2-dr. hardtop, $2,063; 2- 
| dr. 2-seat stat. wag., $2,215; 4-dr. 2-seat 
stat. wag., $2,263; 4-dr. 3-seat stat. wag., 


sed., $2,416; 





seat stat. wag., $2,482; 2-dr. 2-seat Nomad 
stat. wag., $2,608. Corvette—Hardtop cpe. 
or conv. (V-8 only), $3,149. 


CHRYSLER—Windsor—4-dr. sed., $2,- 
870.25; 4-dr. Newport hardtop, $3,128.25; 
2-dr. Newport hardtop, $3,041.25; 2-dr. 


President White 
Announces Pa. 


Dealer Committees 


HARRISBURG, Pa. — Standing 
committees of the Pennsylvania 
Automotive Assn. for the coming 
year have been appointed by John 
B. White, Philadelphia, president. 

The committees and their mem- 








lowered. 


Mitchell Gets 
Mass. NADA Job 


WASHINGTON. — William H. 
Mitchell jr. has been elected a 
director of NADA representing) 
Massachusetts. His dealership is | 
West End Chevrolet in Waltham, | 
Mass. He succeeds the late George | 
A. Daley jr., Quincy. 

Mitchell, during the past two) 
years has been chairman of the | 
Boston auto trade division of the 
Better Business Bureau, and has 
been active in the fight against 
false and deceptive advertising. He 
also was president of the Chevrolet 
Dealers Assn. of Boston and New 
England for four years. 

He took over West End Chevro- 
let in 1940 when it had 15 employes. 
Now the company has 63 employes 
and four locations. New-car sales 
have been increased from 200 to 
600 yearly. Repair business in 1940 
was $8,000, service and parts sales 
run $12,000 monthly. 


| 
} 


bers are: Legislative—C. A, Blake, 
Harrisburg. Employer-employe re- 
lations—B. Wayne Beglin, Roches- 
ter. Safety—Charles A. Dailey, Erie, 
chairman; J. F. Bauman, Wilkins- 
burg, and M. B. Janes, Philadelphia, 
co-chairmen. 

Membership—E. W. Reiber, New 
Castle, west chairman; David G. 
Reese, Drexel Hill, east chairman; 
R. W. Norton, Philadelphia, Phila- 
delphia chairman, and R. G. Gunn, 
Pittsburgh, Pittsburgh chairman. 
Bylaws—Frank H. Clemson, Uni- 
versity Park. Convention—David H. 

mith, Washington. House—Oscar 
M. Mohn, Lancaster. 

Industry Relations—W. M. Mc- 
Cune, Kittanning, chairman; White, 
Reiber, Clemson, Forest E. Bowles, 
York; Alex McClintchie jr., Pitts- 
burgh; Louis S. Snyder, Harrisburg; 
Paul E. Ruch, Clearfield. 

Also, J. N. Halpert, Erie; Doyle 
L. Mierly, Altoona; 
Scott, Wynnewood; John P. Mooney, 
McKeesport; Raymond E. Mills, 
Philadelphia; Lee M. McWilliams, 
Lancaster, and Harold G. Reslink, 
Erie. 


2- | 
$2,357; 4-dr. hardtop, $2,528; 2- | 


hard- | 


Super and Road- | 


$2,348. Bel Air—4-dr. sed., $2,068; 2-dr. | 
sed., $2,025; 4-dr. hardtop, $2,230; 2-dr. 
hardtop, $2,176; conv., $2,344; 4-dr. 3- 


Raymond P.) 


Current Prices on New Cars 


|} 465; 2-dr. hardtop, $3,560. Patrician 
dr. sed., $4,160. 400—2-dr. hardto; 
| Nassau hardtop, $2,904.75; conv., $3,-| Parklane, $2,427.77; 4-dr. 2-seat Country | 199, Cretkbcam —2-dr. hardtop enh 
| 335.75; 4-dr. stat. wag., $3,598. New| Sedan, $2,296.59; 4-dr. 3-seat Country | conv., $5,995. (Ultramatic standard 
Yorker—4-dr, sed., $3,779.25; 4-dr. New-| Sedan, $2,428.01; 4-dr. 3-seat Country | models. Power steering and power }b 
port hardtop, $4,101.75; 2-dr. Newport | Squire, $2,532.56. Thunderbird — Hardtop | standard on Caribbean. ) 
| hardtop, $3,951.25; 2-dr. St. Regis hard- | cpe. (V-8 only), $3,151.32. | PLYMOUTH — (Prices are for 
| Pate aes conv., $4,242.50; stat. wag., | HUDSON — Wasp Super 6—4-dr. sed.,| models, For V-8s, add $103.50 for 
$4,523.25. 300-B—2-dr. hardtop, $4,419. | $2,419.70. Hornet Special V-8—4-dr. sed.,| vedere 4-dr. hardtop, Savoy 2-dr. 


(Powerflite and power brakes standard on 
| New Yorker.) 


CLIPPER—Deluxe—4-dr. sed., $2,731. 
| Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 
hardtop, $3,164. | 
CONTINENTAL — 2-dr. hardtop, $9,-| 


543.25. (Turbo-Drive, power steering, power 
brakes standard.) 

DeSOTO — Firedome — 4-dr. sed., $2,- 
677.75; 4-dr. Seville hardtop, $2,832.75; 2- 
dr. Seville hardtop, $2,733.75; 2-dr. Sports- 
|man hardtop, $2,953.25; conv., $3,081.25; 
stat. wag., $3,370.75. Firefiite—4-dr. sed., 
| $3,119; 4-dr. Sportsman hardtop, $3,431; 2- 


| dr, Sportsman hardtop, $3,346; conv., $3,- 
| 544. Pace Car—conv., $3,615. (Powerflite 
| Standard on Fireflite. ) 

| DODGE — Coronet 6-—4-dr. sed., $2,- 


| 267.25; 2-dr. sed., $2,194.25. Coronet V-8— 

4-dr. sed., $2,375.25; 2-dr. sed., $2,302; 4- 
dr. hardtop, $2,551; 2-dr. hardtop, §$2,- 
| 437.50; conv., $2,677.50. Royal—4-dr. sed., 
| $2,512.75; 4-dr. hardtop, $2,696.75; 2-dr. 
hardtop, $2,582.75. Custom Royal—4-dr. 
sed., $2,623.25; 4-dr. hardtop, $2,807.25; 2- 
dr. hardtop, $2,693; conv., $2,912.50. 
Station Wagons—2-dr. 2-seat Suburban 6, 
$2,491; 2-dr. 2-seat Suburban V-8, $2,599; 
2-dr. 2-seat Custom Suburban V-8, §2,- 
728.50; 4-dr. 2-seat Sierra V-8, $2,716.25; 
4-dr. 3-seat Sierra V-8S, $2,821.75; 4-dr. 
| 2-seat Custom Sierra V-8, $2,868.50; 4- 
dr. 3-seat Custom Sierra V-8, $2,974. 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Mainline—4-dr. 
sed., $1,895.20; 2-dr. sed., $1,850.02; 
business 2-dr., $1,747.94. Customline—4- 
dr. sed., $1,985.48; 2-dr. sed., 
| 2-dr. hardtop, $2,092.65. Fairlane—4-dr. 
| sed., $2,093.36; 2-dr. sed., $2,047.18; 4- 
dr. 
| 193.70; Crown Victoria, $2,337.47; conv., 
$2,358.79. Station Wagons—2-dr. 2-seat 
| Ranch Wagon, $2,184.77; 2-dr. 2-seat Cus- 
|} tom Ranch Wagon, $2,249.32; 2-dr, 2-seat 


$1,939.30; | 


hardtop, $2,248.52; 2-dr. hardtop, $2,- | 


$2,629.70; 2-dr. 
Super 6—4-dr. 
tom 6— 4-dr. sed., $3,023; 2-dr. hardtop, 
$3,140. Hornet Custom V-8—4-dr. sed., 
$3,290.30; 2-dr. hardtop, $3,433.30. 
(Power brakes standard on Custom V-8.) 


hardtop, 
sed., $2,774. 


$2,744.70. Hornet 
Hornet Cus- 


hardtop, 
conv., 





926.25; 
$1,784.25. 


2-dr, 


$3,551; 
$3,740. 


sed., 
Savoy— 


2-dr. 


sed., 


hardtop, 
(Jetaway Hydra-Matic 
power steering standard on Series 95 | 


PACKARD—Executive—4-dr. 


sed 


sed 


business 
$2,025.2 


har 
and all station wagons; add $103.25 for 
other models.) — Plaza — 4-dr. 
$1,883.25; 
4-dr. 


3,480; 
and 


$3,- 
4- 
$4,- 
195; 
all 
akes 


6-cyl, 
Bel- 
top 
all 
$1,- 
pe., 
Sm 


2- 


dr. sed., $1,982.25; 2-dr. hardtop, $2,129 50, 


Belvedere—4-dr. 


sed., 


$2,109.25; 


2-dr, 


sed., 


IMPERIAL—Imperial—4-dr. sed., $4,- | $2,066.25; 4-dr. hardtop, $2,281.25; 2-dr. 
831.75; 4-dr. hardtop, $5,225.25; 2-dr. hard- | hardtop, $2,213.50; conv. (V-8 only), $2,- 
| top, $5,094. Crown Imperial—S-pass. sed.,| 477.50. Fury—2-dr. hardtop (V-8 only;, $2.- 
$7,602.25; lim., $7,736.25. (Powerfiite, | 866. Station Wagons—2-dr., 2-seat Deluxe 
power steering and power brakes standard.) | Suburban, $2,196.25; 2-dr. 2-seat Custom 
LINCOLN—Capri—-4-dr. sed., $4,211.50; | Suburban, $2,267.25; 4-dr, 2-seat Custom 
2-dr. hardtop, $4,119. Premiere—4-dr. sed.,| Suburban, $2,313.50; 4-dr. 2-seat Sport 
$4,600.50; 2-dr. hardtop, $4,600.50; conv., | Suburban, $2,483.50. 
$4,746.50. (Turbo-Drive and power steer-| pOQNTIAC — Chieftain 860 — 4-ir. sed 
ing standard. ) | $2,298; 2-dr. sed., $2,240; 4-dr. hardtop, 
MERCURY — Medalist—4-dr. sed., $2,- | $2,443; 2-dr. hardtop, $2,370; 2-dr. 2-seat 
313; 2-dr. sed., $2,254; 4-dr. hardtop, $2,-| stat. wag., $2,569; 4-dr. 3-seat stat. wag., 
458; 2-dr. hardtop, $2,388.50. Custom— | $2,653. Chieftain 870—4-dr. sed., $2,413; 
4-dr. sed., $2,410; 2-dr. sed., $2,350.50; | 4-dr. hardtop, $2,534; 2-dr. hardtop, §2,- 
4-dr. hardtop, $2,555; 2-dr. hardtop, $2,- | 480; 4-dr. 2-seat stat. wag., $2,749. Star 
485; conv., $2,711.50; 4-dr. 2-seat stat. | Chief—4-dr. sed., 2,527; 4-dr. hardtop, 
wag., $2,722; 4-dr. 3-seat stat. wag., $2,- | $2,735; 2-dr. hardtop, $2,665; conv., §2,- 
819. Monterey—4-dr. sed., $2,555; 4-dr. | 857; 2-dr. 2-seat Safari stat. wag., $3,129. 
hardtop, $2,700; 2-dr. hardtop, $2,630; 4- | RAMBLER — Deluxe 4-dr. sed., $1,- 
dr., 3-seat stat. wag., $2,977. Montclair— | 329.20. Super—4-dr. sed., $1,939.20; 4-dr. 
4-dr. hardtop, $2,834.50; 2-dr. hardtop, | 2-seat stat. wag., $2,233.20. Custom—4-dr. 
$2,764.50; conv., $2,899.50. sed., $2,059.20; 4-dr. hardtop, $2,224.20: 
METROPOLITAN — 2-dr. hardtop, $1,- | 4-dr. 2-seat stat. wag., $2,329.20; 4-dr., 
527; conv., $1,551. | 2-seat hardtop stat. wag. $2,494.20. 


NASH—Statesman Super 6-—4-dr. sed., 


$2,384.70. Ambassador Special V-8—Super | $1,996.39; 2-dr. 
4-dr. sed., $2,594.70; Custom 4-dr. sed., | sedanet, 
$2,819.70; 2-dr. hardtop, $2,684.70. Am-/| 5-pass. cpe., 
bassador Super 6—4-dr. sed., $2,689. Am- | 

bassador Super V-8—4-dr. sed., $3,001.30. | 2-dr. sedanet, 
Ambassador Custom V-8—4-dr. sed., $3,-| 4-dr. sed. 
240.30; 2-dr. hardtop, $3,383.30. (Power) President Classic 
brakes standard on Custom and Special | 


Custom models.) 
OLDSMOBILE—Series 88—4-<dr. sed., $2,- 


| 671; 2-dr. hardtop, $2,599. Super 88—4-dr. 
| sed., $2,640; 2-dr. sed., $2,574; 4-dr. hard- 
top, $2,881; 2-dr. hardtop, $2,808; conv., 
$3,031. Sertes 98—4-dr. sed., 


487; 2-dr. sed., $2,422; 4-dr. hardtop, §$2,- | 


$3,298; 4-dr. | 


STUDEBAKER- 


sed., 


Champion 6—4-dr. 
$1,946.39; 


sed., 
2-dr. 


$1,844.39. Hawk 6—Flight Hawk 


$1,985.89. Commander V-8— 


4-dr. sed., $2,124.89; 2-dr. sed., $2,075.89; 


100.89; 
476.89; 


2-dr. 


2-seat, 


2-seat, 
| dr. 2-seat, 


$1,973.89. Presidert V-8— 
, $2,234.89; 2-dr. sed., $2,187.89. 


$2,232.39; 
$2,353.89; 
$2,528.89. 
Golden Hawk.) 


4-dr. 


sed., 


hardtop, 
hardtop, §3,- 


$2,489.22. 
Hawk V-8—Power Hawk 5-pass. cpe., $2,- 
Sky Hawk 2-dr. 
Golden Hawk 2-dr. 
061.22. Station Wagons — Pelham 6-cyl. 
Parkview V-8 2- 


$2,- 


Pinehurst V-8 2-dr. 


New Commercial Car Registrations, 


38 States for June, 1956-1955 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 
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24 States Previously "56 8609 91| 1574) 7698; 2300) 2856 297 84 257 280 742 217| 25005 
Reported for June 55 4\ 11490 81} 1950} 7853} 3000, 3047 312 78 403 307} 888|_—s:147| 29560 
Alabama _ 7 "56 508 9 399 175 115 19 2 10 17 5; 1341 
‘SS 762 ! 118 7 526 205 a 134 — 30 ae a 9 7 17 16 1822 

Arkansas "56 186 4 21 134 35 38 2 6 — 432 
‘$5 4 221 19 158 ; _70 4\ ae 2 a: 3 _— 2 ee oe 524 

Connecticut ‘56 3,277 9| 106) 223 68; 134 39 9 10 35,39) 15) 967 
‘5S 1 303) 14 58} 188; 67 ici; 48) —Ss 8 13 17 34 i 863 

Maryland "56 258 7 321 58 134 30 8 . 24 26 6 967 
‘55 4 397 80 308; 4! 118 9} ~=—s 8} SB 35 19 9 1057 

Minnesota "56 | 403 9 % 450 130 233 30 6 ie; =ssi2;i(‘(iéiO:SCSt«éi SD 
55| 560) 6 109} 431|_—s147|_—258 4 24 _6 13 13 57 

Mississippi "56 428 42 372 % 123 15 ~ ! 2 1; 1088 
55 632 4 68 428; ‘165 131 S a 6 12 1| 1474 

Missouri "56 727 2 102 440 16! 219 4 7 16 24 5 21| «1728 
. ‘55 | __ 1020 13) 137 701; 268} 29! 6 6 | 2 2506 
Nebraska "56 183 3 30 163 50 93 ~ . % 9 10 593 
‘55 365) 4 66 223 80 154 7 2 15 2 20; 12) 950 

New Jersey "56 i8 5% 20 173 621 234 284 70 5 12 47 33 37; 2150 
55 2! 693 14 219 623 238 237) 63] 6 16, 47 35 40| 2252 

Ohio "56 1219 15 347, «1058 294 500 75 30 24 112 80 40| (3794 
55 1389 18 340) 1038 336) 444 62 16 40 102 68 71| _ 3924 

Oregon "56 419 10 BI 295 176 180 12 5 22 21 53 70\ (1344 
‘55 638 10 117 452 246 217 16) 3} 47, 7H 143) 47|_— 2012 

South Dakota "56 88 2 17 98 is 84 3 2 15 it 338 
55 104 i 38 89 28 30 1 _5§ 1 1 _ 308 

Vermont "56 8! i 39 4 22 76 ~ 41 uu 28 3 365 
‘55 88 16 49 33 34 / = 19 4 246 

Washington "56 382 5 160 259 172 134 i8 2 8. 9 39 29; «1217 
55 Lt 487 7 110 370; 216} _—=*160 24 . 25| 28 78 21| _ 1532 

38 States Reported "56 21; 14364 171| 2976) 12625; 3999; +5203 617 164 403 614; 115 489| 42761 
To Date for June ‘5S _30|__19149 170} 3445|_ 13437) 5140) 5397 601 | 139 652) 678; 1386 377| 50601 
Year "56 457| 141074; 1900) + 26647| 123614; 40382' 50920; ii! 1398! 4713, -7379' +4 9809| +4863) 419267 
To Date ‘55 481| 124464) 1575| 29404) 129436) 29498| 47542) 4542) 1189, 5455; 6056| 11846) _3221| 394709 





"The information contained in this report has been compiled from official state documents. 


Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated gf ihe time the report is published. 
oO. 


New Passenger Car Registrations, 35 States for June, 1956-1955 


R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. 


Polk & 










































































Car registrations by states 
are released here weekly, as De- Plym- | “LER Mer- FORD S-P 
compiled by R. L. Polk rep- Soto | Dodge! outh |7OTAL| Ford |Lincoln| cury TOTAL | Buick baker | TOTAL 
resentatives in state capitals. 
24 States Previously 56] 1112) 2459) 3571! 2941) += - 249) 2761! += 6781) 15155) 25887) 42531{ 1242! 8052 33| 51858! 15272) 3852) 50435! 12586; 10658! 92803 848; 2099| 2947; 1738! 178804 
Reported for June ‘55; 2090/3838! +5928), 4633 349) «3861! 8420] 21122) 38385) 47412) 1034) 11835} =| 60281| 22989| 3683; 56580) 18728) 17551) 119531| 1836) 3141| —4977/__—«41:146| 230248 
Alabama "56 19 35 54) 7 10 40 134 358 619; 1456) 32 274 1762 574 108; 2307 398 300! 3687 17 46 63 38| 6223 
55; 55] —s100|_—S—s 155] __—sdS9 7 122 294| 926} _—*1508| 2395 42 446 _|___2883 829 108| 2866 586 737; 5126} 36 131| 167 27| 9866 
Colorado "56 54 84 138 65) & 48 221; 347! ~Ss« 689| ~—s«s1047 44 223 if 1315 326 119; 1281 275 219| 2220 24 60 84| 47| 4493 
‘SS 34 Ta 145 123 A 8I 221 410} 846) 117! 25 29! | 1487 428 103) 1487; — 425) 367] —-2810 42 93 135 23| 5446 
Connecticut "56 73 186 259; «183 14 153 43! 741; 1522) «1760 5! 389 1! 2201 673 199, 2137 661 547| 4217 69 118 187 238| 8624 
55| 99| 257 356 306) 29} —*t71|_—«372|__—«*1034)_—19t2|_—«189 50 431 2300 998 172| 2041 841 778; 4830 99 173 272 234| 9904 
lowa "56! 58 77 135; 108| © 84 240; «478 916; 1468 3%6| 297 2) ‘1803 599; «125, «1943 385 389| 3441) 33 93 | 126 54| 6475 
55] 79|__—=«S 238} 217 16 149 387| 818} ~—«1587| 2322 48 525 2895| 897 121; 2889! 724) ~—665| 5296] ~~ 75} ~—s193}_~—=s268| == 30|_—*10314 
Mississippi "56 10) 9| 19| 48) 5 30 144 314) ~«541| ~—=«825 18 145 i 989; «310 60/1231 233 216| 2050! 14 50| 64 7| 3670 
55 21 | 29 | ee | ee Net! 582) BN} «1269 17 255 1541 450 71; 14741 330 431| 2756 34 7 Wii] 3|_—«$352 
New Jersey "56 99; 204; +303; ~—~+573| 42 659; 1050| 2001; 4325; 4199 178 90! 7; 5285) 1808 577; 4505, 1603; 1135) 9628 139} 224; += 363) += -310| 20214 
55] 159] 332] 491} ~— 667} ~—— 52} ~— S567) ~—927;_~—2361| +4574) ~— 430 107| 1228 5636! 2770 584| 4475; 2040) 1379| 11248) —248 313 561| 209) 22719 
Oregon "56 30; 141; —Ss71 77| 5 88 286; 385 e4i; 1283 40 291 2) ‘1616 542 144, 1524 382| 365| 2957 | 26 118; 144 201; 5930 
$5] 96} ~—s2t5} tt 153; t9|_—s177|_~—=—389} ~——732|_—:440|—*872 5i 516! 2439 804 156) 2421! 767 711} 4859 76 200 276, 95| 9420 
Pennsylvania 56) 236 519 755 818 63 812) 1969/3811) 7473) 7231 242; «1555 6) 9034) 3123 620; 8448! 2462; 2045| 16698 326 427 753 289/ 35002 
55/356) 740) ~—«*1076|——«*1264), 88) 1087; 2497| +5845) 10781) 8687 233| 2329 11249! 5080 781| 10043; 3580! 3499/2983) +595 623! (1218) —318| 47645 
South Dakota "56 20 38 58 22) I 17 54 93 | 187 343 4 67 414 130 22 3% 93 71) 702 ry =. 16) (1424 
] ‘55 15 37) 52) a 18} «92 149| 294) 397! 5 82 485 151 19 426 102 85| 783 19 36 55| 9\ 1678 
Texas "56 %| = «199 295; 340 38; 259) 715| 1626; 2978) 7388 154, «(1287 6) 8835; 2556 675, 9815, 2134) 1736) 16916) 7 262 338 124; 29486 
i "55! '167| «412 579| 766! | ~——553) 1391; 4038; 6844) 11883! 234) 2933 15050| 5156; 1037; 14633! 4211! 3912) 28949 217 594 81} 79| 52312 
Vermont 56 1 4! 52 33 i 26 62 133! 255 369) 7 58 434) «ST 18} 19 414 93; «+107; ~—Ss 751 4) 33) 37 28; 1557 
‘55 16 71 87 44 6 2B 67; 200) 345 345 . 65 418 146 25 491 | 102 114; 878 14 38 52| _—-30|_—«s1810 
35 States Reported 56) 1818) 3992) 5810| 5285 442| 4977; “12087! 23442| 46233; 69900; 2048) 13539 59/ 85546; 26031; 6520, 84436; 21305 17788) 156080; 1582; 3561; 5143;  3090| 301902 
To Date for June 'S5| 3187} 6301; 9488} 8441) ~— 680) «6881 | 15188) 38217| 69407| 83873) 1854! 20937! | 106664! 40698| 6860) 99826! 32436] 30229) 210049) 3291| + 5612| +8903 _—-2203| 406714 
Year "56, 17335) 39440| 56775; 53059) 4910) 49504| 104884; 237736; 450093| 614937; 20069| 131820 891| 767717| 274165| 67896' 740996! 219945| 178437| 1481439; 16591| 41680; 58271| 36317/2850612 
To Date '55| 21956 42927| 64883; 73028; 6323) 58475! 136173) 318456! 592455| 684786| 14141| 163145| | 862072} 352503} 69177! 693237| 269217| 245961|1630095| 24744| 49312| 74056) 23685|3247246 
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**The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 
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Used-Car Auction Prices 





(Continued from Page 37) 


panel, $820; Ford 1.-ton pickup, $945; 
%-ton panel, $8S85*. ‘54 Chevrolet ‘%- 
ton pickup, $835. '53 Chevrolet %-ton 
pickup, $690; Ford ‘4-ton pickup, $725 
50 Chevrolet 14-ton pickup, $500; Dodge 
¥%-ton pickup, $490. 
CHICAGO 

(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
July <6.) 


(Many out-of-town buyers keeping the 
market strong. Sold 277 cars out of 433 
offerings.) 


pUICK—'56 Special Riviera, $2,400*. °55 
Special 4-dr., $2,050* (ps); Super Riviera, 
$2,000* (ps). '54 Century Riviera, $1,560° 


$1,430*; RM Riviera, $1,545* (ps); 


(ps 
eer Riviera, $1,450*, $1,430*, $1,375*; 
Special 4-dr., $1,285*. '53 Super Riviera, 
$1,200* (ps), $1,075*: RM Riviera, §$1,- 
050* (ps), $1,045* (ps); Special conv 


$950*; Riviera, $920; 4-dr., $900*, $815* 
52 Super 4-dr., $550*, $475*. '51 Super 


4-dr., $350*. °50 Super Riviera, $225*. | 
CADILLAC—'56 (62) conv., $4,200* (ps); | 
coupe, $4,080* (ps); (60) Special 4-dr., 
$3,875* (ps). °55 (62) coupe de Ville, 
$3,770* (ps), $3,540* (ps); conv., $3,- 
500* (ps); 4-dr., $3,000* (ps); (60) Spe-| 
cial 4-dr., $3,425* (ps), $3,385* (ps). °54| 


(62) coupe de Ville, $3,115* (ps); conv., | 
$2,985* (ps), $2,700* (ps); 4-dr., $2,-| 
585* (ps), $2,465* (ps). "53 (62) coupe} 
de Ville, $1,765* (ps); 4-dr., $1,710* 
(ps), $1,500* (ps). '52 (60) Special 4- 
dr $1,200*; (62) 4-dr., $1,200*° *50 
(61) 4-dr., $660°. "49 (62) 4-dr., $505°, 
$330* 

CHEVROLET—'56 Bel Air (8) conv., $2,- 
350* (ps); Sport coupe, $2,190*. "55 Bel 
Air (8) conv., $1,675, $1,550*; 2-dr., $1,- 
530°; 4-dr., $1,400*%, $1,300*; Bel Air 
(6) Sport coupe, $1.580°; 2-dr., $1,- 
405*; Two-ten (8) 4-dr., $1,395*; Two- 
ten (6) 4-dr., $1,170; One-fifty (6) 2-dr., 
$1,245°, $1,090°, $1,080. ‘54 Bel Air 
conv., $1,345; Sport coupe, $1,240, $1,- 
170: 4-dr., $1,200°, $885; 2-dr., $900; 
Two-ten 4-dr., $925°; 2-dr., $830; One- 
fifty 2-dr., $670. "53 Bel Air Sport coupe, 
$1,025* (ps), $975*, $750; conv., $900, 
$860°; 4-dr., $875*, $855*°; Two-ten 
Sport coupe, $910*; 4-dr., $820, $760°. 
"52 SL Deluxe 2-dr., $550, 2 at $525°, 
$520. '51 SL Deluxe 2-dr., $350, $305. 

CHRYSLER—’52 Windsor 4-dr., $445°. ’51 
Windsor conv., $290°*. 

DeSOTO—’'53 Fire Dome (8) 2-dr., $745°*; 
4-dr., $685°, $575° (ps). ‘51 Custom 
conv., $410°; 4-dr., $360°. '50 Custom 
4-dr., $240. 

DODGE—’56 Royal Lancer, $2,100° (ps). 
‘55 Royal Lancer, $1,705*; Coronet Hard- 
top, $1,580°. °54 Royal 2-dr., $1,065°, 
$940*; Coronet 4-dr., $940*. '53 Coronet 
4-dr., $575*; Meadowbrook station wagon, 
$550; 4-dr., $445. '52 Meadowbrook 4-dr., 
$330. '51 Coronet 2-dr., $200. 

FORD—'56 Fairlane (8) conv., $2,200* (ps), 
$2,200*, $2,175° (ps); Victoria, $2,110*; 
Custom (8) 2-dr., $1,590. °55 Thunder- 
bird, $2,510° (ps), $2,460°; Fairlane 
(8) Country Squire, $2,000*%; Victoria, 
$1,650°, $1,640° (ps), $1,530°; conv., 
$1,620°, $1,585°; 2-dr., $1,445° (ps); 
Custom (6) 2-dr., $1,095. ‘54 Crest (8) 
conv., $1,350°, $1,175; Victoria, $1,220, 
$1,175; Custom (8) 2-dr., $1,020*°. ‘53 
Main (8) Ranch Wagon, $995, $970°; 
Crest (8) Victoria, $920°, $840°; conv., 
$685; Custom (8) 4-dr., $720; Main (6) 
2-dr., $555, $525. °52 Crest (8) Victoria, 
$735°, $555; Custom (8) sedan, $535°*. 

HUDSON—'55 Hornet 4-dr., $1,580°. ‘53 
Hornet 4-dr., $500°. 

LINCOLN—’54 Capri coupe, $1,600*° (ps). 
"52 Capri coupe, $875°. ‘51 4-dr., $300. 

MERCURY—’56 Montclair coupe, $2,320°. 
'55 Monterey coupe, $1,780°; station 
wagon, $1,775* (ps); Custom 4-dr., $1,- 
470. '54 Monterey coupe, $1,490° (ps); 
Custom 2-dr., $1,000*. '53 Custom 2-dr., 
$1,190* (ps); Sport coupe, $940, $935; 
4-dr., $625. '52 4-dr., $680°; 2-dr., $605°. 
"51 4-dr., $385°. 

NASH—’56 Rambler Cross Country, $2,- 
110°. '55 Ambassador 4-dr., $1,490°. ‘53 
Ambassador Country Club, $845*; States- 
man 4-dr., $565; Rambler conv., $750, 
$550. "52 Rambler Hardtop, $265. 

OLDSMOBILE—’56 (88) Holiday, $2,250°. 
‘55 (98) Holiday, $2,360° (ps); 4-dr., 
$2,150* (ps); (88) Holiday, $2,170* (ps), 
$2,100*; conv., $2,170° (ps), $2,040°; 
4-dr., $1,965° (ps); 2-dr., $1,570°. ‘54 
(98) Holiday, $1,975* (ps), $1,885*; (88) 
Holiday, $1,635* (ps), $1,450° (ps); 4-dr., 
$1,585* (ps); 2-dr., $1,400°. ‘53 (88) 
Holiday, $1,250; conv., $1,155*%; (98) 4- 
dr., $1,070* (ps), $980*; Holiday, $1,045°. 

PACKARD—’55 Clipper 4-dr., $1,830. 

PLYMOUTH—’55 Belvedere (6) 2-dr., $1,- 
245. °54 Savoy 2-dr., $800. °52 Cran- 
brook 2-dr., $315. 

PONTIAC—’55 Safari station wagon, §$2,- 
150*; Star Chief (8) conv., $2,070* (ps); 
Catalina, $2,060*°, $1,945* (ps); Chief- 
tain (8) 4-dr., $1,445*, $1,425*. '54 Star 
Chief (8) 4-dr., $1,275*. '53 Chieftain (8) 
conv., $1,180*%; Catalina, $1,065* (ps); 
4-dr., $850. '52 Chieftain (8) 4-dr., $835°*. 

STUDEBAKER — '55 President Speedster, 
$1,700* (ps). '53 Champion 2-dr., $600. 

MISCELLANEOUS—'55 Ford %-ton pickup, 
$925. °53 Chevrolet %-ton panel, $385, 


$300. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sales every 
Thursday and Friday. Prices are for sales 
of July 26-27.) 

(Tobacco market is in full swing and 
clean autos are bringing very good prices. 
Sold 182 cars out of 326 offerings.) 
BUICK—’56 Century Riviera, $2,600° (ps). 
'55 RM coupe, $2,350* (ps); Century 4- 
dr., $2,250*° (ps); Riviera, $1,905* (ps), 
$1,890* (ps). ’54 Special 4-dr., $1,325. 
53 RM 4-dr., $900* (ps); Special 
Riviera, $765. '52 Super Riviera, $750*; 
RM 4-dr., $445. 

CADILLAC—’55 (62) coupe, $3,375* (ps); 
4-dr., $3,300* (ps). ’53 (60) Special 4- 
dr., $1,850* (ps). 

CHEVROLET—’56 Bel Air (8) Hardtop, 
$2,150, $2,055* (ps), $1,820*%; Two-ten 
(6) 2-dr., $1,625. "55 Two-ten (6) 2-dr., 
$1,175; Bel Air (8) Sport coupe, $1,- 
575°; One-fifty (8) 2-dr., $1,150. ‘54 
Bel Air Sport coupe, $1,050; 4-dr., $925*; 
2-dr., $900°; Two-ten 4-dr., $850; 2-dr., 
$830, $725. °53 Two-ten 4-dr., $635*. °52 
8L Special 2-dr., $450; SL Deluxe 2-dr., 
$375. '51 SL Deluxe 2-dr., $285°; FL 
Deluxe 2-dr., $250*°. '50 SL Deluxe 2- 


dr., $365; Suburban, $150. ’°49 FL Deluxe up, $895. ’49 Stude. %-ton pickup, $185; 
, $350. Chevrolet %-ton pickup, $205. 
CHRYSLER—’55 (300) 2-dr., $2,700* (ps). * * * 


*54 NY 4-dr., $1,325* (ps). 
‘53 Fire Dome (8) station wagon, 


‘54 Royal 4-dr., $925*. °53 Way- 
farer club coupe, $325. °51 Wayfarer 2- ‘ 
$160. °50 Meadowbrook 4-dr.. $260. Ken Schaefer Auto Auction, Inc, Sale 


'56 Main (8) Ranch Wagon, $2,-|every Thursday (July 26). Market still 


Fairlane (8) Victoria, $2,025, $1,-| VeTy active here. Activity and bidding very 
$1,765, $1,750; conv., $1,950; Cus-|>risk as 80 percent of consignments 
2-dr., $1,675, $1,590, '55 Fair- | Changed hands. 


(8) 2-dr., $1,475°*; 4-dr., $1,325°, 


Custom (8) 2-dr., $1,165, $960; FT. WAYNE, IND. 
Main (8) 2-dr., $1,000. '54 Country sedan, 
: Custom (8) 4-dr $1,060", $920: Carl Marker’s Auto Auction, Sale every 
$1,025; coupe, $1,060*: Main (6) | Tuesday (July 24). Market very good al- 
, $645. 53 Crest (8) Victoria. $815*; | though there is still a shortage of cars. 
(8) station wagon, $790; 4-dr., | Sold 91 out of 106. 
$755, $720. °52 Main (8) 2-dr.. * * * 
'51 Custom (8) 2-dr., $450. ’50 


2-dr., $110. ‘49 Custom 4-dr.,| of cars plus plenty of buyers. No demand 


OLDSMOBILE — ’'56 (S88) conv., $2,555*| at a premium. 
(ps). '55 (98) Holiday, $2,300* (ps); (88) * * * 
Holiday, $1,950* (ps). '54 (98) conv., $1,- 


700* (ps). ’°53 (88) Holiday, $1,075* (ps). 





160, $870. '54 Savoy 4-dr., $810. '53 
Cambridge Suburban, $650. °52 Cam- 
bridge 4-dr., $300. 


| PONTIAC—’51 Silver Streak (8) 2-dr., 
$315*; 4-dr., $210. '50 Silver Streak (8) 
2-dr., $§205*; Silver Streak (6) 2-dr., 
$125. 

| STUDEBAKER—’55 Commander 4-dr., $1,- 

| 000*, '50 2-dr., $225. 

MISCELLANEOUS—’55 Ford %-ton pick- 


— Auctions in Brief — 
INDIANAPOLIS 


* * * 





SYRACUSE 


(8) 4-dr., $310; 2-dr., $175. 


for rough cars, but clean ones are selling 


MANHEIM, PA. 


ee) gE 
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AUTOMOTIVE AIR CONDITIONING 
is “BIG BUSINESS"... 


ato you ready tor it 7 





Are you ready for the big bonanza in automotive air 
conditioning? One-pound Charg-A-Can packaged refrigerants 
with “FREON-12” provide a new source of Summer-service profits, 
permit quick and easy charging of any car system. These dispos- 
able containers, with years of proven leadership in the refrigera- 
tion industry, eliminate bulky, wasteful, hard-to-handle refrigerant 
cylinders, are expertly analyzed for purity and moisture content 
before filling under carefully controlled factory conditions. 
Charg-A-Cans are easily stored and available in Six-Pack car- 
tons. Remember—over half-a-million cars will be air-conditioned 
this year and more coming...so get going! ... for a complete stock, 
together with dependable refrigeration supplies and servicing, call 
your local refrigeration wholesaler today. 


For your convenience, Charg-A-Cans are 
available in six-pack containers for greater 
ease in handling, stocking and display. 


Stocked and serviced by refrigeration wholesalers everywhere 


REFRIGERATION DEPARTMENT 


and 74 inches wide. 
company, Automobile Shippers, Inc. 


EE 





*| MERCURY—’56 Monterey Sport coupe, $2,- Syracuse Auto Auction, Sale every Wed- | Dual-Ghia in Production 


’54 Monterey 4-dr., $1,120*. °’51/| nesday (July 25). Today’s sale was very 
coupe, $290*. ‘50 Custom 4-dr.,| active. There was a _ reasonable quantity | The Dual-Ghia (nee Firebomb), a four-passenger convertible is the latest entry in 
| the American luxury sports car field. Assembled and marketed by Dual Motors Corp., 
Detroit, it has a 230-horsepower Dodge engine (260-h.p. optional) and a body 
fashioned and built in Italy by Carrozzeria Ghia. Production will be limited to 150 
this year and the cars will sell for $7,646. The Firebomb, prototype of the Dual-Ghia, 


(88) 4-dr., $100*. '49 (88) Super Manheim Auto Auction, Sale every Fri-| was displayed last year. The production model is 52 inches high, 204 inches long 
$165°*. day (July 27). It was a hot sale today 
PLYMOUTH—’56 Savoy (8) 4-dr., $1,695*; | with demand and prices firm, Sold 78 
$1,610. '55 Savoy (8) 4-dr., $1,-| percent of 394 cars entered. 


AIR CONDITIONING ~~ 


- 
een 






ECONOMICAL, NO WASTE 
ERM a ees ae 


ASSURES ACCURATE AMOUNTS 





SAFE AND EASY TO USE 


NVENIENT TO STOCK 





BIG REPEAT DEMAND 


EASY CHARGING OF ANY CAR 

AIR CONDITIONING SYSTEM...No special skill is 
required with Charg-A-Cans. Simply attach the con- 
venient TAPACAN‘®) valve, or similar valve-type punc- 
turing device, to the Charg-A-Can. Operate puncturing 
device to pierce the seal. Withdraw part or all of con- 
tents by desired valve action. When the Charg-A-Can 
is empty, remove from valve and discard. 


qt American Potash & Chemical Corporation 





TRADEMARK E, |. DUPONT DE NEMOURS & COMPANY 


3100 EAST 261TH STREET, LOS ANGELES 23, CALIFORNIA 


99 PARK AVENUE, NEW YORK 16, NEW YORK 





Eugene A. Casaroll is president of Dual Motors and its parent 















Sales Conditions in Various Areas... 








Sales of automobiles in Summit! 
county (Akron) during the first ant Soto and Ch 









rysler.—(Joe Kuebler.) 


of 1956 were the second only to a oe 


1955—trailing by 8 percent. 

Registrations for the six-month| 
period totaled 12,409, as against the | 
peak of 13,441 last year. Prior to) 
1955, the biggest half-year was 1953, | 


Pittsburgh 






The new-truck business is doing (aoe oO 
better than cars. Registrations for |)" "© 





| burgh. . 
the half year were 1,115, slightly | be 
above the 1955 mark of 1,092 but |, The bureau's index of general) 









istered | 199.1 a month earlier. 





Ford stayed in front of Chevrolet 





2,828 to 2,672. Unlike the national Cincinnati 
picture, too, Plymouth was third, | Motor-vehicle sales in Hamilton 
with 1,438 to 1,193 for Buick. Fifth; County (Cincinnati), O., during the 
















bile just a step behind with 771.|1,700 units, a decrease of 188 








































400 oll RING HAS! 
Wii 








Positive Low Speed “High Vacuum" Oil 

Gostest, Low aand gure secund Go ti of 
is en’ 

Sealints abuoce whik expose tn opiee 

contacting rails throughout their depth and cir- 

uniformly close clearance between the groove 


wall and the rail without reducing the free action 
of the ring in the groove. 



















naga etnanirmat tive 


POSITIVE LOW SPEED 
“HIGH VACUUM" OlL CONTROL 





aon as 






Positive Oil Control at High Speeds. High 
speed “‘flutter’’ or “surf ing” is controlled 
by special flexible reverse loop expander which 
ponee @ more uniform high unit on 
two cylinder contacting rails. rails are 
chrome armored but are prelapped and heat 
shaped for rapid break in. ' 
Ne Gouging or Scuffing of Cylinder Wall. 
The spacer will not gouge or scuff the cylinder | 
: > — 2 ; iron. | 
It is another oil ring in itself with built-in ten- | 
sion and two additional scraping edges. With | 


POSITIVE OlL CONTROL congpens etqne on the epacer, the 490 08 ting & 
AT HIGH SPEEDS y two rings in one. 





Heat Shaped Cylinder Contacting Rails. Cam 
sha | by heat treatment produces the same 
“light tight”’ fit in cylinders that exist in piston 
~- that are individually cast to a cam shape. 
Norris, is oa et chee he ee a 
nt where 
edges armored. When these chrome 
are prelapped, it produces positive con- 
ference and assures efficient Gackis toe ring Z 
and cylinder life. 









OOF FINISHED RAIS 


Millions of installations have proved beyond a doubt that Chrome Control 
Leak-proof Piston Ring sets will outperform any other piston ring set regardless 
of kind, design or price. For quick seating, no waiting for break in, satisfied 
customersand more money in the till, start using them today. They’re guaranteed. 
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the two chrome armored rails and the two oil | 





Auto Market Reports 


Akron | Mercury was seventh with 642 and, vehicles from the previous week) 24 

| Dodge eighth with 576. Pulling up| and 737 less than sales recorded Clevelan 
the rear in the first 10 were De-| in the corresponding week of 1955. | 
A total of 628 new cars and 38 
new trucks were retailed, compared 
with 713 new cars and 70 new) 

trucks in the previous week. 
New-car registrations in the A total of 992 used cars and 42 
Pittsburgh area during the week) used trucks changed hands in the 
’| ended July 21 declined, counter to| week ended July 19, compared with | 
when 10,635 new cars were PUI-| the usual seasonal pattern, accord-| the sale of 1,060 used cars and 45 
chased. |ing to the Bureau of Business Re-| used trucks in the previous week. | 
niversity of Pitts-| —(Frank Kappel.) 
| * + 


| busi tivity fell to 91.1 t| Montreal 
second to the peak truck year— | °US!ness activity fell to vi." percent) Montreal auto dealers report 
1953—when 11,194 units were reg- | Of the 1935-39 average. It had been | continued good demand for new 
Steel-mill operations eontiones | “OE > — _ eee 
i : |a result of continue ooming con- 

In contrast to the national trend, | |... zero.—(Leon M, Leffingwell.) | Gitions in the district. 


in the race for individual honors, | Dealers declared that generally 
their sales of new models are up 
on an average of some 25 percent. 
In Montreal, 
was Pontiac with 784, with Oldsmo-| week ended July 19 amounted 4 freer sales were easy to arrange, 
and although customers were in-| able to follow up last year’s sensa- 


AND GUTS is WHAT THE 


| 
| 
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favorable basis. 


Larochelle.) 


topped 1,700. 





















10 CRACK THE 
OIL MILEAGE BARRIER 


...at open throttle high speeds and at high vacuum low throttle speeds 


rt 


(areal: 


\EAKTRoor 


GUARANTEED... 


clined to bargain pretty closely, 
payments and financing were on 


Stocks on hand are reported not 
unduly heavy and no difficulty is 
| anticipated in clearing models by | 
ithe end of the season.—(Jules 


Sales continue good in the Cleve- 
land area despite the steel strike. 
New-car turnover in the week 
ended July 21 totalled 1,706, the 
first time in three weeks that it 


Used-car transactions also were 
up to the highest mark in three 
weeks—1,962. The 74 new trucks and 
69 used trucks sold were slightly 
| under the previous weeks, however. | 

Commenting on the first-half 
auto market in the Cleveland area, 
the Federal Reserve Bank said: 

“Over 42,000 new automobiles 
were retailed during the first six 
months; that was a dip of 12 per- 
cent from the extremely high 
year-ago level, but it was also 7 
percent, or more, above all other 
auto dealers said| January-June periods. 
“The fact that auto dealers were 





tional sales pace with a volume of 
business second only to that record 
indicates a reasonably strong mar 
ket rather than a shaky one.” — 
(Sanford Markey.) 


* * od 
Minneapolis 
Chevrolet, with 652 new-car regis. 
trations, came out well in front for 
June in Hennepin County (Minne. 


apolis). Closest contender was Ford, 
with 343 registrations. 


Total new-car registrations in 
June were 2,278, compared with 2,- 
285 in May. In June, 1955, registra- 
tions totalled 3,455. 

Following Ford and Chevrolet 
were: Oldsmobile, 231; Buick, 223; 
Plymouth, 200; Pontiac, 143; Dodge 
106; Mercury, 66; Chrysler, 57; 
Cadillac, 55; DeSoto, 40; Stude 
baker, 31; Hudson, 22; Nash, 19; 
Lincoln, 17; Packard, 10; Willys, 3, 
and miscellaneous, 60. 

New-truck registrations for June 
amounted to 211, compared with 271 
in May and 279 in June, 1955. By 
makes, registrations were: Ford, 
75; Chevrolet, 62; International, 40; 
GMC, 9; Dodge, 8; Mack, 5; Willys, 
5; Studebaker, 4; Reo, 1; White, 1, 
and miscellaneous, 1.—(Donald M. 
Lyons.) 





* * * 


Lansing 


Oldsmobile captured one-third of 
the new-car market in its home 
town of Lansing during June, with 
290 registrations out of a total of 
902. 


Chevrolet was runner-up with 186, 
and Ford found itself in an unac- 
customed third place with 145. 


Other registrations were: Buick, 
78; Plymouth, 46; Pontiac, 36; 
Dodge, 29; Cadillac, 20; Mercury, 
17; DeSoto, 11; Lincoln, 11; Stude- 
baker, 9; Chrysler, 6; Hudson, 6; 
Nash, 6; Packard, 1, and miscel- 
laneous, 5. 

The 74 new-truck registrations 
were divided as follows: Chevrolet, 
29; Ford, 24; GMC, 12; Interna- 
tional, 3; Reo, 3; Dodge, 1; Stude- 
baker, 1, and Willy, 1. 


* * * 


Denver 


After steadily declining for three 
months, new-car registrations 
gained during June in Denver to 
total 1,671, compared with 1,528 in 
May. 

In the first six months of 1956, 
Denver dealers sold 10,009 new 
cars, only 128 fewer than were 
registered in the booming first half 
of 1955. 

For the first half, Chevrolet regis- 
trations totalled 2,773; Ford, 2,397; 
Buick, 764; Oldsmobile, 737; Plym- 
outh, 695; Pontiac, 566; Dodge, 446; 
Mercury, 433; Cadillac, 235; Nash, 
174; Chrysler, 172; Studebaker, 134; 
Hudson, 112; Lincoln, 111; DeSoto, 
77; Packard, 32; Imperial, 28; Volks- 
wagen, 27; Clipper, 20, and miscel- 
laneous, 39.—(Ira M. Alexander.) 





Tourists Warned 
To Condition Cars 


Before Taking Off 


NEW YORK.—Automobile break- 
downs in the U. S. during the next 
12 months may exceed 60 million 
unless cars are properly conditioned 
for long-distance trips, warns C. A. 
oy jr., president of Permatex 

The possibility of a record volume 
of breakdowns was based by Benoit 
on the expectation that long-dis- 
tance motoring will reach a peak 
this year, with almost 2,300 miles of 
toll roads beckoning the public. 

The opening of these high-speed 
highways, he said, may prompt mo- 
torists to plan to cover greater dis- 
tances in shorter periods of time. 

“However, the fact that the aver- 
age age of the cars they will be 
driving is nearly six years old,” he 
said, “makes it imperative that 
these vehicles be thoroughly serv- 
iced in advance to insure trouble- 
free performance and safe travel- 
ing.” 

Since the bulk of long motor trips 
will be taken during summer 
months, Benoit emphasized that in 
addition to replacement of worn 
parts and accessories, preventive 
maintenance should include com- 


.| plete service for radiator and cool- 


ing systems. 
























By Leo T. Parker 


Attorney at Law 


A ‘ORDING to a late higher} 
Z& court decision, it is unlawful for | 
an automobile dealer to sell an 
automobile unless, at the time of | 
delivery of the automobile, there | 
shall pass between the parties a} 
certificate of title with an assign- | 
ment | 

In other words, the sale of any | 
vehicle registered under the laws 
of the state, without an assign- 
ment of such certificate of title, 
is fraudulent and void. Moreover, | 
all parties involved may be liable | 
to the purchaser in damages. 
For instance, in Tilson v. Charles | 
Newell, 293 Pac.! 
(2d) 227, it was! 
shown that one 
Tilson purchased 
three trucks of a) 
typé that needed 
new license plates | 
in order to be| 
used on the high-| 
way. The seller} 
declined to give 
the purchaser cer- 
tificate of title, 
properly endorsed. 

He told the purchaser that he had 
previously made a mortgage with a 
finance company and advised the 
purchaser to go to the office of the 


| 





Ea Be 


Parker 


finance company and sign the 
mortgage and he would get the 


certificates of title. The purchaser 
went to the finance company, signed 
the note and mortgage and asked 
for the certificates of title. The 
finance company refused to deliver 
them to him, and said they were to 
be held with the mortgage. 
* & * 


Liable to Suit 

N SUBSEQUENT litigation the 

higher court held the deal 
“fraudulent and void” and that Til- 
son could sue both the seller and 
the finance company for the money 
he had paid on the purchase price 
of the trucks and for damages re- 
sulting from the unlawful acts of 
the seller and the finance company. 

The court said: “Failure to 
comply with the statute on the 
sale of a motor vehicle renders 
the sale fraudulent and void. It 


seems clear that the attempted 


DOES CAR WASHING 


Tie you up ? 


Lawsuits Affecting Dealers .. . 
oer 


Court Decisions 








@ Easy action stain- 
less steel ball 
bearings 

@ New triple seal 
packing. NO 
LEAKS 

e@ Zerk fitting 
lubrication 

e@ Primary seal—No 
CAUSTICS enter bearing 


You can install this 
convenient new swiv- 
el in just minutes— 
end the time wast- 
ing mess of tangled 
binding hose. Ship- 
ped with elbows and 
adapters—you merely 
odd desired length of %4’’ pipe for swing 
arm. New rugged design assures years of 
trouble free service for automobile and 
truck wash racks. 


Order from your jobber or direct from, 


FOB 
MILWAUKEE 


ierden 
COMPAN 


3811 Kinnickinnic Ave. 
Milwaukee 7, Wis. 








sale of the trucks was fraudulent 
and void.” 

Also, this court explained that it 
was Tilson’s lawful duty to procure 
new certificates of title upon the 
vehicles, but he was prevented from 
doing so by the wrongful acts of 
the seller who refused to fill out 
the assignments and note thereon 
the encumbrance on the vehicles. 

Also, when the seller delivered 
the certificates to the finance com- 
pany in an incomplete form, and 
the finance company failed to turn 
them over to Tilson, both the dealer 
and finance company may be liable. 


* * * 


Court Answers Question 


A GREAT deal of discussion and 
4 argument has arisen in the past 
over the answer to this important 
legal question: Is a warehouse com- 
pany liable on negotiable warehouse 
receipts fraudulently issued by the 
manager of the warehouse? 

In other words, if a warehouse 


AUTOMOTIVE NEWS, AUGUST 6, 1956 


manager fraudulently issues re- 
ceipts indicating that certain 
automobiles are in storage, can 
the purchaser of the worthless re- 
ceipts recover his losses from the 
warehouse company? 


For illustration, in Orange v. 
Coste, 210 Fed. (2d) 929, it was 
shown that a man, named Burns, 


was paid to manage a warehouse. 
He, in effect, issued to one White 
certain negotiable warehouse re- 
ceipts for $6,460 worth of equipment 
not actually deposited in the ware- 
house by White. 


A man named Coste purchased 
these warehouse receipts, Later 
Coste discovered that the equip- 


ment represented by the receipts 
was not in the warehouse, and he 
sued the owner of the warehouse 
for $6,460. 

The legal counsel for the ware- 
house company attempted to 
avoid liability on the grounds that 
the receipts were issued beyond 
the authority of Burns and in vio- 
lation of the laws of the state, 
and that Coste was negligent in 
placing confidence in Burns. 


Notwithstanding these conten- 
higher court held 


tions the the 








°51 Rambler Wins 


Coast Economy Run 

SAN FRANCISCO. — A 1951 
Rambler won the first San Fran- 
cisco High Schools Safety-Econ- 
omy Run with a record of 34.24 
miles per gallon. The run, from 
San Francisco through San 
Mateo and Marin counties and 
back to San Francisco, covered 
85.6 miles. 

The winner, Henry Streeter, 18, 
is from Balboa High School. His 
Rambler had been driven 35,000 
miles before the run began. The 
school event was conducted in 
cooperation with the California 
State Automobile Assn. and Gen- 
eral Petroleum Corp. 





warehouse company liable to Coste 
for $6,460. 
* * + 
CCORDING to a late higher 
court decision, if an automobile 
dealer fails to list with the insur- 
ance company all mortgages on an 
insured automobile, the insurance 
policy is void. 
For example, in Smith v. Motor 


41 


'Ins. Corp. 270 S. W. (2d) 128, the 
| testimony showed that one Smith 
insured an automobile against loss 
| by fire for $1,700. 
The vehicle was totally de- 
| stroyed by fire while the policy 
| was in force. The insurance com- 
pany refused to pay the loss to 
Smith because there was a second 
mortgage on the vehicle, not en- 
dorsed on the policy. 


The lawyer for Smith argued that 
|since the first mortgage was en- 
;dorsed on the policy it was not 
| necessary to notify the insurance 
company of the second mortgage. 


However, the higher court held 
that Smith could not collect the loss 
from the insurance company, and 
said: “The policy provides that 
there should be no coverage while 
'the automobile is subject to any 
mortgage not specifically declared 
and described in the policy. The 
provision is not ambiguous and is 
not subject to any construction 
other than its plain meaning.” 





DeSoto Names Benton 
William R. Benton has been ap- 
pointed New Orleans district man- 
ager for DeSoto. 








More Sales ton Less Stock 


on Howard Zink’s LOW INVENTORY PLAN 


It’s a simple case of clear profit! Under 

Howard Zink’s new Low INVENTORY PLAN, 
you sell more seat covers on just 
one-third of your normal inventory. 


Design and styling changes make 
the plan possible. Covers are still the same 


well-known Howard Zink quality in a wide 


price range and complete selection of 
customer-preference fabrics, colors and 
patterns. Restyling and new materials 
harmonize with late-model car interiors. One 2 
cover fits more cars better than ever before. f 


See how profitable it would be for you 








to handle the new line of Howard Zink covers 


on this Low INVENTORY PLAN backed 


by free advertising and sales aids. 
Mail the coupon for full details. 


Dealerships Limited in 


some areas... HURRY ! 


World’s Largest Manufacturer of Auto Seat Covers 


| 

| 

| 

| 

| 

i 

| 

| 

; Name. 
| 

| Store. 
| 

1 

| 

| 

l 


THE HOWARD ZINK CORPORATION 


Please have your representative call with full details on the Low Inventory 
Plan for handling Howard Zink seat covers. | understand there’s no obliga- 
tion, of course. 





at dasunegnib ten anicireniemntibipnateets —-----------------} 
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+ Fremont, Ohio 


Factories in Fremont, Ohio * Passaic, N. J. * Long Beach, Calif. * Charleston, Miss. 
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News to Note... 





ENKA, N. C.—American Enka 
Corp. has reorganized technical and 
production functions of its plant! 
here on a rayon and nylon basis, | 
with five staff departments serving | 


both operations. 

E. M. Salley jr., plant manager, 
said the objective is to separate 
rayon and nylon operations so one 
manager will be responsible for 
planning and administering all pro- 
duction functions, including quality 
control. 


* * * 
Rockenfield Building 
CARTHAGE, O. — Ralph E. 


Rockenfield has broken ground 

here for his new $300,000 Ford 

dealership, which will open in 

October. The showroom will con- 

tain 29,300 square feet. Ford 

officials attended the ceremonies. 
* * * 


Association Gives Data 


On Computer Pump Sales 


NEW YORK.—Sales of computer 
gasoline pumps have shown a 
steady increase in the past four 
years, according to the Gasoline 
Pump Manufacturers Assn. 


Commenting on a statement made 
by the Census Bureau that ship- 
ments of the pumps have dropped 
78% between 1947 and 1954, Theon 
Wright, managing director, said: 
“sales reached an all-time high of 
190,000 in 1947, as a result of re- 
placement from wartime attrition, 
which makes the figures mislead- 
ing.” He cited figures to show sale 
of computer type pumps has in- 
creased from 72,402 in 1952 to 109,- 
220 in 1955. 


* . * 


Miller Open House Fetes 


Birthday, New Building 

ALBANY, Ga.—Miller Motor 
Co. (Buick) here has staged an 
“open house” in its new, 14,000- 
square-foot building which was 
planned along lines which re- 
semble a “supermarket.” 

The service department can 
accommodate 18 cars at one time 
in eight sections laid out parallel 
to each other instead of the 
diagonal stalls perviously used 
by Miller. The showroom dimen- 
sions are 29 by 65 feet. The move 
to the new location coincided 
with Miller's lith anniversary. 

« - > 


Air Reduction Plans 


New Plant on Coast 


LOS ANGELES.—Air Reduction 
Pacific Co, will build a new air 
liquefaction plant in this area, 
according to John A. Hill, 
dent, Air Reduction Co., Inc. 

The new plant is designed to pro- 
duce daily 55 tons of liquid oxygen, 
15 tons of liquid nitrogen, 


NEW .- 
18° PENNETTE 


100 feet only $4.00 pptd. 
124 PENNETTES 
6 Bright Colors 


Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 


2168 W. 25th, Cleveland 13, 0., Dept. N 


AUTO 
TURNTABLES 


eeutestuced by 
Macton Co. 


DYKE LANE 
Stemford 2, 
Coan. 





AUTOMOTIVE NEWS, AUGUST 6, 1956 rs 
|dealer here less than a year ago, 
Dobles Chevrolet, Inc., 87 Granite | 
| St., has sold more than 1,000 used | 


|ears and trucks for a total of | 


: . | 
|ger miles without a passenger orf) 


crew fatality. 





Judge Chides Industry 


For Accent on Speed Bijur to Expand Facilities 


| second half of 1957. 


presi- 


and 


three and one-half tons of liquid 
argon. The cost of the plant, in- 
cluding delivery facilities, will be 
more than $7,500,000. The plant is 
scheduled for completion during the 


* * * 


Court Upholds Patent 


On Automatic Nozzle 


CHICAGO. 
Court has upheld patents of C. Paul | 
Gravelle on an automatic dispen- | 
sing nozzle, according to C. Paul} 
Gravelle Associates, Tullytown, Pa. | 

The court issued an injunction 
against further infringement on the 
part of Weil Sales & Service Co., 
defendants, Gravelle said. 

o * + 


Dobles Sells 1,000 Units 


MANCHESTER, N. H. 
Since appointment as a Chevrolet 






































| $766,644. A. J. Dobles, head of the | 


Auto World in Brief | 


| doing business.” 


firm, 
“ 
your confidence 


expressed appreciation for 
in our way of| 


* * * 
Hunter Occupies Plant 


In Cleveland Suburb 


CLEVELAND.—The Hunter Mfg. 
Co., has moved into a new plant in 
Solon, O., a Cleveland suburb. 


Located on a six and one-half 
acre plot, the one-story brick and 
stone structure contains 33,000 
square feet of space—26,500 feet de- 


* * * 


Jordan Chevrolet Builds 


SANDERSVILLE, Ga.—Work has 
begun on a steel and concrete build- 
ing to be used by Jordan Chevrolet 


ammo nao 


i 





ROCHESTER, N. Y. — James 
Hendryx, accused of speeding 45 
miles an hour in a 30-mile zone, 
received a measure of sympathy 
in City Court here when he de- 
clared: 

“I recently bought the car and 
I am not accustomed to its high 
power and I didn’t realize that 
I was driving above the speed 
limit of 30 miles an hour.” 

Launching into an attack on 
the auto industry, Judge John P. 
Lomenzo said, “I agree with you. 
The automobile industry merely 


on the other, they advertise cars 
that will go 100 miles an hour in 
so many seconds flat.” 

At the conclusion of his 
sympathetic little talk, Judge 
Lomenzo fined Hendryx $25. 





At Bennington Factory 


Lubricating Corp. has announced 
the start of a building to house its 
expanded manufacturing facilities 
jat its principal plant in Benning- 
ton, Vt. 

The new building will increase 
Bijur’s manufacturing space at 
Bennington more than 50 percent, 
|The extension will house a battery 
of automatic screw machines and 
new engineering areas. Completion 
is expected by Oct. 1. 





voted to manufacturing and 6,500 a lip a — traffic * * * 
J Pere feet to offices and engineering| Safety programs. n the one |_, . on.2e 
The US. District} development. hand, they preach safety. And, |\Goodyear Begins Buildings 


\In Dallas, Boston, St. Louis 
AKRON.—Goodyear Tire & Rub- 
ber Co, has begun construction of 
new district office and warehouse 
buildings in Dallas, Boston and St, 


ROCHELLE PARK, N. J.-—Bijur ff 


Co., which will cost an estimated Louis. Keafti 

$50,000. The new structure will be ; <i 5 All are scheduled for completion} thom 

located on Tennille Highway. received the National Safety Coun- | by the end of the year. The Boston | jive of 

. - « cil’s Award of Honor for its perfect | and St. Louis facilities will have Here he 

. safety record during the past year. | 80,000 square feet of floor space, in. V 

(UTPS) Saftey Honor to Delta The airline was cited for safe opera- | and the Dallas building will have ne 
ATLANTA.—Delta Air Lines has tions covering 2,376,217,000 passen- 150,000 square feet. sabile 
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Keating Inspects Oldsmobile Plant— 


Thomas H. Keating, right, GM vice-president who recently was named group execu- 
tive of passenger-car divisions, makes his first inspection tour of Oldsmobile facilities. 
Here he starts a trip through the final assembly plant on the Oldsmobile plant tour 
train. With Keating are, from left, Mike Minno, final assembly plant superintendent; 
Russell E. Hansen, assistant general manufacturing manager; Jack F. Wolfram, Olds- 
mobile general manager, and Robert T. Rollis, general manufacturing manager. 





On the Financial Front 


Libbey-Owens-Ford Glass Co. 
Toledo, has reported a net profit of 
$15,084,465 for the first half of 1956. 
This compares with $20,003,633 for 
the first six months of 1955. 


John D. Biggers, chairman of the 


board, said total sales declined be-| 


cause of reduced production. Sales 
were not given for the period, It 
was also said that the effects of the 
steel strike and vacation periods 
may reduce glass shipments in the 
third quarter. 


* * * 


American Airlines 
American Airlines, Inc., six-month 
report: 1956 vs. 1955: Net earnings, 
$10,671,000 and $8,537,000; revenue 
for same period, $140,139,000 and 
$124,869,000. 


* * * 
General Contract Shows 
Increase in Earnings 


General Contract Corp., St. Louis, 
has reported a consolidated net 
earning of $1,949,706 for the first six 


itch helps you 


i Wi 
give the Pitch’ ! 


about GUIDE 


Safety lim 


HEADLAMPS 


months of this year, compared with 
$1,763,701 during the same period 
of 1955. 

Net earnings for the period were 
$3,703,855, compared with $3,207,011 
in 1955. 


x * * 


American Enka 


N. C., 
Profit, 
sales, $28,963,799 and $32,384,706. 


+ + * 

Ranco 

Ranco, Inc., 

month report, 1956 vs. 1955: Net 

profit, $1,903,058 and $1,964,715; sales, 
$20,452,096 and $18,374,240. 


x * * 


General Tire Sets Record 
With $177,796,438 Sales 

Net sales of General Tire & Rub- 
ber Co. and its consolidated sub- 


sidiaries amounted to a record $177,- 
796,438 in the first half of 1956, com- 


“Pull the Switch” is your cue to give the complete Guide T-3 Safety-Aim 
Headlamp story. If you do, you'll increase your profit and volume, and 
improve your customer relations. The Guide T-3 Safety-Aiming System is 
the originator of more light—aimed right! 


Previous to Guide T-3 Headlamps, the only reasons for replacing headlamps 
were that they were broken or burned out. Now, you can offer your customers 


more light—aimed right . . 


. up to 80 feet more seeing distance; far less glare 


in rain, snow and fog. With the exclusive Guide T-3 Safety-Aiming System, 
headlamps can be properly aimed to give car owners this added safety and 
ease of nighttime driving. Only if headlamps are correctly aimed do they 
deliver all of the lighting benefits built in them. 


And Guide’s Safety-Aiming System makes it so easy to replace any sealed- 
beam unit! One man with a screwdriver can install and adjust Guide T-3 
Safety-Aim Headlamps in a matter of minutes and in broad daylight. The 
secret is the exclusive, easy-to-use Guide T-3 Safety-Aimers ... and they’re 
priced at only $18.75 a pair! 


Join the thousands of alert dealers who are increasing their sales and profits 
with the Guide Safety-Aiming System. Make your place of business the 
official Guide T-3 Safety-Aiming Station for your area. You'll find it pays 
to “Pull the Switch” with AC. Get all the facts about the Guide T-3 Safety- 


Aiming System! 


Call 


your regular 


Supplier 


| previous year. 
oJ 


American Enka Corp. Enka, | 
24-week report, 1956 vs. 1955: | 
$1,696,812 and $3,462,891; 
| half report, 1956 vs. 1955: Net profit, 





Columbus, O., nine- 
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pared with $135,342,661 for the same 
period of 1955. 

Estimated income for the first 
half was $4,027,431, compared with 
$4,027,153 in the year-earlier period. 


ACF Sedinsartion Hikes Net 


To $8,008,000 for Year 


ACF Industries, Inc., in its fiscal 
year ended Apr. 30, had net sales 
of $245,585,000, compared with $190,- 
774,000 in fiscal 1955. 

Net profits increased to $8,008,000 
in fiscal 1956, from $6,855,000 in the 


* ad 
Towmotor 
Towmotor Corp., Cleveland, first 


$1,329,378 and $701,066; sales, $15,- 
123,015 and $10,194,413. 
+ * 


+ 


Eaton Mfg. Co. 


Eaton Mfg. Co., first-half report, 
1956 vs. 1955: Sales, $122,240,135 and 
$115,426,686; earnings, $7,459,750 and 
$7,397,402. 

* 


Diamond T Hikes Sales, 


Turns Loss into Profit 


Net sales of Diamond T Motor 
Car Co. in the first six months 
of 1956 amounted to $25,791,389, 
compared with $18,088,025 in the 
Similar period of 1955, the firm 
has reported. 

Net income in the first half was 
$1,028,818, compared with a net loss 
of $46,234 = the 1056 period. 


Woodall Reports Profit 


Of $719,064 in 1955-56 
Profit of $719,064 has been re- 


| ported by Woodall Industries, Inc., 
Detroit, for its first three quarters 


of the 1955-56 fiscal year. This 
compares with $757,000 for the like 
period of the previous year. 

Sales for the period were $21,- 
161,646 as compared to $22,461,971 
for the first three quarters of the 
1954-55 fiscal year. 


= 


Mack Earnings, 


Sales Set Record 
In 2nd Quarter 


Sales and earnings of Mack 
Trucks, Inc., soared to alltime 
highs in the second quarter of 1956, 
according to P. O. Peterson, presi- 
dent. 

Second-quarter sales _ totalled 
$66,430,515, a gain of 35 percent 
over the $49,087,963 achieved in the 
corresponding period of 1955. 

Combined with Mack's record 
first quarter, this brought first-half 
volume to $126,609,541, highest in 
history and 51 percent ahead of the 
$83,736,996 registered in the first 
half last year. 

Second-quarter earnings 
amounted to a record $3,477,687, 
compared with last year’s $1,945,- 
298. The six-month earnings were 
$5,754,031 against $3,292,486 in the 


same period of 1955. 


Mack's outlook for the rest of 
the year remains favorable, Peter- 
son said. In addition, he expects 
the new Federal highway program 


|to create a heavy demand for 
| Mack construction vehicles in the 
| years ahead. 








MAKE US PROVE 
100% to 200% Absorption 


We Guarantee 
To Help You 

@ Increase Customer Paid Labor Sales 
@ Prevent broken promises to customers 
@ Give your Service Manager time to 

handle his executive responsibilities 
@ Permit Shop Foreman to devote all time 

to improvement of mechanical work 
@ Bring ALL service operations to 

clock-work precision 


APPROVED BY 
ALL LEADING MOTOR CAR 
MANUFACTURERS 


We have queematiohed | this for hundreds 
of Motor Car Dealers . . . coast to coast. 


4 note on your company letterhead will 
bring ali particulars — promptly. 


FLASH-A-CALL 
SERVICE PRODUCTION CONTROL 


2170 So. Canalport Avenve, 
Dept. AN-124, Chicago 8, Ill. 
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NEW BUMPA-TEL SIGNS} {jeq-Car Notes 


Oe 


| You can improve 4 
| HASTINGS SPARK PLUGS ; 


ae: 


Petite 40"x12" Regular 40" x 17" 


We are now offering a Bumpa-Tel sign in two sizes, the Petite measuring 40" x 12" 
for those advertisers who do not need as much space as is provided on our regular 
Bumpoa-Tel sign which measures 40" x17". The new Bumpa-Tel Petite is lower and 


blends into the body lines of most cars producing a very neat appearance. It is | .iy and John Hood, all of Savan-| 


offered at the same price. In ordering be sure and state Bumpa-Tel Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car.” 


© Mounted or Dismounted in Seconds* 





SAVANNAH, Ga. — (UTPS) — 
The Georgia Independent Automo- 
bile Dealers Assn. will hold its 
annual convention here in Sept. 23- 
24. 


Officials of the organization said 
that plans are being made to intro- 
duce legislation in the next session 
of the Georgia legislature to elim- 
inate what they termed “certain 
discrepancies and irregularities in 
the state’s present sales tax law.” 

A bill also is being drafted to give 
the people of this state a uniform 
title law, they added. 

An officers and directors meeting 
has been held at Savannah’s Gen- 
eral Oglethorpe Hotel. Those at- 
tending included B. C. Young, pres- 
ident, Atlanta; Pete Hudson, vice- 
president, Savannah; Jimmy Smith, 
vice-president, Macon; J. H. Posey, 
treasurer, Columbus; R. G. Mose- 
ley, secretary, Atlanta; and Ferrell 
Saples, Atlanta; Dick Jaeger, Mari- 
etta; Herman Cooper, Leon Kamin- 


nah, directors. 
* > 7 


Callomon Buys Bauer 
CLEVELAND. — I. B. Callomon 


© Polished Aluminum Frames . Sheet Steel Face | has purchased Bill Bauer’s Lake- 
© Sign Legs Telescope Into Non-Visible Brackets Mounted | Wood (O.) used-car lot and will op- 


Behind Bumper Guards 
@ Does Not Interfere with Operation of Trunk Lid 
* After original installation State Make and Model When Ordering. 


Now Offered in Four (4) Options, Unlettered at $14.00, 
Lettered at $18.00, Lettered and Reflectorized at $21.50, 
Lettered on Full Scotchlite Background, the Best Sign for 


Night Use at $26.50. 
F.0.8., MOUNDS, ILLINOIS 


2% Discount For Check In Full With Order. 


The above signs were designed to fit one particular make and model car. 
Please give make and model when ordering. 


We now offer a Universal Sign which will fit and 
interchange on all cars "52 and later and 95% of 
older models. Available in any of above options at 
$7.50 additional. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 
202 NORTH FRONT STREET MOUNDS, ILLINOIS 
DEPT. 102 SHady Lane 5-9415 


TAINT SO! 


You've probably been hearing about the new car 
models coming up—and there's some scuttlebutt 
going the rounds that license plate frames cannot 
be used because of deck mounting. 

T’ain’t so, Mister... 


S $0! 


That you're still going to be needing license plate 
frames on all models, and protective brackets for 
many bumper mountings. 





we can supply them for you with our new process 


AND without asking you to keep a huge stock in inventory. 
This new process enables us to make overnight ship- 


ments— 


AND at a cost so low, it will really give you something 
to think about! 


ASK US! Phone or write for the name of our nearest 
representative. There's one in every principal city. 


THE BENMATT ORGANIZATION, INC. 


3447 E. 15th Street 962 Milwaukee Avenue 
Les Angeles 23, California Chicago 22, Illinois 
Angelus 3-6751 Humboldt 9-2470 





erate it as Cal’s Motor Village, Inc. 


> * > 


Miami Dealer Asks Ruling 
On ‘For Hire’ Auto Sale 

MIAMIL.—Olin’s Autorama, Inc., 
here has asked the county court 
to rule on the legality of a Florida 
law which requires “for hire” 
cars to be identified by a sticker 
when they are put on sale. 

The firm also asked the court 
to restrain John D. March, prose- 
cutor, from pressing a pending 
case until validity of the law is 
determined. 


Carter Heads Florida Assn. 
JACKSONVILLE, Fla. — The 


Jacksonville Independent Automo- 
bile Dealers Assn. has elected Theo 
E. Carter as president for the 
coming year. Other officers are E. 
F.. Murray, vice-president, and Har- 
ris Faulk, secretary and treasurer. 


Calendar 


(Continued from Page 12) 


General 

Oct. 10-12 — National Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 

Oct. 17-27 — International Motor Show, 
Earls Court, London, England, 

Oct. 21-26—Twenty-third annual conven- 
tion, American Trucking Assns., Waldorf 
Astoria Hotel, New York. 

Oct. 22-26—National Industrial Exposition 
& Management Conferences, Detroit 
Artillery Armory, Detroit. 

Oct. 22-26—44th National Safety Congress 
and Exposition, Conrad Hilton, Con- 
on. Morrison and LaSalle Hotels, 
hicago. 

Oct. 23-25—I!th Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St, Louis. 

Oct. 29-31—Annual Convention and Ex- 
hibit, Truck Body & Equipment Assn., 
Sherman Hotel, Chicago. 

Nov. 1I-12—National Diese! Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov, 7-9—American Finance Conference 
Convention, Hotel Commodore, New 
York. 

Nov. 8-9—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 9-l1—Automotive Warehouse Dis- 
tributors Assn., Inc., Membership Meet- 
ing and Conference, Palmer House, 
Chicago. 

Dec. !!—I!7th Anniversary Dinner, Auto- 
mobile Old Timers, Waldorf-Astoria 
Hotel, New York, 

Dec. 28-Jan. 6—Annual Upper Midwest 
Auto Show. Minneapolis Auditorium, 
Minneapolis, 

Jan. 14-18—Annual Senting, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn., Hotel Del 
Coronado, San Diego, Calif, 

Jan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston, 

Feb. 4-7—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 

March 11-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers’ Assn., Windsor Hotel, 
Montreal. 

March 13-i4—National Automotive Serv- 
ice Show, Show Mart Bldg., Montreal. 

Mey 9-12 — Midwest Automotive Trade 
iow, Kiel Auditorium, St. Louis, 
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@ NOW ...more than 
ever—your SALES 


leader in Oregon is 
the Oregonian 


51,309 > =. 
94,784 > = 


Leadership 




















Oregonian 
Daily Circulation 


now 233,219 


Leads 2nd paper by: 


12,189 City Zone Lead 
19,874 City & RTZ Lead 
51,309 Total Lead 


Oregonian 
Sunday Circulation 


now 296,260 


Leads 2nd paper by: 


30,502 City Zone Lead 
42,236 City & RTZ Lead 
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94,784 Total Lead Po: 

; © Source: ABC Publishers’ Statements for 6 mos. - 
ending March 31, 1956. Por 

can 
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T 

two 

ee ver 

Oregonian br 

Portland, Oregon Ric 

ir 

LEADS IN SELLING FOR YOU! 4 

J 

LARGEST CIRCULATION Was 

IN THE NORTHWEST ti, 

L Represented Nationally by Moloney, Regan & Schmitt, Inc. Th 
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| ; ffecting Factories and Dealers .. . 
- Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 
National advertising linage in 
papers for the first six months 
fF 1956 was at an alltime high—up 
f4 percent over the same period 
jast year, it was announced jointly 
by the Bureau of Advertising of the 
American Newspaper Publishers 
Assn., and Media Records, Inc. 

National linage for June, how- 
ever, showed a loss of 6.7 percent 
from last June’s record-shattering 

, according to measurements 
in 52 Index cities. 

General advertising remains at 
record levels both for the month— 
up 14 percent—and for the year to 
date—up 10.5 percent. 


Contributing to the decline in na-| 


tional linage for June was a 20.8 
percent downward trend in auto- 
motive linage from June of last 
year, when all previous figures for 
the month were broken. Decline in 
automotive linage is attributed by 
the Bureau to cutbacks in produc- 
tion at Detroit, which have affected 
advertising appropriations in all 
media. 


percent over the first six months 


of last year to register a greater | 
linage figure than in any com- | 


parable period in history. 


Remaining at all-time highs for} 


the first six months of this year 
were Retail, up 2.4 percent (al- 
though down 1.9 percent from last 
June); Total Display, up 4 percent; 
Classified, up 8.2 percent, and Total, 
up 5 percent. 
segment of Retail showed a 0.5 per- 
cent loss for the year to date. 
Financial, up a substantial 13.7 
percent for June and 12.3 percent 
for the first six months, still trails 
929 figures. 


* * * 


Syncro Plans Ad Campaign 


Syncro Corp., Oxford (Mich.) 
manufacturer of reciprocating 
motors for jig saws and sanders, is 
planning a heavy national adver- 
tising campaign that will include 
participation in the special Family 
Gift Center promotion in the Nov. 
2% issues of Saturday Evening Post. 

The firm also plans a heavy co- 
operative ad campaign in other na- 
tional magazines this fall. 

- * - 


Top Markets Surveyed 


Latest 1955 retail sales figures 
for all 260 metropolitan market 
Greas are available in the new 
1956 Metropolitan Data Brochure 
prepared and published by the 
Greensboro News ¢& Record, 
Greensboro, N. C. 

The book, designed as a ready- 
reference source for top man- 
agement men, was originally 
compiled for sales managers and 
advertising agencies to assist in 
getting accurate and authorita- 
tive sales data with minimum 
effort. This year it includes fac- 
tors of interest to all business 
executives concerned with sales, 
promotion, advertising, merchan- 
dising, distribution or expansion 
of present facilities in specific 
Greas. 

The brochure is sent without 
charge to business executives 
who request it on their company 
letterhead. Address the Adver- 
tising Research Department, 
Greensboro News & Record, 
Greensboro, N.C. 

* * 


* 


Pontiac Service Campaign 


Service ad mats and radio spot 
announcements have been sent to 
Pontiac dealers in preparation for 
campaigns on fall and winter serv- 
ice for motorists. 

The factory is offering one and 
two-column mats for newspaper ad- 
Vertising and 30 and 60-second spots 
for use on radio. 

* of ” 


Rick in New Post 


R. N. Rick has been named ad- 
Vertising and sales promotion mana- 
Ser of Perfection Steel Body Co., 
Galion, O. 

Joining the company in 1947, Rick 
Was named assistant general sales 
Manager of Cobey Corp., Perfec- 
tion Steel affiliate, in 1953. 

* * ~ 


Thompson Realigns Staff 


- Reassignment of four J. Walter 
hompson Co, field representatives 


Automotive, however, is up 1.0 


Department stores | 
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has been announced by John L. 
McQuigg, general manager of the 
company’s Detroit office. 
Personnel concerned are under 
the direction of E. J. Reeser, super- 
visor of the 35 Ford Dealer Ad- 
vertising Fund accounts handled 
by the J. Walter Thompson Co. 
Robert L. Roat is being trans- 
ferred to San Francisco from Den- | 
ver, where he will handle adver- | 
tising for the San Jose District 
of the Ford Dealer Advertising 
Fund; Robert J. Smith will replace 
Roat in Denver, handling the Den- | 
ver and Omaha Districts of the| 
FDAF; Stephen S. Hull has been 
transferred from Thompson's De- 


| 
| 
| 
| 
| 
| 
| 


he replaces Smith on the Des 
Moines District FDAF, and Mor- 
| ley B. Davies, a former representa- 


special assignment on the West 
| Coast, will be assigned to the De- 
troit office to assist Reeser as man- 
jager of the advertising company’s 











|activities in behalf of all 
| dealer associations, 


troit office to Kansas City, where | 


tive in Kansas City currently on/| 


* * * 


| Ford Films Judged Best 


Four motion pictures produced 
by Ford Motor Co. have received 
five major awards this year in 
competition with 16-millimeter 
education and industrial films 
from all parts of the country. 

“The Ford People,’ which 
portrays the role of employes in 
Ford plants throughout the 
world, was adjudged the best 
public relations film of the year 
by the Film Council of Cleve- 
land, and won first place in its 
class in the Stamford (Conn.) 
film festival. 

Awarded first prizes at the 
Columbus (O.) film festival were 
two other Ford-produced movies, 
“There Is a Season” and “Crash 
and Live.” Another, “High 
Road,” won a Silver Reel award 
of the Film Council of America 
at its annual Chicago festival. 

Added recognition went to two 
other Ford films recently. Scho- 
lastic Magazine reported that 
“The Town That Came Back” 
was one of the nation’s most pop- 
ular educational films in 1955. A 
poll of public libraries by the Sat- 
urday Review indicated’ that 


Ford 


“The American Cowbo:” con- 
tinued to be one of the two most 
popular 16-millimeter pictures. 

bk * + 


Cox & Grace Opens 

Cox & Grace, Inc., advertising 
counsel, has opened at 3037 Book 
Tower in Detroit. The firm is owned 
by Florence E. Cox and Louise C. 


Grace. 
+ + * 


Westinghouse Campaign 

Westinghouse Electric Corp’s $5 
million political package, embracing 
CBS-TV and radio coverage of the 
Democratic and Republican conven- 
tions, election night returns and a 
series of eight weekly debates, will 
be the springboard from which the 
corporation’s consumer product 
divisions will launch the most com- 
prehensive merchandising cam- 
paign in their history. 

The five divisions will invest well 
in excess of another $5 million in 
the advertising that will be put be- 
hind their part in the program. 
This will cover a series of factory- 
financed key city newspaper ads, co- 
| operative advertising in newspapers, 
space in national magazines, time 
|on Studio One, local tieins on tele- 


Blue Sunoco 


COMPARISON CHART 


This is what automotive engineers reported 
after comparing New ’56 Blue Sunoco with 
premium-priced gasolines in their own cars 


say New Hi-Test 
Blue Suneco 


93% 


“premiums” for 


overall performance 


say New Blue Sunoco 

matches or excels 
% “premiums” for 

anti-knock 


performance 


matches or excels 


say New Hi-Test 


Blue Sunoco 
% matches or excels 
“premiums” for 


86% 


say New Hi-Test 
Blue Sunoco 
matches or excels 
“premiums” for 
miles per gallon 
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vision and radio and dealer story 
and window displays. 

To integrate their distributor- 
dealer organizations into the cam- 
paign and to help individual dealers 
take full advantage of sales possi- 
bilities, all groups are cooperating 
na “Dealer Rally Week,” begin- 
ning July 30. 

* * + 


Names 


Richard C. Kopke has been named 
General Motors regional public re- 
lations manager at Buffalo, succeed- 
|ing Andrew V. O’Keefe, who was 
;}named an assistant public relation 
director for Chevrolet. 

Kenneth L. Dameron has been 
named supervisor of Chrysler 
Corp.’s photographic department. 
| Prior to his new assignment, Dam- 
eron was in charge of production in 
the photographic department. He 
joined Chrysler Corp. in 1936. 

Weightman Inc., Philadelphia ad- 
| vertising agency, has named Harold 
Hadley director of public relations. 

Eugene Rachlis, formerly an as- 
sociate editor of Collier’s, has been 
appointed managing editor of 
Woman’s Home Companion. He 
succeeds J. Robert Moskin, who 
joins the editorial staff of Collier’s. 


1 


Again First Choice 
Of Auto Engineers! 


Rat tilhes 


USED BY MORE 
AUTO ENGINEERS 
THAN ALL OTHER 
PREMIUMS COMBINED ! 


It’s premium octane... 


still at regular 


gas price 


Again Blue Sunoco is first choice of auto engineers. 
And again Sun Oil advertising is hammering home this 
fact to increase Blue Sunoco gallonage. Another good 
reason why Blue Sunoco is the best-selling premium 


gasoline in its territory! 


INTERESTED IN A SUNOCO DEALERSHIP? 
One may be open in your territory. Call our 
local office now or write directly to: Sun Om 
ComPAny, Philadelphia 3, Pa. 


SUN OIL COMPANY, Philadelphia 3, Pa. 
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Braden to Direct 
57 Southwest 
Show in Dallas 


HOUSTON, Directors of the 
Southwest Automotive Show have 
elected H. B. Braden, American 
Gear and Parts Co., Dallas, as pres- 


Quantity 


This show is scheduled to be held BAP e@ I) 0 Cc if ©) IN 


in the Automobile Bldg., Fair Park, 
Dallas, Apr. 4-7, 1957. 

Other officers elected are Eric 
Hyden, Fritz Keller Co., Ft. Worth, 
first vice-president; Joe Owens, 
Owens Supply Co., Enid, Okla., sec- 
ond vice-president; W. A. Frazier, 
Hirsig-Frazier Co., Dallas, reelected 
treasurer, and Helen E. Bumpus, 
secretary. 

Other board members are John 
Patrick, Mountjoy Parts Co., Hous- 
ton; Elmer Miller, Straus-Frank 
Co., San Antonio; John Bales, John 
Bales Auto Supply, Ft. Worth; J. N. 
Greiner, Greiner Auto Parts, New 
Orleans; W. F. Barbee, Voss-Hut- 
ton-Barbee Co., Little Rock; L. C. 
McClellan, Motor Inn Auto Supply, 
Pampa; J. R. Lawson, Proto Tools, 
Houston; Ken Stout, Unit Parts Co., 
Oklahoma City; B. T. Scofield, 
Johns-Manville Sales; Houston; 
Dick White, Barrett Equipment Co., 
Dallas, and R. W. Johnston, Black 
and Decker Mfg. Co., San Antonio. 






















PROFITS * 
for You / 


éeu oe eu err 


Everyone of your customers who tows a BOAT OR UTILITY TRAILER 
represents bonus profit for you . . . IF you sell Draw-Tite Custom 
Built Hitches! And D-T profit is easy profit. For example, you don’t 
need to stock a full line to accommodate customers. Within 24 
hrs. of receipt of your order at the factory, a one-piece hitch 
custom built for the make, model and yeor of your customer's 
car will be on its way! Install it in 15 minutes—and you've 
earned a handsome dividend with minimum investment! No other 
hitch features the deluxe design plus the rugged dependability 


a 


FREE / Send for our feature-packed folder 
Oi) ayn 


Only the Ball Shows” and get 
HITCHES 


the full profit story on Draw-Tite 
Hitches and Cam Tension Trailer 
Couplers! 


DRAW-TITE CO. 



















M MAIN OFFICE AND MANUFACTURING PLANTS 



















Factory: Belleville 6, Mich. "CHATTANOOGA 2, TENNESSEE ' 
| Branch: Starke 15, Fla. = and COUPLERS . ‘ 
= Legislative News ; 

Cc 

Z id ™ A bill repealing Louisiana's “right 
IZ od ore to work” law has been passed by C 

Gov. ; ng, ; 

BOOSTER BATTE RY CART we pon sign ons measure. Is 





The Louisiana law, which has 
been made a major political issue 
by organized labor, was enacted in 
1954 after a bitter controversy. 
Louisiana is the first southern state 
to repeal this law, although three 
northern states have done so. Sev- 
enteen states still have similar 





LOW COST 
RUGGED CONSTRUCTION 
EASY TO HANDLE 

LIGHT WEIGHT 


eeee 
ear mm 





statutes. N 

4 inch rubber hand grip . . . Rub- ‘+ # . 
0 

ber grommets for cable clamps N. D. Rejects Bonds 0 
. . + Curved cross pieces hold | A constitutional amendment to : 
cables in place when not in use | 2uthorize issuance of $54 million in . 
. highway bonds has been rejected by k 

. . » 8x15 inch steel platform with | North Dakota voters. The Legisla- , 
2 in. sides, holds either 6 or 12 | ture would have been empowered 5 


to levy a general property tax nec- 
essary to pay principal and interest 
on the bonds. 

+ * *~ 


volt battery safely on cart... 
6xI!/. inch rubber tired wheels 




























Pe ee ee ees 


for easy moving. 


$14.90 delivered* 


*We pay postage any- 
where in U. S. when 
check accompanies your 
order. 


JOHNSON MOTOR COMPANY 
2) eS IOWA FALLS, IOWA 


lowa dealers please add 2!/,%/ State Sales Tax 















La. Supreme Court Voids 
Fair Trade for Nonsigner 


Louisiana’s Supreme Court has 
ruled that the state’s Fair Trade 
Act is unconstitutional as it applies 


to nonsigners of minimum resale) 


price contracts. 


Schwegmann Bros. said the de-| 


cision marks “the end of fair trade 
in Louisiana.” 


years. 
* * * 


Tenn. Road Bonds Asked 


Schwegmann has} 
been fighting the act for many} 





KIM Hotstart keeps engines warm at night. 
It is a lightweight pre-heater that is plugged 
into the electric circuit. KIM draws off cold 


water from the engine, heats and circulates 
it through the engine. KIM’s use ends 
cold starts, and cuts winter repair bills. 


Thousands in use. ge 


FOR DIESEL 
AND GASOLINE 
ENGINES 














Authorization of a = million 4 MODELS 
: 4 7 
CESSNA AIRCRAFT COMPANY ee tai Soe | . Se SEE YOUR AUTOMOTIVE SUPPLIER OR EASY TO 
by a group called the Tennesseans WRITE FOR LITERATURE INSTALL 


“Producers of the World's Finest Executive Air Fleet,” 
offers unusual career opportunities in the Sales and 
Service division 


REGIONAL SALES MANAGER 
Must be competent pilot. Travel and headquarter in Wichita. 
Must have business management experience. Minimum of 5 
years experience in handling distributor-dealer organizations. 


Pawnee Road, Wichita, Kansas. (No phone calls, please). 





for Better Roads Committee. The 
committee said the money is needed 
to enable the state to match Fed- 
eral funds. It is headed by P. R. 
Olgiati, mayor of Chattanooga, and 
Judge G. C. Thomas of Weakley 
County. 


Hudson-Nash Zone 


Marais, former Hudson zone mana- 
ger here, is Hudson sales manager 
in Chicago. 








KIM HOTSTART MANUFACTURING COMPANY 
West 917 Broadway, Spokane 1, Washington 


T 









; - - e 00 
EXPORT REGIONAL SERVICE MANAGERS AND | Set in Minneapolis lp $4 
- ; 900 ROOMS WITH BATH FROM 

: DOMESTIC REGIONAL SERVICE MANAGERS MINNEAPOLIS. — Hudson and AT FIRST ST. 7 : 

7 . . . Nash zone offices have been merged elevision an 

| Must be competent pilots. A background of aircraft maintenance hese a0 part of American DMoters Radio Available 

H desirable. Travel and headquarter in Wichita. Must read and Corp.’s field reorganization. V. J. 

‘i oa Gillis is manager of the combined 

; speak Spanish fluently for the export position. mone office, He fecmerty was Mack pe per 
é zone manager here. 

; CESSNA Tom Cody will head Nash sales Children! 
oe If you meet these requirements and are interested in unlimited under Gillis, and Barney Coen, for- 

B i : : ° . ‘ mer Hudson assistant zone mana- Phone 

} opportunities with world's leading producer of executive air- §/ 2.1 will head Hudson sales. The WOodward 3-7100 
5 craft, send your resume and recent photo to: Professional Place- operation will be known as Ameri- AIR-CONDITIONED ¥ MOORE 

4 ts . Dept. AN. C Ai "Cc 5800 E can Motors Sales Corp. and will ROOMS «. JERRY MO 

/ ment Supervisor, Dept. AN, Cessna Aircraft Company, ast serve as a parts depot. J. E. De- ~ General Manager 





5 
i 


a 
a 











: 


| By Joseph M. Callahan | been 
; | usually occurs: 


7 Staff Writer 
| LANS whereby outside firms | 
inspect and guarantee selected | 
sed cars offered by a dealer are 
gpreading throughout the country. 
From the customer's stand- 
point, such plans take much of 
the mystery out of buying a used 
ear. In effect, they fill the need 
of the buyer who is willing to 
y a little more for the assur- 
ance that he is not buying some- 
one else’s trouble. 
From the dealer's viewpoint, he 
able to get more for his better 
ears, with someone else taking the 
risk on the warranty. 


— 
in a 
bonding, he 
selecting the 

Red Holman, used-car manager | 
for Floyd Rice (Ford), Detroit, 
which has an outstanding used-car 
operation, summed it up this way: | 

“This can be a very successful 
plan for a dealer. But he has to 
be careful he doesn't get involved 
in making too many repairs on a 
car just to get a warranty. 


the dealer 
condition 
must 
cars. 


must put cars 
acceptable for 
use care in 


“If a car requires a lot of | 
work, I won’t go for the war- | 
ranty. After all, you can’t make 


a race horse out of a jackass.” 


Among the companies offering 
this service are National Bonded 
Cars, founded in Springfield, N. J., 
in 1954 and now claiming 3,000 
dealer customers, and the Certified 
Cars Corp., which started in 1955 


in Chicago, spread to Indiana and | 


is planning to move into Detroit. 
ae 


C. N. Cofoid, formerly a Chi- 
cago Dodge-Plymouth dealer and| 
before that with General Finance 
Corp. as vice-president of the au- 


| 
tomobile discount division, 


Harry S. Campbell, president of 
National Bonded Cars, says that 
his company has grown tremend- 
ously and now has 40 district 
offices. Within two months, he| 
said, his firm expects to be oper- 
ating in every state except two— 


Florida and Connecticut, where the | 


insurance 
subject to 


plan is classed as an 
operation and _ thus 
stringent regulation. 


Here’s how the NBC plan works: 


A new-car dealer picks out a 
reasonably good-looking and 
mechanically-sound car no more 
than five years old and asks the 
local district manager of (NBC) 
to certify it as guaranteed. 


The NBC inspector gives the car 
an intensive mechanical inspection. 
He will pull the wheels, check the 
engine, transmission, differential, 
clutch, rear axle, steering and 
brakes. 

Then he will take the vehicle 
on a 5-10 mile road test. All this 
effort will be expended to deter- 
mine if the car is likely to remain 
in good mechanical condition for 
at least 15,000 miles. However, if 
the owner drives the car 40,000 
miles in a year, NBC must still 
pay for the mechanical repairs. 


Usually the inspector will then 
give the dealer or used-car mana- 
ger a list of repairs required before 
NBC will guarantee its mechanical 
condition. 

* = +. 


F THE dealer decides after the 

inspection that he doesn’t want 
the car guaranteed, he is charged 
a $7.50 inspection fee. If the war- 
fanty is issued, the dealer pays 
National Bonded Cars $15. There 
is an additional $20 fee to the 
dealer when the car is sold, mak- 
ing his total expense $35. 

Even if a car is less than five 
years old, NBC will not guarantee 
it if it has been in an accident or 
if it has been driven 60,000 miles. 
Even a front-end collision will 
disqualify a car. 

When the car is put up for 
Sale, NBC says it will command 
at least $50-$100 more because 
the purchaser doesn’t have to 
Worry about additional heavy 
repair costs. 

In the event that the NBC- 
uaranteed car does have a 
Mechanical. failure after it has 


lapproval, 


RESIDENT of Certified Cars is | 
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sold, the following action 
1. The owner puts in a collect 
call to the local office of National 
3onded Cars. 
2. NBC 
then 


calls its inspector who 
verifies the owner's report. 
In this respect, NBC 
mends that the owner in trouble 
take his car to a nearby fran- 
chised new-car dealer who sells the 
|}same make of car. However, the 
owner is free to go to any garage 
of his choosing. Also, the car is 
covered any place in the U. S. or 
Canada. 
3. After 


recom- 


getting the inspector's 
the repair shop is 
go ahead with the 
work. A check is dispatched at 
once to the warranty holder. 
Depending on the repair shop, the 
owner can pay for the work im- 
mediately or wait until his NBC 
check arrives. 


* + + 


authorized to 


A STRICT NEC rule is that these 
é checks are always made out to 


| 


| 
| 





pal: To Perform a Service for Both Buyer and Seller... 


sed-Car Guarantee Plans Spread 


the warranty holder to show that 
there is no collusion between NBC 
and the shop. 

National Bonded Cars pays the 
full retail 
full flat rate manual labor charges. 

NBC issues one-year franchises 
to participating dealers. During 
the period when the program is 
being introduced into a new area, 
it has been the practice to grant 
exclusive franchises, 

For example, NBC might agree 
that a certain Ford dealer would 
be the only Ford dealer in his 
city to participate in the plan for 
the next year 

Now that the program is becom- 


price on parts and the| 


more | 


ing more established and 

dealers are asking to join, NBC 
officials are issuing no more exclu- | 
sive franchises. Dealers can can- 
cel the franchise at any _ time, | 
although NBC officials say none 


have thus far. 


Wondering how new-car and truck pro- 


duction and sales are making out? AUTO-| 


MOTIVE NEWS gives you the entire story 
every week throughout the year. 





Snooky and His Bosses— 


Singer Snooky Lanson (second from right) shares a rehearsal break with Chevrolet 
advertising chiefs before the premiere of ‘Chevrolet on Broadway,” summer replace- 
ment for the ‘‘Dinah Shore Show." From left are Colin Campbell, vice-president and 
Chevrolet account executive, Campbell-Ewald Co.; Philip L. McHugh, the agency's 
radio-TV vice-president; Lanson and William G. Power, Chevrolet advertising manager. 
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Genuine leather upholstery makes life much more comfortable 


for your customers. Entering and leaving the car is easier. Leather provides 


the right amount of firm, comfortable support while they are riding. 


Because it “breathes”, it is quicker to cool in summer, quicker to warm up in winter. 


For comfort, for value, for beauty ... and for sales, sell genuine leather! 


Only genuine leather wears as well as if looks 


THE UPHOLSTERY LEATHER GROUP, INC., * 99 West Bethune, Detroit 2, Mich., * 141 E. 44th Street, New York 17, N.Y 





i 
Yl 
5 


Shee at ae | 


Saat acne 


48 ue __ AUTOMOTIVE NEWS, AUGUST 6, 1956 


cut delivery costs up to 50% with 








i AE Ihe 


be 
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Model G-11, capacity 1100 Ibs. (battery or p.t.o.-powered) 





Model G-60-E, 
capacity 600 Ibs. 
(battery-powered) 
Model G-3000, capacity 
2000 to 3000 Ibs. 
(p.t.o.-powered) 








ADVERTISEMENT 









CAPACITIES 
600 TO 3000 LBS. 


Galion LOAD -evator 
hydraulic endgates cut 
pick-up and delivery time 
in half... protect your 
merchandise from damage 
-..-reduce delivery man- 
hours and guard against 
costly injuries. 

LOAD-evators raise and 
lower at the touch of a 
lever... have built-in safety 
features ...are available 
in 5 models to fit your truck 
—and your job—exactly! 

Find out how LOAD- 
evators can reduce your 
merchandise handling 
costs. See your Galion 


Allsteel distributor today. 
AA-3381 


GALION ALLSTEEL BODY COMPANY 


GALION, OHIO 








ADVERTISEMENT 








American Markee ... A Boon to Carlot Dealers! 


MIAMI, Fia.—More and more cariot dealers are cashing in on the American 
Markee ideo to give their business a face-lifting, and added profits as well. 

All America is undergoing this face-lifting process—as evidenced in homes across 
the nation—even more evident in business houses. Carlot dealers are faced with 
an immediate problem—to build a better ‘“‘mousetrap"’ or let the world beat a 
path to somebody else's door. 

It's not a case of just any old (car) port in a storm! This business of selling cars 
is one of the most competitive in the game. That's where Seaview Industries has 
come to the rescue with their commercial carport—the American Markee. 

The result of careful and inspired designing by skilled craftsmen, the American 
Markee is a godsend to the carlot dealer. This carport was created through the 
inspiration of this city of tropical beauty, a city which has lived through the worst 
storms ever seen in the Western Hemisphere. 

Seaview's production engineers experimented through years of research, testing 
and improving on products that would withstand the tropical sun, the salt air 
(without corrosion or rust), and hurricanes. Paul Remmier, president of the firm, 
refused to release any product until it was ideal. Such a product is the American 
Markee. 


An all aluminum canopy, the Markee'’s basic form is a 10x20 foot carport. When 


installed in multiple units, the Markee is adaptable to any size business—plus so-o 
easy to handle. All sections are shipped ready to set up by using simple, everyday 
tools. 

The Markee's heavy duty aluminum protects through all kinds of weather, the auto- 
mobiles over which it projects. Frequently, Markee buyers add electric lights 
underneath, finding this adds to their business after dark, as well as provides 
security. 

As the United States is fast becoming a nation of two-car families, it's the car 
dealer who attracts the customers who gets the business. 

As America’s standard of living goes up, so does the carlot dealer's sales chart— 
if he has blazoned the trail to his door, with the Americon Markee. 

People like to trade with a ‘going’ concern, one that looks prosperous, well- 
established, one which provides overhead protection for the cars that are on the 
market. Here again, the American Markee comes to the rescue. The carlot dealer 
who buys the Markee is telling the world that he is dependable, a good man for 
folks to see when they want to buy a car — not a fly-by-nighter. 

Watch your business grow when you dress up your car lot with the Markee Carport. 
Learn more about this amazing sales-getter by writing to the American Markee 
Corporation, Box 397, International Airport Branch, Miami 48, Florida. 


—we. AUTO DEALER... 


for BEST display... 
night or day! 


carport by 


install an all-aluminum 


American Markee 


Here is a 24 hour salesman that works rain or shine to better merchandise your automobiles. 


The simplification of design enhances the lines of the cars you display, while the all-aluminum 
construction adds an air of permanence to a “car lot” operation. Attach this ad to your 
letterhead and let American Markee increase “DEALS” for your DEALERSHIP. 


Photos courtesy of Packer Pontiac—Detroit, Flint, and Miami 


AMERICAN MARKEE CORPORATION, a division of SeaView Industries, Inc. » Box 397, Miami 48, Florida 





ONLY 


Aa || 


Lighting Equipment not included. 


15 Dealer Changes 
Announced in 
Virginia Ranks 


| RICHMOND, Va. Fifteen Vir. 
|ginia dealership changes, either in 


name or in make, have been an. 
nounced by the Automotive Trade 
Assn, of Virginia. 

City Motor Co., Norfolk, hag 


dropped Austin and has become a 


used-car dealership; E. H, Law. 
rence Motors, Inec., Norfolk, 4 
former used-car dealer, has signed 
with English Ford; McLean. 
Hanbury Pontiac Corp., Ports. 
mouth, now is McLean Pontiae 
Corp., and McRae Co., Ports. 


mouth, has dropped Packard for 


used cars. 
Callihan Chevrolet, 


Inc., Wythe. 


ville, is now Tarter Chevrolet, Ine.; 
Rtidgeway's Garage, Vinton, is now 
an International dealer; Madison 
Motor Co., Madison, a_ former 
Chevrolet dealership, is _ selling 
used cars; Lea Bros. Motor Co, 
Inc. (Ford) Lovingston, is now 
Saunders Ford, Inc.; and Tate's 
Service Station, Luray, which 


handled GMC, is selling used cars. 

Marlow Motor Co., Inc, (Kaiser- 
Willys), Front Royal, has switched 
to Mercury; Coggins Motor Co, 
Inc., Charlottesville, has switched 
from Studebaker-Packard to 


Chrysler-Plymouth; Moon Motor 
Sales, Inc., Oranga, has changed 
from Willys to used cars; Rose 
Hill Motor Co. (Ford), Rose Hill, 
is now Smith Ford Co.; Blake Mo- 
tor Co., Inc. (used-car), Clinch- 
port, has signed with Ford, and 


|Harris Packard Sales, Hayes, has 
changed its name to Harris Garage 
and is selling used cars. 


F ord te Double 
Atlanta Plant 


| DEARBORN. Ford division 
| will begin a construction program 
| that will nearly double the manu- 
'facturing area at its Atlanta as- 
|sembly plant, according to W. A. 
| Folsom, general manufacturing 
manager. 

| Folsom said, “Construction at 
| Atlanta is scheduled for comple- 
| tion in late 1958 and we will begin 
work as soon as contracts can 
be let. Construction will not dis- 
turb regular car production at any- 
time.” 


Explaining that actual unit 
capacity will not be increased at 
|the Atlanta plant, he said, “We 


build more car-per-car today than 
|we did a few years ago, therefore, 
we need more plant-per-car today.” 


Love Is Magic 
Cupid Spurs Salesmen 


To Top Spot 


ST. PETERSBURG.—Dan Cupid 
|is a good man with an auto order 





pad, according to Rubel & Smith 
| Motor Co. ‘Dodge-Plymouth) here, 
winners of the Atlanta  zone’s 
“Sales Magic” contest. 

| The truck and car sales man- 
agers, struggling with what they 
thought was a high quota, man- 


aged to keep the firm in the run- 
|ning but had little hope of first 
place. 

Then, early in July, the salesmen 
|found that if they won, their gen- 
eral manager, Cedric Ringer, who 
was to be married, would win a 
Hawaii honeymocn. 

Love seemed to provide the spur. 
The dealership wound up in first 
|place with 130.8 percent of quota 
as compared to the second place 
103.6 percent. To celebrate, a going- 
away dinner was given to Ringer 
and his bride by the sales force. 


| 47 Million Pitch In 
| To Keep ’Em Rolling 


NEW YORK. — A total of 
47,250,000 people in the U. S. 
| consider themselves responsible 
for family auto maintenance, 
| according to a national study 
by Alfred Politz Research, Inc., 
under the sponsorship of Look 
magazine. 

Of these individuals, 27.8 per- 
cent plan to buy tires in the 12 
months following February, 1956, 
the month when the interviews 
were completed, 
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Young Economy Champ— 


Dove Purceil, second from left, Bell 
(Calif.) High School student, receives 
trophy for winning the Youth Safety 
Economy Run sponsored by the Peace 
Officer's Car Club Assn. and Richfield Oil 
Co. Driving a 1956 Ford V-8 Customline, 
sponsored by Maywood-Bell Ford, Bell, 
Pyrceil averaged 27.65 miles per gallon 
for the 660-mile run. From left are Ed 
Chopman, Ford truck sales engineer; Pur- 
ceil; John Senter, Bell motor officer; and 
R. W. McCulloch of Maywood-Bell Ford. 











14 Percent Above Year Ago... 


June Toll Breaks Record 


Labor Expert... 





Dealers Advised on Wages, Hours 


(Continued from Page 6) 
posted together with disciplinary 
consequences for infractions.” 

(A subsequent article will enu- 
merate a list of “Personal Conduct 
Rules” recommended for auto 
dealers.) 


* * * 


Complaint Procedures 


2 PROVIDE employe complaint 
® procedure. 

Stringari said, “Handle employe 
complaints promptly and fairly. 
This should be done initially at 
the supervisor level. The manage- 
ment of smaller dealerships have 
an opportunity to make it easy for 
the employe to talk and be heard. 

“Make a practice of going to the 
people. Walk through the shop 
occasionally and visit. Stay close 
to your employes. Remember that 
people react differently to circum- 
stances and situations, and dis- 
satisfactions are bound to crop up. 

He added that whether an em- 

ploye’s complaint is important or 
trivial, it is the way the employe 
feels that is important and 


prompt and sympathetic atten- 


(Continued from Page 1) 


old record was 3,119 for June, 

1952. 

Traffic deaths for the first six 
months of the year totalled 18,120, | 
another alltime high for the period | 
and 10 percent more than for six} 
months last year. The previous high | 
was 17,320 in the first half of 1937. | 

June was the 16th consecutive | 
month to bring a higher traffic toll | 
than in the corresponding month 
of the year before. 

- * = 
ED H. DEARBORN, Council 
president, said it would take 
“almost a miracle” to head off a 
record high traffic death toll in 1956. 
At the present rate, he said, the old 
record of 39,969 in 1941 will be ex- 

ceeded by about 2,000. 

“But this miracle can happen,” 
he said, “if the American public is 
sufficiently shocked by what is 
going on to stop doing the things 
that are causing these accidents. 
Courtesy, common sense and care 
will do the trick.” 

Mileage information is available 
for only four months of this year. 
For that period mileage was up 6 
percent, with an increase of 10 per- 
cent in deaths. 

This results in a mileage death 
rate of 5.9 deaths per 100 million 
vehicle miles, compared with a rate 
of 5.7 during the comparable period 
in 1955. 

Forty-seven states reported to the 
Council for June, with 13 showing 
decreases in deaths, two no change, 
and 32 increases. For the six-month 
period, 11 states reported decreases 
in deaths, two had no change and 
34 showed increases. 

* * * 
‘(HE 11 states having decreases 
for six months were: Rhode 
Island; New Hampshire; Minne- 
sota; Connecticut; South Dakota; 
Nevada; Delaware; Tennessee; 
Michigan; Illinois, and Maryland. 

The reports of 563 cities for 
June revealed that most: of the 
soaring traffic toll is occuring on 
the open road. The cities had an 
increase of 7 percent in deaths, 
compared with the nationwide in- 
crease of 14 percent. 

The same cities reported an in- 
crease of 7 percent in deaths for the 
six-month period, while the increase 
for the nation as a whole was 10 
Percent. 

Of the cities reporting for June, 
98 had decreases, 366 no change, 
and 99 showed more deaths. For the 
six-month period, 193 cities had de- 
creases, 168 no change, and 202 re- 
Ported increases. 

a * + 
TH following cities with fewer 
deaths for six months have 
Populations of more than 200,000: 

Dallas; Minneapolis; Rochester, 
N. Y.; St. Paul; Honolulu; San An- 
tonio; Dayton, O.; Indianapolis; 
Providence; Miami; Toledo; Bir- 


mingham, Ala.; Cincinnati; San 
Francisco; Long Beach, Calif.; New 
York; Columbus, O., and Chicago. 

During June, 421 of the 563 re- 
porting cities had perfect no- 
death records. The largest city 
was Rochester, N. Y. (332,500); 
second largest was St. Paul (311,- 
300), and third was Toledo (303,- 
600). 

For the six-month period, 188 
cities were maintaining perfect rec- 
ords. The three leaders, in order of 
size, were Reading, Pa. (109,300); 
Utica, N. Y. (101,500), and Paw- 
tucket, R. I. (81,400). 

7 = * 
7 three leading cities in each 
population group at the end of 
six months, ranked according to the 
number of deaths per 10,000 regis- 
tered vehicles, .were: 
Over 1,000,000 


Detroit .... siedasseaee 
EE ae sdcaantanel 3.4 
IMIG: sisscicsceaicaciisaantcncinilabaninaioncon 3.7 


750,000 to 1,000,000 


I a ee 
Washington . os 
Boston . at an ala ale ee A 
500,000 to 750,000 
i ct ca pee 
Minneapolis ..... iedhesccteniastctaadaaae 
RD inact Se ae 2.1 
350,000 to 500,000 
NONE oo. eee 
ON ee 1.6 
I ote a 2.0 
200,000 to 350,000 
a Smee 0.7 
RD a Se ee 1.0 
IN ce A os ok Be ok i. 
100,000 to 200,000 
CD: TR oo cceccts ticssska ees 0.0 
RR MI ke ore Se It J 





Rockford, IIl. 
50,000 to 100,000 

CP em, TE, WG, osccisiscsccanssencsandnctel 0.0 

OS “Saar 

Evanston, IIl. 
25,000 to 50,000 









Billings, Mont. ........................ ae 0.0 
10,000 to 25,000 
Birmingham, Mich. ............00.0..0....... 0.0 
UN TUS cesenesaccesassedcctsasentenicd 0.0 
Mt. Clemens, Mich. .....................00.0/ 0.0 


3.850 TH Trucks 
Ordered by U.S. 


CHICAGO. International 
Harvester Co. has received con- 
tracts from the Federal govern- 
ment to build 3,850 military and 
commercial motor trucks worth 
approximately $28 million, accord- 
ing to William C. Schumacher, 
vice-president in charge of the mo- 
tor truck division. 

The largest award ($17 million) 
is for 1,644 of the five-ton military 
trucks, which the company has 
been building for several years. 


tion to gripes and complaints 
will make the solution easier, 

“Don’t let an employe nurse a 
grudge,” Stringari stated. “If 
action is delayed, an entire group 
resentment may be built up to 
complicate settlement of a simple 
matter. 

“An employe’s respect for author- 
ity and his confidence in the com- 
pany is increased by the prompt 
and impartial consideration of his 
complaint. When the company is 
wrong, admit the mistake and cor- 
rect it.” 

* x + 
PROVIDE job classifications 

* and fair rates of pay. 

He said that a dealer should 
carefully study the types of jobs 
in his organization and classify 
each according to the skills, abili- 
ties and duties required. 

Stringari advised: 

“Establish a rate range for each 
job and provide periodic increases. 
Every employe contributes to the 
success of a business. Pay the em- 
ploye fairly in accordance with his 
contribution. Compare your wages 
with those paid for the same work 
in the same locality. 

“Under no circumstances should 
you allow pay disparities (among 
your employes) to exist. Employes 
performing the same work, with 
relatively equal ability should be 
paid on the same basis. 

He recommended that dealers 
use incentive wage plans where 
they can be applied, that they in- 
vestigate profit participation plans 
and that they use any plan that 
will help make the employe feel 
that the success of the company 
means greater financial rewards for 
him and his family. 

* * > 


Fringe Benefits 
4. KEEP up with economic 
® fringes. 

In the matter of vacations, 
Stringari recommended that a 
dealer grant paid vacations of one 
week for one year’s service and 
two weeks for three year’s serv- 
ice, 

He continued, “Establish a paid 
vacation policy so that employes 
may take time off to refresh them- 
selves for the year’s work ahead. 


“Allow employes to select their 
vacation time in order of seniority 
but at a time mutually convenient. 
Give the employe sufficient time to 
make plans.” 

No dealer should overlook the 
prevalence in American industry 
of paying for six holidays in the 
last several years, he said. 

Stringari declared, “When 
Christmas Day, New Year’s Day, 

| Decoration Day, Independence Day, 
Labor Day and Thanksgiving Day 
occur during the 











Reo Contest Winner— 


O. J. Litzelman (left), salesman for 
the Indianapolis factory branch of Reo 
Motors, Inc., was awarded an imported 
sports car for achieving highest total 
truck sales during the company's recent 
national . sales contest. Presenting the 
keys is J. L. Adams, Reo's sales vice- 
president. 


regular work | 





__ | $2,000. 


week, it is now common to pay 
for these days not worked. 
* + * 
_ ORDER for employes to be 
eligible for holiday pay, it is 
generally required that they have 
passed their probationary period 
and that the employe has worked 
the last scheduled work days be- 
fore and the next scheduled work | 
day after the holiday.” 

He urged dealers to investigate | 
ways of making group insurance | 
coverage available to employes at | 
the lowest cost. He added that a/| 
comprehensive group insurance 
plan will include life insurance, | 
and benefits for accidental death | 
and dismemberment, sickness and 
accident, hospitalization and 
surgery. 

“Many dealers,” Stringari con- 
tinued, “In addition to making 
available a schedule of benefits 
on a group basis, share part of 
the expenses with the employe. 
Unions made great headway in 
the group insurance field during 
the emergency stabilization of 
wages, when direct wage in- 
creases were limited. 

“Today most labor contracts re- 





Highway User Taxes 
$4 Billion in 1955 


WASHINGTON, — U. S. high- 
way users footed a tax bill of 
more than $ billion in 1955, 
according to the Bureau of Pub- 
lic Roads here. This was 10.6 
percent above 1954. 

Fuel taxes were more than $2.5 
billion, up 10.3 percent; motor 
vehicle taxes topped $1 billion, up 
11.2 percent and motor carrier 
taxes were more than $91 million, 
up 16 percent. These do not 
include toll payments or local 
highway use taxes. 


Dealer Takes a 
Calls Old Days 


(Continued f 








cars are costing dealers more but 
he is selling for less, including 
used cars, service, etc. That is, 
of course, getting into politics, so 
I had better stay out of that as 


Fisher Body 
Names 20 Winners 


In Design Contest 


DETROIT. Twenty youthful 
stylists have won $43,000 in college 
and university scholarships in the 
1956 Fisher Body Craftsman’s Guild 
model car competition. 

Nine of them were named na- 
tional winners and received scholar- 
ships valued from $2,000 to $5,000. 
Eleven others won $1,000 grants for 
exceptional designing ability. 

Normally, 18 scholarships are 
awarded. The extra prizes stemmed 
from contest regulations which pro- 
vide for duplicate honors when any- 
one connected with General Motors 
wins an award. 

The 1956 national winners are: 

Senior age division—Bill Moore, 19, | 
Los Angeles, $5,000; Murray A.| 
Milne, 19, Detroit, GM summer em- 
ploye, $4,000; Jerry Winkley, 19, 
Rollins, Mont., duplicate $4,000) 
award; John J. Pink, 19, Grosse) 
Pointe, Mich., $3,000; Joseph S.| 
Greene jr., 19, Medina, Wash., $2,-| 
000. 

Junior age division—Bryce Arden 
Miller, 15, Detroit, Mich., $5,000; 
Charles S. Winslow jr., 15, Spring- 
field, Mass., $4,000; Charles A. Gibil- 
terra, 15, Los Angeles, $3,000, and| 
Michael Eli Barricks, 15, Chicago, 





The $1,000 scholarships went to| 
Craig Hodgetts, 19, Cincinnati, son 
of a GM employe; Raymond C. Fry, 
19, Akron, duplicate award; Richard 
Sylvester, 18, Lynnville, Ia.; Arthur 
Russell, 18, Los Angeles; David 
Koto, 18, Birmingham, Mich.; David 
O. Cano, 19, Phoenix, Ariz.; David 


quire dealer contributions to health 
and welfare funds from which 
group insurance benefits are pur- 
chased or the contract contains a 
schedule of benefits to be pur- 
chased by the dealer.” 

He added that much union 
organization literature and talk in- 
variably promises that group in- 
surance benefits will be negotiated. 

” ok * 


A Straight Approach 


5 KEEP your employes in- 
® formed, 

Stringari asserted that dealer- 
ship employes need solid infor- 
mation about the company’s 
workings, rules, personnel poli- 
cies, plans and their places in 
the organization. 

He said that this information is 
“necessary as a basis for intelli- 
gent and cooperative employe re- 
sponses to the demands of the 
job. If your company is small, 
talk to your employes regularly. 
If your company is larger, write to 
your employes occasionally or 

| publish a monthly news-letter or 
magazine. 

“Adopt a _ straight-forward ap- 
|proach. Tell your employes what 
you are doing for them. Remind 
them of the benefits they receive 
and the cost of these benefits. Take 
credit for the money you spend. 
Replace misinformation, rumors 
and suspicion with facts.” 

Stringari said these basic poli- 
cies are essential for a sound 
relationship with employes and 
that a dealer should add to these 
policies according to his particu- 
lar situation. 

He concluded: “Review the pol- 
|icy every six months. Supply each 
employe with a copy of your policy 
and show him where he fits in. The 
front-line supervisor must be 
thoroughly familiar with your labor 
relations program and be willing 
to observe both its spirit and its 
letter.” 

(Next week’s article will ez- 
plain what a dealer should do in 
the period immediately before a 
representation election.) 


Look Back, 
a ‘Pienic’ 


I could write another 10 pages on 
that alone. 

p———_, after 19 years of 
association, we have cussed each 
other. Of course, we have never 
come to blows but we have both 
blown our tops. 

I hate to see you quit but then 
again I have threatened to do so 
several times and am stili thinix- 
ing, “maybe just one more year 
and it will change.” But if the 
year of 1957 isn’t any better than 
the year of 1956, I think I will join 
you. My overhead, of course, is no 
where near yours and I don’t aim 
to let it get any higher than it is 
right now. 

It, of course, means more work 
for me but that is the way it is 
going to have to be. Seems like I 
am here now 24 hours a day, seven 
days a week, so I can’t put in any 
more time. Reminds me of the old 
saying, “If you work eight hours 
a day, don’t worry. By and by, 
you'll be the boss and work 24 
hours a day and have all the 


| worries.” “a 


OU didn’t say what you were 

going to do. I heard there was 
another business going into your 
building but didn’t hear if you 
were putting it in or if you are 
leasing your building. Whatever it 
is, I'll bet there won’t be any trade- 
ins connected and I don’t blame 
you, 

It used to be years ago that the 
more tradeins you made from one 
new-car deal the more money you 
could make. Now the more trade- 
ins you make the more expenses 
you have. 

I often wondered just what is 
going to happen to the car busi- 
ness. Are the factories going to 
open super-markets and sell them 
direct for volume or is every gaso- 
line station as well as used-car lot 
going to be selling new cars. 
Something has to give. 

Either it has to get back like 





W. Cosper, 19, South Bend; Andris 
Strelnieks, 19, Indianapolis; Herman 
I. Rauth, 18, York, Neb.; Donald 
Fisher, 19, Erie, Penn., and Thomas 
O. Montemurro, 17, Kenosha, Wis. 


it was prewar or there won’t be 
such a thing as a dealer with 
service facilities. 

With the best of luck in your 
new venture, I'll ring off for now. 
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No Cure-All, He Tells ATAM ... 


lg m y P- 


Day-in-Court Warning |* 
Sounded by Fribley 


(Continued from Page 3) 


tee, and Walter M. Kiplinger, 
NADA public relations director. 

Richards told of the gradual de- 
velopment of factory-dealer coun- 
cils and said ATAM can do much 
to help promote good relationship 
between manufacturers and 
dealers. 

In a similar vein, Somerville de-| 
clared: “A dynamic partnership is 
possible between dealers and fac- 
tory—one that will provide new re- 
wards for all concerned. 

“The prime responsibility of the} 
factory is to supply a quality pro- 
duct to meet the demand for new 
cars. The right setup of dealer dis- 
tribution is important so that) 
dealers will have sufficient elbow 
room, permitting them to make a 
profit. His responsibility is to run 
his business at a profit.” 

Speaking on traffic safety and 
methods of achieving it, Darlington 
deciared, “Dealers have a great 
stake in traffic safety. You must 
urge them to get behind their re- 
gional safety conferences and every 





safety movement.” 
He commended the high-school 


Glassford Heads 
Six Appointments 


At Chrysler Corp. 


DETROIT. — Six appointments 
to the staff of Chrysler Corp.’s auto- 
motive group were announced last 
week by W. C. Newberg, group 
vice-president. 

Fred M. Glass- 

ford is manufac- 
turing director; B. 
W. Bogan, execu- 
tive engineer; 
William G. Knuff, 
director of for- 
ward planning, 
and Jack Free- 
man, chief opera- 
tions analyst. 

Glassford an- 
nounced appoint- F- M. Glassford 
ments of Carl W. Layman, chief 


industrial engineer, and H. Haild| 


Zeder, manufacturing specialist. 

Glassford has been Dodge manu- 
facturing manager since January, 
1956. He joined Chrysler Corp. in 
1932. 

Bogan has been with Chrysler 
Corp. since September, 1933 when 
he enrolled in the Chrysler Insti- 
tute of Engineering. Knuff joined 
the corporation Jan. 1, 1955, at) 
Dodge. Freeman joined Chrysler 
Corporation in 1943. He left the 
company in 1945, but returned in 
1953, to become a member of 
Dodge’s comptroller’s staff. Layman 
joined the corporation in January, 
1955, and Zeder in 1928. 


driver-training programs and the 
seven states now providing finan- 
cial assistance to such courses, 
and he praised the practice of 
periodic vehicle safety inspection 
and the 13 states which require 
such inspections. 

“Safety inspection can be sold as 
good public relations,” he added. 
“Periodic inspection is primarily. in 
the public interest, and that it bene- 
fits any dealer or service outlet is 
secondary.” 

Kiplinger spoke on the 1957 


| NADA convention and equipment 


exhibition to be held Jan. 26-30 in 
San Francisco and told why dealers 
should attend the event, as well as 


| the state association conventions. 


“If we stop to think about this 
subject in terms of principles,” he 
said. “I think we will agree that 
conventions achieve results which 
are impossible to derive from piece- 
meal encounters or through com- 
munications.” 

An afternoon session of the 
summer meeting was devoted to 
three panel discussions involving 
problems and services of automo- 
tive trade associations and their 
managers. 

The first panel, “Getting the Most 
from ATAM,” 
Kress. Panel members were Sump- 
ter Priddy, Washington, D. C.; Earl 


Burrows. Cleveland, and Jim Gor-| 


man, Jefferson City, Mo. 
The second panel, 
State Association Managers,” was 


moderated by Herman Schaefer, In-| 


dianapolis. Panel members were 
Steinhoff, Roscoe Hambric, Topeka, 
Kans.; and Fred K. Eells, Seattle. 

Title of the final discussion was 
“What Specific Services Should As- 
sociations Currently be Giving 
Their Members at the Grass Roots?” 
Mrs. Erdie Turner, Cincinnati, was 
moderator, and Richard Axtell, Spo- 
kane; Otto Henneberger. Newark, 
N. J., and Charlie McFee, Rich- 
mond, Va., were panelists. 


The discussions brought out the | 


importance of auto shows, even 
in smaller communities, as a good 
means of developing good public 
relations for dealers. Participation 
by dealers in civic events and the 
loaning of cars for various public 
functions also were advocated. 
Other measures urged were safety 
promotions and cooperative adver- 


tising by dealers to point up the) 


economic importance of dealerships 
to their communities. 

The panelists also discussed 
health and welfare programs, labor 
relations and union dealings, legis- 
lative contacts and activities, com- 
batting bootlegging and enforcing 
codes of ethics in dealer advertising. 

The association announced it 
would hold its 1957 summer meet- 
ing in Montreal. 


Diamond T Managers Honored— 


Diamond T Motor Car Co. presented diamond-studded lope! buttons to seven 25- 
year veterans at the company's annual district managers’ meeting. Recipients and 
their territories were (from left) F. M. Clary (Ohio, West Virginia), L. P. Larsen 
(Nebraska, lowa Sovth Dakota), P. R. McMahan (Texas), A. T. Frost (Wisconsin, Min- 
nesota), F. J. Hollearn (West Virginia, Pennsylvania), S. T. Kunkel (Southern Cali- 
fornia, Arizona) and W. G. Norris (Michigan). 


was moderated by'| 


“Musts for) 


| Reassemblers Wanted— 


and competitors’ cars. 


| studied. 





DEARBORN. — The free piston | 
turbine engine has much greater | 
|potential for the auto industry 
|than the gas turbine compressor | 
j}engine, according to Paul Klotsch, 
|}manager of the mechanical engi- 
neering department of Ford’s 
Scientific Laboratory. 

Declaring that several prob- 
lems must be solved before the 
free piston engine replaces the 
current engine, Klotsch said, “At 
the present stage of development, 
the noise level of the engine is 
relatively high for passenger car 
operation, and engine controls 
must be improved.” 


He explained that the engine} 





3 Young Members | 
Of Rootes Family 


‘Given High Posts 


COVENTRY, England. — Three 
younger members of the Rootes 
family have been appointed to high 
executive positions in Rootes Mo- 
tors, Ltd. it was announced by 
Sir William and Sir Reginald 
Rootes, chairman and deputy 
chairman. 

Brian Rootes was named man- 
aging director of Rootes, Ltd., in 
charge of worldwide sales, and 
Timothy Rootes, 31-year-old son of 
Sir Reginald, becomes sales and 
service director for cars and com- 
mercial vehicles, covering some 
1,000 dealers in the United King- 
dom. 

Geoffrey Rootes, 39, son of Sir 
William, now is deputy chairman 
and managing director of the man- 
ufacturing companies. 

The Rootes Group now will be 


An automotive jigsaw puzzle with thousands of pieces results from annual tests at 
the General Motors Proving Ground, Milford, Mich., to check the durability of GM 
The vehicles are driven 25,000 miles, then torn down to 
| measure wear. Gasoline and oil consumption and tire mileage are among factors 


Several Problems Cited by Ford... 
Free Piston Favored 


| trols must operate differently than 





composed of two divisional boards 
— one for manufacturing and dis- 
tribution in Great Britain and the 
other for the company’s export 
business. Brian Rootes will be 
chairman of both these boards. 

Brian Rootes organized the com- 
pany’s North American operations 
in 1948 and served as managing 
director until 1953 when he 
returned to Great Britain to su- 
pervise the firm’s export business. 


Griffith DeSoto Quits 
CLINTON, Mo. — Griffith DeSoto 
& Plymouth Garage has discon- 


and equipment at auction. 


ee ee ee | Rubber Shortage 


ae! 


In Suez Crisis 


Called Unlikely 


AKRON.—Possible interruption of 
shipping through the Suez Canal] 
should have little effect on sup- 
plies of crude rubber available to 
the U. S. or -to the rest of the 
world, in the opinion of John L, 
Collyer, board chairman, B, F 
Goodrich Co. 

“Crude rubber will be shipped by 
other routes in the unlikely event 


| that this waterway is closed, or if 





makes a pulsating sound which 
changes in volume with increased 
load. 

He added that controls for regu- 
lating speed must be simplified and | 
made for effective, asserting that 
during idling, acceleration and 
under light loads, the engine con- | 


under light loads. 
Cost and economy of operation | 
are not significant problems, he 


|that large and small 





said, adding that the free piston 
engine can operate on many fuels, | 
including propane gas, diesel oils 
and low octane gasoline. 

Observing that the Ford engi- 

neering staff has completed 
several of these engines, Klotach 
said, “None of these required any 
critical metals with high nickel 
content, such as are needed for 
some gas turbine components. 
Most of the parts are made of 
low alloy steels.” 

Klotsch concluded that transmis- 
sions may be simplified with the 
free piston engine, that spark plugs 
will not be needed and that a 
pneumatic starting system proba- 
bly will be used with a diesel-type 
compression ignition. 

= = 





Tomorrow's Auto Engine?— 


conditions for using it are not ac- 
ceptable to ship operators,” Collyer 
said last week. 

“Less than 30 percent of the new 
rubber used in the U. S. this yea 
has been natural rubber routed vid 
the Suez Canal. Sixty-one percent 
of the rubber now being used in 
the U. S. is man-made rubber and 
39 percent is imported crude rub- 
ber,” he added. 

Collyer said the high speculative 
prices for crude rubber that now 
prevail will further encourage 
greater use of man-made rubbers 
in the U. S. and the free world. 

It is fortunate, he said, that world 
inventories of man-made rubbers 
are at the highest point since World 
War II and capacities for produc- 
tion are now ample to permit in- 
crease in usage. 


Willys Announces 


3 Contest Winners 


TOLEDO. — Three dealers, two 
from the Midwest and one from the 
East, were winners of the 
“Traction-Versatility” Jeep sales 
contest sponsored by Willys Mo- 
tors, according to C. A. Watson, 
sales manager. 

Winners are James B. Shore 
and Ralph F. Crawford, Shore & 
Crawford, Clarinda, Ia; R. H. 
Williams, R. H. Williams Motors, 
East St. Louis, Ill, and Grant 
Eckfeldt, E. & S. Motor Sales and 
Service, Fitchburg, Mass. 

The contest was conducted so 
dealerships 
were not competing against each 
other in terms of volume. Selec- 
tion of winners was made on the 
basis of number of units sold in 
excess of established records, 
Winners will have their choice of 
a vacation in Colorado, Hawaii or 


ithe Canadian Rockies. 


Mechanic Aid 
AMA Advises Dealers 


On Training 


DETROIT. — A new booklet tell- 
ing how an automobile dealer can 
assist local schools in training auto- 
motive mechanics was published 
last week by the Automobile Manu- 
facturers Assn. 

The booklet, “What Can a Dealer 
Do to Get Good Servicemen,” was 
developed by the service managers 
committee of the AMA in coopera- 
tion with the American Vocational 
Assn. The publication is part of a 
long-range program for developing 
an adequate supply of properly- 
trained servicemen to meet th 
growing needs of the automotive 
service business. 


A free piston turbine engine which Ford Motor Co. engineers think may power 
tinued business and sold its assets| U. S. cars some years in the future. The above engine is made of simple metals and 


can run on many types of fuel. 
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By Joseph M. Callahan 
Staff Writer 
LTHOUGH picketing was still 

continuing at 10 Galesburg (IIl.) 
dealerships last week, there was 
considerable evidence that the or- 
ganizational drive of the Teamsters 
and Machinists was 
deteriorating. 

Outcome of the 
Galesburg drive was 
being watched with 
more than ordinary 
interest in Peoria, Ill. (45 miles to 
the south), and the Quad Cities (45 
miles to the north.) 

In both of these areas the Team- 
sters and Machinists have been 
quietly attempting to organize shop 

rsonnel for the last few months. 
But both drives have bogged down 
in the last 45 days, apparently 
awaiting the outcome of the Gales- 
burg push. 

The chief reason for the dealer 
optimism at Galesburg was an ad- 
mission by Lester Bohm, an in- 
ternational representative of the 
Teamsters, that “we can’t organ- 
ize your men.” 

This admission was made at a) 
meeting requested by the Union and | 
attended by Bohm, Gene Bragg, 
(Lincoln-Mercury), Henry Brown 
(Oldsmobile), Willis Puckett, 
(Buick), Harold Weaver (DeSoto-| 
Plymouth), and a representative of | 
the state labor board. 

After admitting that the union| 
couldn't organize the dealership 
employes, Bohm reportedly said 
that the only way the dispute could} 
be settled would be for the dealers 
to sign union contracts and to per- 
suade their men to join the union. | 

& ad | 


* 


$200,000 Spent 


OU want me to be the organizer 
in my own shop?” Bragg 
asked incredulously. 
“That's right,” replied Bohm, add-| 
ing that the unions had invested | 
$200,000 on the Galesburg drive and_| 
couldn’t afford to drop the dispute.) 
In another outbreak of vandal- 
ism, two new cars about to be | 
delivered by Galesburg Lincoln- | 
Mercury were spattered with 
paint remover. Although no one 
was arrested, the damage was dis- 
covered shortly after a mass 
picketing demonstration. 

The Galesburg dealers report that} 
a further sign of the strike’s de- 
terioration is the picket lines, which | 
now consist of about eight or nine 
former employes and about a score! 
of youths from the local high school. | 

* = * 


LABOR 
FRONT 








Picket Questioned 


W/SEn Bragg asked one strapping | 
young man—a member of the) 
local high school football team—| 
why he was picketing, the youth 
replied: 

“For $1.15 an hour.” 

The Galesburg dealers also say | 
that sales are up 20 to 30 percent | 
in July over June, although the 
picket lines still are damaging | 
business. 
Said one dealer, “They have these 
16-year-old kids take down the} 
license of every person who comes 
in for service. Then they identify| 
the person through his license plate | 
and if he’s a union person, they hold 
a ‘wake’ or kangaroo court for him. | 

“If the picket-line passer is found | 
guilty, they either try to get his job| 
or make him do ‘penance.’ Some-| 
times this penance consists of man-| 
ning the same picket line he crossed | 
for two or three days. | 

Fa * * | 

Peoria Activity 
I PEORIA the union activity,| 
which has subsided in the last! 
45-60 days, has consisted largely of 
contacting on the outside the me- 
chanics at three of the town’s 17 
dealerships. These firms are Key! 
Motors (Dodge-Plymouth), Johnson 
Chevrolet and Travis Cadillac- | 
Pontiac. 

A. R. Pothuisje, head of Key 
Motors and president of the Peoria 
Auto Trade Assn., said, “It appears 
that the unions are waiting for a/| 
Settlement of some kind at Gales-| 
burg or the new models. 

Pothuisje also said the associa- 
tion recently made a survey of 
wages and working conditions in 
Peoria dealerships and found | 
them above average. He added 


that all the dealers had health | 


Nearby Cities Await Outcome... 


Galesburg Union Push Falters 


provided vacations for their 
workers. 


Another dealer declared, “Sooner 
or later we’re going to have to face 
a unionizing drive. But we won’t 
be pushovers. We have a strong as- 
sociation; we recently were able to 
get Sunday closing in all new and 
used-car outlets, and the dealers 
here stick together pretty well. 

The last strong dealership or- 
ganizational activity in Peoria oc- 
curred in 1947 when a prolonged, 
but unsuccessful bid was made to} 
organize a Buick dealership. 

* + * 





Kansas City Talks 


N KANSAS CITY, the Greater 
Kansas City Automotive Dealers | 
Assn. and three unions are negoti-| 
ating a new contract to replace one| 
that expired July 15. 
Talks are expected to be con-| 
cluded without difficulty, although | 
one of the three unions has turned| 
down one of the dealers’ offers. The | 
unions are asking for a 40-hour 
week and a $2 hourly wage. 
Meanwhile, Clasen-Morse Chev- 
rolet Co. of Kansas City, Kans., 
has signed an agreement with 
Lodge 778 of the Machinists and 
Local 498 of the Teamsters, recog- 
nizing the unions as bargaining 
agents and agreeing to accept the 
contract now being negotiated by 
the Kansas City Automotive 
Dealers Assn. 
In Duluth. Minn.. the National 
Labor Relations Board has dis- 


| signed a three-year contract calling 


|} as their bargaining agent. 
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multiemployer unit of salesmen em- 
ployed by members of the Associa- 
tion—was inappropriate for collec-| 
tive bargaining. | 

+ + + 


Salesmen OK Union 


McKEESPORT (PA.) election 
by the NLRB at Eger Motors 
(Ford) revealed that the firm’s new 
and used-car salesmen voted 6-2 in 
favor of Local 926 of the Teamsters 


In Ferndale, Mich., the service 
employes of Ray North (Ford) 
voted 31-6 in favor of representa- 
tion by Local 376 of the Teamsters. | 
The Michigan State Labor Media-| 
tion Board conducted the election. 

A block away, the service depart- 
ment of Fern-Wood Chevrolet is 
still closed by a strike and a picket 





| line. 


In Port Huron, Mich., shop work- 
ers at Russ Dawson (Ford) voted 
11-3 in favor of representation by 
Local 339 of the Teamsters. 


* + 


Steel Strike Ends 


EANWHILE, the United Steel 
Workers and the steel industry 


* 


for a total wage increase of 45.6 


| cents an hour and other benefits, in- 


missed a petition filed by the United | 


Auto Workers which sought bar- 
gaining rights for employes of mem- 
bers of the Duluth Automobile 
Dealers Assn. 

The NLRB said that the bargain- 
ing unit sought by the union—the 





Canadian Rubber Union 
Asks Rein on Imports 


KITCHENER, Ont. — Kitch- 
ener members of the United 
Rubber Workers of America have 
asked the Canadian government 
to stop unrestricted importation 
of foreign-made tires and rubber 
footwear. 


The union said imports of 
rubber footwear into Canada, 
which made up only 1 percent 
of total sales in 1949, had in- 
creased to almost 9 percent in 
1955. It stated attempts are 
being made to sell Japanese- 
made tires on a large scale in 
the Canadian market. Hundreds 
of cars are being imported from 
the U. S., fully-equipped with 
tires made in the U. S., the 
union charged. 





| 


cluding a form of supplemental un- 
employment compensation. 

The pact provides for a package 
increase of 20.3 cents an hour the 
first year, 12.2 cents the second 
year and 13.1 cents the third year. 

The agreement, which cannot be 
opened for any reason, is the long- 
est in the 20-year history of steel 
negotiations. Work was not re- 
sumed for several days to permit 
the negotiators to work out details 
of the contract. 

Last week the UAW and Ford 
Motor Co. of Canada agreed to a | 
two-year contract covering 7,000 
production workers and providing 
an immediate six-cent hourly 
raise and another six cents Sept. | 
1, 1957. 

Effective immediately is a three- 
cent hourly cost-of-living allow-| 

ance to be recalculated quarterly | 
beginning Oct. 15. The pact must} 
be ratified by employes at Windsor, 
Oakville and Etobicoke, Ont. 

General Motors of Canada an- 


| 


|;nounced that 18.000 employes have 


received raises based on the com- 
pany’s annual improvement factor 


|formula, which provides six cents 


| 


an hour or 2% percent of the wage 
rate, whichever is greater. 


Midtown Buys Taggart 
Midtown Motors, Inc., Williams- 
ville, N. Y., has purchased John D. 
Taggart, Inc. (Dodge-Plymouth). 
Lucien C. Goszewski is president. 


iat ee ee ial - 


Ry 








New Headquarters of Russell Motors— 

L. W. Russell Motors (Dodge-Plymouth), McAllen, Tex., has moved into this building 
which is said to provide larger sales, service and parts departments. The new quarters 
also feature a paint and body shop and a used-car lot. 


Obituaries 


W.D. Dyer, A. W. Howland; 


In Boating Tragedy 


LAKE SUNAPEE, N. H— 
(UTPS)—Woodrow D. Dyer, 30, 
owner of Claremont Auto Mart 
(Lincoln-Mercury), Claremont, 
H., 
his sales manager, drowned here, 
July 25, when a new 22-foot cruiser 


in which they were riding crashed | 


into a submerged rock off Cressey 
Point. 


Mr. Dyer had purchased the 
boat the day before the tragedy. 
He and Mr. Howland were on the 
boat’s first cruise. 

J * 
Herman D. Byrd 

JACKSONVILLE, Tex. Herman D. 
Byrd, 69, automobile dealer who started as 
a livery stable operator, died July 14. 

= * * 
Holmes Simons Sr. 

ANDERSON, 8S. C.—Holmes Simons sr., 
69, a former Columbia (S. C.) auto dealer, 
died here July 14. 

* 


Emile Clermont 


= 


MONTREAL. — Emile Clermont, vice- 
president of Clermont Motors (Chrysler- 
Plymouth) and director of the Montreal 


Automotive Trade Assn., died July 19 at 
the age of 45. He joined the firm in 1930 
as an office clerk and was named vice- 
president in 1948. 

* * * 


John Pelto 
FITCHBURG, Mass. — John Pelto, 63, 
president of Pelto Motor Sales, Inc. (Stude- 
baker), was killed in a car-truck collision 
July 30, near here. A native of Finland, 
Mr. Pelto was prominent in Massachusetts 
auto circles. 
* * * 


Allen A. Shectman 
WEST HARTFORD, Conn. — 


Shectman, 54, secretary of Shectman 
Motors, Inc. (Diamond T - Federal), East 


Allen A. | 


| Hartford, died at his summer home in New 


N. | 
and Arnold W. Howland, 28, | 





London, Conn, He was associated with his 
brothers, George J. and Harry R. Shectman 
in the business founded by the late father, 
Louis Shectman. 


& * * 


Joseph L. Leach 
HOPKINSVILLE Ky.,—Joseph L. Leach, 
president of Barnes Motor Co. here died 
July 17 at his home in Cerulean, Ky. He 
was a native of Beaver Dam, Ky. 
* * * 


Allen Fisher Parkes 

NASHVILLE.—Allen Fisher Parkes, re- 
tired automobile dealer, died July 26. He 
was 72 

Mr. Parkes was a pioneer automobile 
dealer in Nashville, owning a Chalmers- 
Maxwell dealership during the 1920s. He 
later became district manager for Chrysler 
Detroit, 


Sales Corp., until his retirement 


in 1952. 


‘Golden’ Dodges 


‘Good for 20% 


DETROIT. — More than 20 per- 
cent of all Dodge passenger cars 
produced during the first half of 
July featured a “Gallant Gold” 
color combination, according to 
Byron J. Nichols, Dodge sales 
vice-president, 

The new color was announced 
in April as giving a “true gold 
luster” to automobile finishes and 
accounted for 2.6 percent of April 
production, 6 percent in May, 6.2 
percent in June and 20.7 percent 
through the first two weeks in 
July, Nichols said. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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and welfare programs and all 


Because Hercules Load-N- 
Gate power-lift tail gates raise 
and lower at the touch of a 
lever and have built-in safety 
features, they can cut your 
pick-up and delivery costs up 
to 50%. What’s more, Load-N- 
Gates avoid merchandise dam- 
age, reduce delivery man hours 
and help prevent costly worker 
















CAN CUT YOUR DELIVERY COSTS IN 


your truck. 


HERCULES STEEL PRODUCTS COMPANY 


accidents and injuries. 
Choose from 5 models— 

you'll find a size and type 

exactly suited to your job and 


Interested? Your Hercules 
distributor will show you how 
Load-N-Gates can handle your 
merchandise faster, safer and 
at lower cost. Call him today. 


600 Ib. capacity 





Model H-6E, battery powered 


HALF! 
1100 Ib. 
capacity 

Model H-I1, 
battery or 

PTO powered 


2000 to 
3000 Ib. 
capacity 
Model H-30, 
PTO powered 


AA-3382 


GALION, OHIO 
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Final Senate Debate Poses Question... 
‘Day in Court’--Blessing or Curse? |) <:. i 


(Continued from Page 6) 


newing franchises “is an invita- 
tion to every dealer in the auto- 
mobile business,” Bricker said, 
“to go into court if there is an 
attempt made to change the 
franchise, or to give somebody 
else the franchise, or in any way 
to give a franchise to a new 
distributor in the territory, 

“It means that every dealer’s 





INQUIRING 
REPORTER 


Quizzes New York 
State Dealers 





QUESTION: 


Why do you like the 
Midland Time Plan ? 


ANSWERS: 


Wendell Miller, Binghamton 
and Vestal, N. Y. 
Dodge-Plymouth 


—_—om “i like the Midland 
3 Time Plan because 
its decisions cover- 
ing my wholesale 
and other financial 
requirements are 





made locally by 
people who know 
me.” 


William Smythe, Rome, N. Y. 
Buick 


“1 like the Midland 
Time Plan because 
my customers like 
it. They're treated 
with genuine 
friendliness by 
local people whom 
they know.” 





B. C. Reuter, Kenmore, N. Y. 
Ford 


“Through the Mid- 
land Time Plan we 
are able to offer 
our customers the 
convenience of 
handling their ac- 
counts in their own 
neighborhoods or 
communities.” 





MID 


TI N 


financing is 
available to New York 
State Dealers 

through twelve 
Marine Midland banks 


in 74 communities 











franchise is in fact given in per- 
petuity if the dealer desires.” 

+” * * 
Must Fight Coercion 

N ANSWERING Bricker’s criti- 

cism, which echoed the senti- 
ments voiced before the House 
Judiciary Committee by Big Three 
spokesmen, O’Mahoney emphasized 
that the bill as amended obliges 
the auto factory to act in a way 
guaranteeing dealers against coer- 
cion or intimidation. 

“The principal purpose of the 
House bill,” O’Mahoney said, “is 
to prevent coercion or intimidation 
by the manufacturer in whatever 
form this might appear. 

“Therefore, the dealer obtains 
a right of action under this bill 
whenever there has been coercion 
or intimidation by the manufac- 
turer in connection with any of 
the transactions relating to the 
distribution of automobiles under 
the franchise.” 

House opponents of the bill, Reps. 
Hugh Scott and William M. Mc- 
Culloch, forecast that effects of 
enactment would be “unnecessary 
litigation” and an “atmosphere of 
suspicion and antagonism” in 
factory-dealer relations. 

McCulloch, Ohio Republican, and 
Scott, Pennsylvania Republican, 
also declared that the bill inter- 
feres with the right of contract. 

+ ~ . 
N THE other hand, the House 
comimittee majority report 
stated that factories are not pro- 


hibited from terminating or refus- | 
ing to renew dealers failing to 


provide adequate representation. 

“Nor does the bill curtain the 
manufacturer’s right to cancel or 
not to renew an inefficient or un- 
desirable dealer’s franchise,” the 
majority report added. 

Also, the report said, manufac- 
turers would not be barred from 
appointing additional dealers in a 
community if the appointment was 
not a coercive device. 

“The committee emphasizes,” 
the report went on, “that the bill 
does not afford the dealer the 
right to be free from competition 
from additional franchise 
dealers. ... 

“Under the bill, a manufacturer 
does not guarantee the dealer 
profitable operation or freedom 


from depletion of investment.” 
* x * 


Inefficiency Rewarded? 
aa early in July before 
the House Judiciary antitrust 
committee had repeatedly touched 
on the question of the rights of 
hard-working but low-selling 
dealers to sue their factories for 
damages. 

Rep. Scott had the following 
exchange with Robert A. Bicks, an- 
titrust chief for the Justice Depart- 
ment: 

Scott: It opens up, does it not 
the question of policy on the 
part of the manufacturer, in 
terminating any franchise of any 
dealer anywhere in the country? 

Bicks: It does; it certainly does. 

Scott: It puts the Government 
into the investigation of the man- 
ufacturer’s policy every time a 
dealer franchise is terminated if 
the dealer wishes to make the 
point. 

Bicks: The Government, in the 
sense of the court, yes. 

7 * + 


Wasa T. Gossett, Ford legal 
vice-president, used the term 
“monstrous” in referring to the 
sanctions he said were afforded to 
unsatisfactory dealers. 

“You won't be able to get rid 
of anybody you have hired without 
putting the matter to a jury and 
have the jury determine whether 
the equities have been preserved in 
failing to renew the relationship 
that has existed for X years,” Gos- 
sett warned. 

At another point, Gossett asked 
subcommittee Chairman Emanuel 
Celler, himself an attorney, “How 
would you like to have a jury 
decide how to run a client’s busi- 
ness?” 

“That is not the case here,” 
Celler replied. 

“I think, sir, it is,” Gossett 
said, “because whenever we do 
anything that the jury thinks 
is coercive or unfair, whenever 
it involves the amount of con- 
cession we give, price, or any- 





| 


ae 


| thing that involves our business, 

he has the right under this to | 
go to court and have a jury | 
| decide the question.” 

General Motors Assistant Counsel | 
A. F. Power agreed with Gossett | 
|that the measure raised questions | 
|as to factory policy in nonrenewal | 






| cases. Power cited the following | 
example: * 
“Let us assume a dealer who has Gy 
performed all the terms and con- : Fr Af 
ditions of his contract quite well ' \ = 
— he has lived up to his agree-| \ =| 
ment, he has done a good job as a| ss 
dealer within confines of his agree- | gre 
ment — but the man, because of | oe 
personal misconduct on his part, | “Well, now we've sade our 


we don’t consider him very desir- | quota for the year, let’s lie back 
able — or let us say that he is a| qnd coast the rest ee... 

man that just doesn’t agree with | 
the policies of the corporation. = 


Fears ‘Special Right’ ‘2 Pontiac Chiefs 

| “Now. it is just the same as an| e °° 

employe after a while if you Switch Positions 
|are not getting along, it is better | PONTIAC Twe Pentiae 


|for him to leave and it is better | : : 
regional managers have switched 


|for us to let him go, and give him|' ; : 
the thing that he is entitled to — | jobs, according to Frank V. Bridge, 


the separation allowance, if that | *#les manager. 
is in the picture. L. H. Holmes, formerly Pacific 
“Now, we do the same thing here, | regional manager, has been named 
under our contract, on nonrenewal.|Mmanager of the Midwest region, 
We are not happy with this man, | consisting of the Chicago, Milwau- 
|he is not happy with us, so the|kee, Minneapolis and St. Louis 
best thing, after five years — and | zones. 
you have given it a pretty good; A. F. 
twirl for five years — so you want/regional manager, has_ been 
to part company. |appointed manager of the Pacific 
| “Now, has that man got some | region, embracing the San Fran- 
special right under this legisla- | cisco, Denver, Los Angeles and 
tion that he doesn’t have with- Portland zones. 
out the legislation? 
Final word on the nonrenewal 
issue in the House hearings was e 
|spoken by Dr. Rowland *xirks | Minnesota Dealers 
NADA legal counsel. Kirks was) ° 
asked by Herbert N. Maletz, com- To Hear Fribley 
mittee chief counsel, whether the | . 
day-in-court bill “had anything) ST. PAUL. — Carl E. Fribley 
which precludes a manufacturer | (P ontiac-Cadillac-GMC), NADA 
from failing to renew the franchise | President, will speak at the Sept. 
of a dealer?” |17-18 convention of the Minnesota 
“I don’t so interpret it,” Kirks Automobile Dealers Assn., accord- 
replied. |ing to W. Harold Queenan, con- 
Record of the House hearings | vention chairman. 
on the day-in-court proposal is| Fribley will give an account, 
contained in a 602-page volume | Queenan said, of NADA’s fight to 


Ives, 





published by July 25, by the Govern-| win passage of the O’Mahoney bill 
legislative 


ment Printing Office, and other matters. 


High Court Reverses Itsel f... 
Colo. Sunday Ban Dies 


By Ira R. Alexander 
Staff Correspondent 


DENVER. — By a 4-to-3 vote the 





Martin P. Miller in Jefferson 
County. 








formerly Midwest | 


from a decision of District Judge 


‘Dealer Mutiny’ ‘g 
Told by Writer 
In Aug. Harper’s 


NEW YORK. — “Mutiny of the 
Car Dealer,” appearing in the 
August Harper’s, examincs the 
| causes behind the “mutinous moog” 
| of automobile dealers during 19§5, 
| which resulted in them crying “out 
to Congress for help.” 


This article is an exhaus 
sympathetic — from the standpoint 
| of the dealer—review of the Con. 
| gressional investigations into the 


| automobile industry. 


| Hubert W. Kelley jr., the writer, 
| searches out the root causes of 
| dealer dissatisfaction which cul- 
| minated in the enigma of “busines 
|men ... anything but believers in 

government interference (in) free 
enterprise” so desperate that they 
| called upon Congress for help. 


The article said “layoffs and cut- 
|backs this year have shown the 
problems created by 1955 produc- 
tion . . . in the auto industry are 
not going to vanish overnight. Fur- 
| thermore, there is nothing to stop 
|factories from starting the cycle 
| all over again when the time is ripe, 
|with even more serious conse 
| quences.” 


The author warns: “Had the cur- 





| 


|rent depression in Detroit hit our 
| economy at a time when other in- 
| dustries were not quite so prosper- 
}ous, the results might have been 
disastrous.” 





‘Watson Joins 


Plymouth Staff 


DETROIT. — J. Paul Watson has 
been appointed to the executive 
sales staff of Plymouth. 

Watson takes over his present 
| post after serving as Plymouth 
new-car sales manager for the 
Kansas Cit 
region since 
August, 1954. 
Prior to that, he 
was district man- 
ager in Wichita 

A native of 
Hoisington, Kans., 
Watson was as- 
sociated with the 
Beech Aircraft 
Corp. for six 


| 








years, where 
J. P. Watson he served as both 
pilot and engineer. In June, 1947, 


| Watson joined Belford Motors, Inc., 
| a Wichita, DeSoto-Plymouth dealer, 
}as assistant sales manager. Later, 
|} he was named general sales mana- 
|ger of Evans Motor Co., a Wichita 
DeSoto-Plymouth dealer, where he 
remained until his appointment as 
Plymouth district manager in that 
| city. 


State Supreme Court has overruled 
its own previous opinion on “blue 
law” bans against automobile sales 
and held that the State has no right 
to prohibit sale of motor vehicles 
on Sundays. 

The ruling will open the entire 
state, including Denver, to Sun- 
day car sales. The majority 
opinion expressly repudiated a 
previous court decision that had 
sustained a Denver ordinance pro- 
viding for Sunday closing within 
the city limits. 

Justice O. Otto Moore, writing the 
majority opinion, held that the Sun- 
day car-sale ban is unconstitutional 
because it “serves a private rather 
than a public purpose, intending to 
force the business practices of one 
economic group upon all persons 
engaged in the business of selling 
and buying motor vehicles.” 

In a separate concurring opinion 
Justice Leonard V. P. Sutton said 
the high court previously had been 
“led down the primrose path of 
piecemeal shackling of individual 
rights,” adding it was “high time we 
got back on the track.” 

Writing for the minority on the 
court, Justice Wilbur M. Alter 
pointed out that Colorado has en- 
acted statutes forbidding the 
operation of cleaning establish- 
ments and horse and dog tracks 
on Sundays, and banning the sale 
and distribution of liquor on elec- 
tion days and during certain 
hours on Sundays and Christmas 
day. 

He concluded that the car-sale 
| Statute knocked out by the court 
majority does not “confiscate nor 
impair the value of property” of 
car dealers affected by the decision. 

The case at issue was appealed 


Judge Miller had upheld a 1955 
legislative act banning Sunday car 


sales. The appeal was carried to the| Buick Claims Lead 


Mosko, ° 
Auto Wholesale, inc. 10400 W. co Lt Power Steering 


fax Ave. here and two Arapahoe! FLINT. — Buick produced more 
cars equipped with power steering 





County used-car firms — Bargain! 

Lot, operated by Jack Palmer, and| the first six months of this year 

Aaron Mosko Motor Co., run by than any other manufacturer, 

Aaron and Jean Mosko. |cording to Edward T. Ragsdale, 
The law was sponsored and fa- | Buick general manager. 


vored by the Denver Automobile 
Dealers Assn., and the Colorado 
Motor Vehicle Dealers Assn. 

The executive secretary of the 
220-member Independent Automo- 
bile Dealers Assn., William H. Skill- 
ings, said the Supreme Court de- 
cision reversing the ban on Sunday 
car sales “is definitely not to the 
best interest of either the public 
or the industry.” 


| Production figures for the period 
| show 162,825 Buicks equipped with 
power steering, some 13,000 more 
than any other manufacturer, Rags- 
dale said. Power steering was in- 
cluded on 50.5 percent of the Buicks 
made during the first half of 1956, 
a greater percentage than at any 
time in the company’s history, 
Ragsdale said. Industry-wide figure 
was 26.4 percent, he said. 


| Aulomotive News 

A semi-permanent binder to retain this 
publication for ready reference. 

A quality binder that will stand the gaff. 


This binder is covered with black Le- 
vant leather cloth, has stiff sides, holds 26 
issues of Automotive News in removable 
metal blades. Price $7.50 postpaid. 
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Piston Position— 


The new stainless-steel piston oil ring 
exponder-spacer is shown above as it 
would be placed on the piston. It was 
developed by Sealed Power Corp., Mus- 
kegon, Mich., and the material, a new 
series of stainless steel, was furnished 
by Allegheny Ludium Steel Corp., Pitts- 


burgh. 





Stainless Steel Rings 


Sealed Power Develops New Expander-S pacer; 
Material, Method Described 
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and spacer to hold the ring against 
the sides of the cylinder wall. 








PITTSBURGH. — An auto manu-| program that began about three 


facturer has reported that tests 
have proved that a new stainless 
steel piston oil ring assembly 
obtains “considerably better than 
1,000 miles per quart,” according 
to Allegheny Ludlum Steel Corp., 
here. ; 

The company said the test also 
showed that “considerably less 
than 1,000 miles per quart of oil 
was obtained with the old style 
rings.” 

Allegheny Ludlum said it was the 
first time in automotive history 
that stainless steel oil ring as- 
semblies for pistons have been 
used. 

“This new piston ring develop- 
ment shows promise of giving to- 
day’s auto drivers better oil econ- 
omy, better engine protection and 
longer engine life,” said Allegheny 
Ludlum. 

The new expander-spacer was 
developed by Sealed Power Corp., 
Muskegon, Mich., in a _ research 





Zeder Given New Duties... 


Chrysler Profit Dips 


(Continued from Page 2) 


ings in the first six months of 
1955 were $70,010,642. 

Colbert also announced the elec- 
tion of R. S. Bright, group vice- 
president of basic manufacturing, 
as a member of the board of direc- 
tors; the appointment of James C. 
Zeder, engineering vice-president 
nd director, as special advisor to 
the president, and the election of 
Paul C. Ackerman, director of en- 





. y tgs 
J. C. Zeder P. C. Ackerman 
gineering, as a corporation vice- 
president. 


Earnings for the 1956 first half 
were equal to 1.31 percent of sales, 


S.D. Dealers Adopt 
Code of Ethics 
For Advertising 


SIOUX FALLS, S. D. — A new 
code of ethics for dealers has been 
adopted by the board of directors 
of the South Dakota Automobile 


"Dealers Assn. 


The code recognizes that “the 
retail end of the automobile in- 
dustry has hit a new low in the 
eyes of the public and that many 
sections of the country are plagued 
with confusing and misleading 
advertising on the part of fran- 
chised dealers.” 

The code asks for elimination of 
Price from all new-car advertising, 
including factory-sponsored ads on 
radio, television, newspapers, bill- 
boards, window signs and handbills. 

It calls for elimination of “blitz” 
Sales tactics and abolishment of 
come-on advertising and the end of 
such words as “free” or giveaways 
of any kind in advertising. 

It is permissible to advertise 
“demonstrators” and “official cars” 
at discounted prices providing the 
cars are in fact as advertised and 
the ads are carried at least six 
Months after new-car announce- 
ment time. 


Adams Replaces Modern 


Don F. Adams and Virgil E. 
Francis have purchased Modern 
Motors, Inc., Mason City, Ia., and 
will operate it as Don Adams, Inc. 
Adams is president and secretary 
and Francis, vice president and 
treasurer. 


compared with 3.71 percent in the 
same period last year. 

Retail sales of new cars by 
Chrysler Corp. dealers during the 
first six months of 1956 amounted 
to 16.3 percent of total U. S. sales, 
compared with 16.0 percent in the 
final half of last year and 17.1 per- 
cent for all of 1955, Colbert said. 

Car and truck shipments in the 
first six months of 1956 amounted 
to 592,501 units, or 34 percent 
less than the 900,546 units shipped 

during the same period in 1955. 

“Early this year we reduced 
our passenger car output in line 
with the general trend in the au- 
tomobile market, and our dealers’ 
inventories are in good working 
balance with demand,” Colbert 
said. 


“Shipments of new cars were 
slightly higher in July than in 
June, but will decline in August 
and September as plant change- 
overs occur,” he said. 

He also told shareholders that 
the recent realignment of top man- 
agement functions is the result of 
intensive management studies over 
a long period. 

Expenditures for improvements 
and additions to land, buildings, 
machinery and equipment were 
$37,451,650 for the first six months 
of 1956, compared with $53,458,738 
in the same period in 1955. 

Chrysler Corp. defense work dur- 
ing the first half of this year 
amounted to $110,000,000, or 8 per- 
cent of total sales, compared with 
$70,000,000, or about 4 percent of 
total sales for the same period in 
1955. 


On July 2, 1956, the corporation 
received from Prudential Insurance 
Co. the third installment of $62,- 
500,000 under the loan agreement 
providing for $250,000,000. Plans call 
for receiving a four payment of 
$62,500,000 on July 1, 1957. 








“Oh, brother — the pressure’s 
on, huh?” 








years ago, the steel firm said, 


Allegheny Ludlum provided the 
stainless steel for the project. 
The material is said to be type 
201 (chrome-nickel-manganese) 
which was found to work better 
in this application, according to 
the company. 

There are two types of piston 
rings in automobiles. There are the 
compression rings, usually two, 
which are used to seal the cylinder 
against the forces of compression 
and explosion. 

Then there is the oil ring, usu- 
ally one, which has an expander 


155 Boy Champs 
From 4 Nations 
Enter ‘Soap-Box’ 


AKRON.—An international flavor 
will prevail at the 19th running of 
the All-American Soap Box Derby 
here, Aug. 12, when 155 boy cham- 
pions of local coasting races com- 
pete. 

The All-American brings together 
boys from four nations who will 
drive gravity-propelled cars of their 
own design and construction and 
vie for a share of $15,000 in college 
scholarships and other prizes. 

The champions, 11 to 15, represent 
communities in the U. S., Canada, 
Alaska, Western Germany and Ire- 
land. 

The German champion comes 
under auspices of Adam Opel, Gen- 
eral Motors subsidiary, while the 
Irish standard bearer is sponsored 
by McCairns Motors, Ltd., Dublin. 
This will mark the eighth year Ger- 
many has sent a representative. 

The Soap Box Derby is co- 
sponsored by Chevrolet, newspapers, 


radio, television stations and civic) 


service organizations. The event has 
been held annually since 1934 except 
for four years during World War II. 


Dodge Survey 
Finds Shoppers 
Are 56 Buyers 


DETROIT.—New-car purchasers 
“shop” before they buy, according 
to a survey completed by Dodge, 
which shows that two-thirds of the 
owners of new 1956 Dodge cars 
considered other makes. 


A heavy percentage of these | 
owners were found to be in their | 
twenties and thirties, particularly | 
those who bought ’56 Dodge con- | 
vertibles and station wagons. 

Byron J. Nichols, Dodge sales! 
vice-president, said these findings 
resulted from a survey of owners 
of new Dodge cars purchased be- 
tween October, 1955, and January, 
1956. 

Before purchasing their 1956 
Dodge, 69 percent of the buyers 
considered other makes, with more 
than half of the competitive 
“shopping” being in the medium- 


tiny fraction of a drop of oil to 
pass up the cylinder wall to lubri- 
cate the compression rings and 
cylinder wall. 


was made of carbon steel. 


Thus, it was said, the finished pis- 





priced group, according to the 
survey. 


Black & Decker 


Forms Division 


TOWSON, Md.—As a further step 
in the reorganization of its sales 
forces, Black & Decker Mfg. Co. 
has formed a new sales department 
—the service sales division. 

The new division will be in opera- 
tion by Oct. 1, according to John F. 
Spaulding, general sales manager. 

John P. Spain, regional manager 
for the Pacific Coast area, will be- 
come service sales manager and 
take charge of the new division, He 
joined the firm in 1929. 

Spaulding said the division was 
formed to work toward increasing 
the scope and quality of business in 
Black & Decker’s repair branches 
in the U. S. and Canada. 

Under the new setup the service 
branches, which formerly were 
under the jurisdiction of district 
managers, will now be administered 
by an independent executive force. 


The oil ring assembly permits a 


The oil ring assembly formerly 


Allegheny Ludlum _ engineers 
reported that in the stainless 
steel, type 201, the steel gets its 
spring properties from the actual 
forming operations necessary to 
produce the part and needs no 
further hardening operations 
after forming. 

Instead, Allegheny Ludlum said, 
the piece just needs a low tempera- 
ture stress-relieving operation. 


ton ring assembly is more accurate 
than the previous design using car- 
bon steel. 

Ludlum Allegheny said that the 





spacer portion of the expander is 


blanked rather than formed in the 
punch press. This, it was said, 
eliminates inaccuracies caused by 
springback which was said to be 
a problem in a forming operation. 
The spacer is rigid rather than 
formed, which is said to make it 
more accurate and stable. 
Laboratory fatigue tests were 
said to have shown that the new 
stainless steel expander-spacer can 
go for more than 450,000 miles 


without breaking. 





White °56 Profit 
Seen as Record; 


$3,564,403 at Half 


CLEVELAND. — Both sales and 
net earnings of White Motor Co. 
for 1956 should surpass all previ- 
ous company records, according to 


Robert F. Black, chairman, and 
John M. Bauman, president, 

In a six-months’ interim report 
being mailed to stockholders, the 
executives stated that total sales 
for the year are expected to exceed 
$200,000,000. The estimate is based 
on the “excellent backlog” of 
orders and “enthusiastic reception” 
accorded new models, the report 
said. 

The impetus given the trucking 
industry by the recent authoriza- 
tion of the huge Federal road- 
building program was cited as an 
important factor in White’s out- 
look, 

Dollar sales for the first half of 
1956 were a record $112,525,457, as 
compared with $85,104,655 a year 
ago, an increase of over $27,000,000, 
while net income amounted to a 
new high of $3,564,403. A year ago, 
net income totalled $2,908,506. 

All three major divisions of the 
company — White, Autocar, and 
diesel engine — contributed to this 
record, the report said. 





New Clark Transmission 
Boasts Compactness 


JACKSON, Mich. — Compact 
components, easy installation and 
long service life are features of 
a@ new power train “package,” 
according to Clark Equipment Co. 

Rated for engine torque output 
of up to 325 Ib.-ft., the Clark Trans- 
Verter consists of a torque con- 
verter, hydraulic disconnect clutch 
and standard transmission in one 
unit ready for mounting with any 
standard make engine, the trans- 
mission division reported. 


Becuase of the unit’s compact- 
ness — only eight inches longer 
than a conventional transmission 
and clutch, it can be installed by 
the original equipment manufac- 
turer without a major re-design of 
the line, Clark said. 

Designed for off-highway and 
stop-go operations, the Trans- 
Verter is suitable for equipment 
such as house-to-house delivery 
trucks, buses, garbage trucks and 
various types of construction 
equipment, the firm said, 


Advantages of the new power) 
train were said to include elimina- | 
tion of engine stalling and lug-| 
ging; sharp reduction in gear shift- 


Czech Buses for Egypt 


VIA LONDON — (UTPS). — The | 
Vysoke Nyto “Karosa” factory) 
(Czechoslovakia) which has been 
building motor car and coach bodies 
for 25 years has secured a contract 
for the export of 100 Skoda 706-RO 
motor coaches to Egypt in 1956. To 
meet the requirement of four} 
Egyptian transport companies the} 
coaches are to be fitted with first 
and second-class seats. 








Checking Transmissions— 


Engineers of General Motors’ transmis- 
sion development group use a specially 
designed flow table to check hydraulic 


controls of automatic transmissions. 
Handles on the front of the device 
control oil pressure to various parts of 
the valve body enabling engineers to 
determine how the valves would react 
in a car on the road. 


ing to the point where most work 
can be performed in the same gear, 
and inching control by simply 
working the throttle. Provision is 
made for SAE power-take-off 
attachments, to be driven by the 
torque converter, 


Oldsmobile Says 
99% of 56s 


‘Have Hydra-Matic 


LANSING. — Continued high 
public demand for Oldsmobile’s 
completely automatic transmission 
and power-assist features in the 
first six months of 1956 was 
reported last week by J. F. Wolf- 
ram, general manager of Oldsmo- 
bile. 

Wolfram said that nearly 99 per- 
cent of all 1956 Oldsmobiles are 
equipped with Hydra-Matic trans- 
missions. Oldsmobile pioneered in 
the field of automatic transmis- 
sions, introducing the first fully 
automatic drive on its 1940 models. 
According to factory statistics, up- 
wards of 3,407,000 Oldsmobiles have 
been equipped with Hydra-Matic 
transmission. 

Power brakes, which first 
appeared on Oldsmobile’s 1953 
models, are now ordered on 69 
percent of all Oldsmobiles. Wolf- 
ram observed that the safety and 
efficiency of Oldsmobile’s “Pedal- 
Ease” power brakes are clearly 
demonstrated in growing consumer 
demand for this power accessory. 

First installed by Oldsmobile on 
its 1952 models, GM power steering 
also has proved another optional 
power item, combining driving 
ease with safety. Figures show 
that 59 percent of all 1956 Olds- 
mobiles were equipped with power 
steering. 


Chrysler Units List 


Staff Appointments 


DETROIT.—Three appointments 
have been announced by the 
defense operations division of 
Chrysler Corp. 

H. Douglas Lowrey, operating 
manager of the Chrysler Delaware 
tank plant, has been named direc- 
tor of manufacturing; Albert R. 
Walcott, coordinator of training, 
development and organization 
activities, now is manager of in- 
dustrial relations, and Clifford R. 
Carson, manager of the process 
and methods department, has been 
named industrial engineer for the 
division staff. 

The corporation’s export division, 
meanwhile, has appointed Harlan 
E. Mills as executive vice-president; 
Kenneth E. Thompson as sales 
vice-president, and Keith H. Kings- 
ley as manufacturing and opera- 
tions vice-president. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week 

Ended 
Aug. 4, 

1956 


1,450 
300 
1,150 
18,450 
2,300 
1,675 
4,925 
9,550 
29,896 
15 
25,575 
356 
3,950 
56,032 
9,486 
3,200 
29,900 
7,846 
5,600 
1,040 


AMERICAN MOTORS 


CHRYSLER CORP. .... 


Plymouth 
FORD MOTOR 


GENERAL MOTORS 
TELA, wiubsd dvs sncedhicoers 
EE Eas esceveslisesecven 
Chevrolet .... vied 
Oldsmobile ................ 
Pontiac ... 

S-P CORP. ...... 
Packard 


Studebaker .. 1,040 


Total Cars, U.S. .... 


Same 

Week, 

1955* 
3,629 
1,038 
2,591 
17,736 
157 
172 
3,871 
13,536 
42,309 


33,679 
8,630 
74,546 
14,585 
3,144 
33,670 
12,541 
10,606 
2,568 
1,085 
1,483 


106,368 140,788 


Jan. 1 
To 
Aug. 6, 
1955** 


120,470 
38,602 
81,868 

905,221 

123,986 
88,526 

201,642 

491,067 

1,369,408 


Week 
Ended 
duly 28, 
1956* 


1,444 
304 
1,140 
16,669 
1,689 
689 
4,426 
9,865 
36,017 
12 
28,527 
1,039 
6,439 
56,077 
9,515 
3,151 
29,812 
8,109 
5,490 
1,040 


Total 
Output, 
duly 


5,533 
1,183 
4,350 
74,518 
9,963 
6,785 
18,461 
39,309 
145,685 
54 
115,992 
4,567 
25,072 
218,414 
36,356 
11,797 
117,952 
31,074 
21,235 
4,654 


66,891 


129,739 


1,072,337 
21,676 
275,395 


832,058 
32,004 


512,329 
98,214 
1,143,658 
402,142 
372,320 
127,579 
49,997 
77,582 


288,127 
216,258 


1,040 4,654 


111,247 448,804 5,058,018 3,704,125 


Revised 
**Totals for 1955 include Kaiser-Willys production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 


Week 

Ended 
Aug. 4, 

1956 


7,100 
110 
60 
2,000 
6,450 
1,740 
2,335 


as 
INTERNATIONAL .... 
MACK ........ 
STUDEBAKER , 
ee 
WILLYS 


MISCELLANEOUS*** 48 


Total Trucks, U.S... 20,884 22,268 


Total Cars, Trucks, 
ee 


Total Cars, Trucks, 
Grand Total, 
Cars and Trucks, 
U. S. and Canada 


Same 

Week 

1955* 
8,599 


100 


1,633 
6,052 
1,997 
2,994 

298 


328 


127,752 163,056 132,610 


Jan. 1 
To 
Aug. 4, 


dan. 1 
To 
Aug. 6 
1955* 


244,637 
3,213 
2,217 

65,904 
227,054 
62,127 
85,315 
8,559 
3,220 
11,519 
8,931 
46,648 
2,213 


Week 
Ended 
duly 28, 
1956* 


6,604 
108 
74 
1,366 


Total 
Output, 
duly 


25,617 
450 
178 

8,191 
24,975 
6,292 
9,469 
1,377 
320 
1,576 
740 
4,788 
193 


74 


439 
96 
436 
45 
1,309 
48 


98 
8,269 
10,411 
36,491 
1,442 


36 


59 


21,363 


84,166 771,557 688,789 


532,970 5,829,575 4,392,914 


11,329 48,500 340,173 329,003 


136,302 169,953 143,939 581,470 6,169,748 4,721,917 


*Revised. Misceliancous includes Corbitt, Marmon-Herrington, Brockway, Four Whee! 


Drive, Federal, etc. 


N.B.: All U. 8. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White Totals. 
ee Soe 





More Plans Announced 
For Mergers, Acquisitions 


Gerlinger-T owmotor 
Discussion of a possible merger 
of Gerlinger Carrier Co., Dallas, 
Ore., with Towmotor Corp., Cleve- 


land, is taking place, according to| 


Victor O. Williams, Gerlinger exec- 
utive vice-president. Both man- 


AMC Combines 


Cleveland Zones 


CLEVELAND. Three 
personnel changes in the Cleveland 
zone 
American Motors Corp. 

Don L. Kimber, Nash zone man- 
ager since 1954 has been appointed 
manager of the AMC combined 
Nash and Hudson office. John B. 
Dale, former assistant Nash zone 
manager heads Nash sales and 
James S. Prakup is Hudson zone 
manager. 


Yeggs Take Wythe’s $1,600 
WYTHEVILLE, Va.—More than 


$1,600 has been stolen from the safe! 


of Wythe County Motors, Inc. 
(Ford). H. Lee Turpin jr. said the 
firm’s office had been “completely 
ransacked by thieves. Two steel 
doors were broken down to get at 


the company safe. 


top| 


have been announced by! 


agements said that at this stage 
the matter is merely a proposal. 


* * * 


Allegheny-Repath 


Allegheny Ludlum Steel Corp. 
has announced that it has con- 
|tracted to purchase Paul R. Re- 
| path, Inc., Los Angeles, producer 
of electrical steel laminations, 
|metal stampings and deep-drawn 
| transformer cans. 


* * * 


Air CleanerCyclone 


Air Cleaner Service Co. and Cy- 
clone Sales, Inc., have merged under 
| the name of Cyclone Filter Corp. 
The company makes oil-filter re- 
placement elements for the farm, 
construction, off-the-road and fleet 


markets. 
* x * 


Rogers-Cellular 


Rogers Corp., Rogers, Conn., has 
purchased Cellular Rubber Prod- 
ucts, Inc., Willimantic, Conn., and 
has announced plans for increasing 
production capacity of the new 
acquisition. 

Cellular makes cellular and me- 
chanical rubber products for spe- 





tive and other fields. 


19,157 | “revolutionary” braking system, | 
47,734 | according to B. R. Jones, director, 
559,539 | passenger 
16,272 | 
64,936" 


288,592 | 
1,030,755 | 
1,092 | 


165,601 | 
2,528,663 1,981,916 | 


364,642 | to demand performance 
98,188 | direction,” 


1,014,701 | 


65,024 | 
13,289 | 


51.736 
51,735 |. 
Bl, | increased horsepower 


1956 | 
225,979 | 
3,058 | with 
2,393 | Hudson dropped from 304 to 300. 
55,073 
189,646 | 
58,113 | 
84,226 | 
11,359 | put from 16,669 units the previous 
2,329| week to 18,450 
= 


‘Revolutionary’ Brakes? . 


ee 


A Peek at the ’57s 


MONTREAL. — The 1957 model | 
will be lower, have more horse- | 
power, use more glass and gadgets 
and some makes will employ a| 


car research, Ethyl 
Corp., Detroit. 

“The car makers jumped on 
the band-wagon of the ‘wrap- 
around’ windshield and now they 
are talking about the ‘wrap- | 
over’ windshield which will re- 
place the conventional car roof 
in some makes,” he told the | 
Kiwanis Club here. 

One certainty is the increase in 
horsepower. “I see no end in sight 
to the race for higher horsepower, | 
not while the customer continues | 
in this | 





Jones said. 

“In a market ‘as competitive as 
the automobile market,’ higher 
horsepower remains a major sell-| 
ing point,” said Jones. “Not always 
because the customer can drive | 
faster in his new car, either,” he 
added. The big advantage of | 
for most 
drivers is the rapid acceleration. 

Jones said it had been esti- | 


°57 Changeovers 


To Curb Output 
For Two Months 


(Continued from Page 1) 


1,140 a week earlier, and/ 
Studebaker turned out 1,040 
cars last week, the same number 
it produced the previous week. 
Chrysler Corp. showed the big- 
gest improvement as it jumped out- 


last week. 


* * 


1,689 to 2,300; DeSoto jumped 


= division was up from 


| 





cial purpose aircraft and electronics | practices 
applications. Rogers produces spe-| manufacturers 
cialty materials for the electrical) and empower the governor to name 
insulating, plastics, shoe, automo-|the nine members of the State 
‘ | Motor Vehicle Commission. 


from 689 to 1,675; Dodge hiked 
output from 4,426 to 4,925, and 
Plymouth dropped from 9,865 to 
9,550. 

Truck production totalled 20,- 
884 units last week, or a 2.2 
percent decline from the 21,363 
units produced the previous 
week. It also was 6.2 percent 
below the 22,268 trucks turned out 
during the same week a year ago. 
Canadian car-truck output, with 

International - Harvester, Chrysler 
Corp. and American Motors Corp. 
down, totalled 8,550 units last week. 


Auto Parts Future 


Bright to McGinn 


NEW YORK. The future 
looks bright for the independent 
auto parts makers, Howard J. Mc- 

Ginn, president, 
Eaton Mfg. Co., 
Cleveland re- 
ported last week 
to the New York 
Society of Secur- 
ity Analysts. 
McGinn pre-| 
dicted sales of! 
$225 million for 
Eaton, which, he 
said, would be a 
record. He said | 

H, J. McGinn this would be| 
obtained despite a reduction in 
passenger car production. McGinn | 
said about 45 percent of Eaton’s 
business was in the truck field. 


La. Governor OK’s | 
2 Auto Sales Bills | 


BATON ROUGE, La. Two 
bills dealing with the sale of new 
cars have been signed by Gov. 
Earl K. Long. Both were spon- 
sored by Senator W. J. Cleveland, 
an auto dealer in Crowley, 

The bills require dealers selling 
new cars to provide a manufac- 
turer’s certificate showing sale and 
assignment by manufacturer to 
purchaser. 

They also prohibit a number of 
by dealers, salesmen, 
and_ distributors, | 





mated that the standard automo- 
bile might reach the 600-horse- 
power class. “With 600 horse- 
power, a car could accelerate 
from a standing start to 60 miles 
. $12,556 Was Safe 
GRANDVIEW, Mo. Thieves 
stole the safe of DeBacker Chevro- 


let Co. here and carried it out in| 


the country and tried to open it 
with cutting torches. They suc- 
ceeded in removing a sheet metal 
envelope and cutting through one 
of the tumbling locks. However, 
they failed to get the cash—$12,556. 


4 BSI: 


Reaching an estimated 150,000 readers 
automotive industry. RATES 


INSERTION. POSITION WANTED ADS, 11 


TWENTY-TWO CENTS 


per hour in 5.4 seconds,” he said, 


“A lot of this increased horse- 
power is used up moving the 
heavier cars we have now,” he 
added. 

The high speeds the increageg 
horsepower permits might bring 
about a development “which would 
permit the driver to use full power 
for acceleration but limit the speeq 
he drives on the highway,” he sug. 
| gested. 
| Jones said the “tremendous 
power” which can be packed into 
|a gas turbine engine had encour- 
aged the automobile makers to 
|spend large sums on research and 
development of this type of engine. 

“At present the gas turbine 
|}engine has reached the point the 
diesel engine was at 20 or 25 years 
|ago,” he said. “There stil! are 
| major problems to be solved befor 
|it can be used _ successfully 


| 


| standard automobiles.” 
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WANT AD DEPT., 


($1) per insertion for use of a box number 


AUTOMOTIVE NEWS, 


tt ae 
SB ele 
Contract 


2666 PENOBSCOT BUILDING 


DETROIT 26, MICH 


HELP WANTED 


interested in sales manager who has 
proven record of merchandising and ad- 
ministration, He must be enthusiastic 
and able to hire, train and inspire sales 
force to produce volume on principles 
that will insure best public, employee, 
customer and factory relations. We will | 
pay the man who can fill our require- 
ments a fair salary plus liberal bonus | 
based on profits produced. Send complete 
information regarding yourself, your ex- 
perience, references, a small picture and 
other information leading to telephone 
conversation to arrange personal inter-| 
view. Box 6344, c/o Automotive News, | 
Detroit 26 





ACCOUNTANT-O F FIC E MANAGER — 
Chevrolet dealer in county seat. Town of 
25,000 population, 80 miles from Detroit. 
Give full particulars of experience and | 
salary expected. Box 6345, c/o Automo-| 
tive News, Detroit 26. 


WEST VIRGINIA CERTIFIED public ac- | 
counting firm has opening for young man | 
experienced in automotive* accounting. 
Write particulars as to education and ex- | 
perience and enclose photograph. Box 
6346, c/o Automotive News, Detroit 26. 





Treasurer and 
Accounting Manager 


Large GM dealer in Chicago is seeking 
high calibre man between ages 35-45 
years, preferably with Motors Holding 
experience. Applicant must be analytically 
minded and thoroughly familiar with all 
phases of operations associated with posi- 
tion such as finance, operating control, in- 
surance, taxes and auditing. An outstand- 
ing opportunity plus attractive remunera- 
tion to one who qualifies. Please submit 
photograph and resume of experience. All 
replies confidential. Box 6371, c/o Auto- 
motive News, Detroit 26. 


USED-CAR MANAGER. Growing and 


vigorous California Ford-Mercury dealer- | 
over 200 new and 400 used cars| 


ship, 
per year, wish to expand used car sales 
with alert and experienced man to handle 
all phases of used car operation. Excel- 
lent opportunity for man, age 35-45. 
Growing California community in Sacra- 
mento Valley with excellent hunting and 
fishing nearby. Opportunity unlimited 
with salary and commission, Give experi- 
ence, references, age and recent photo. | 
Write to Stark Ford Sales, P. O. Box| 
677, Orland, Calif. 


HELP WANTED 


| SOUTHERN CALIFORNIA Chevrolet dealer | ESTABLISHED NORTHWESTERN Ohio 


territory now available for a hard-hitting 
or parts manager, who can 
selling parts, hardware and ac- 
to Ford and Lincoln-Mercury 
dealers. State complete qualifications in 
first letter. Motor Capital Automotive, 
112 Kenilworth, Detroit 2. 


salesman 
produce, 
cessories 





BUYERS 
USED CARS 


Automotive 
background nec. 
No buying exp. 

needed. Excel. 
oppty for man whe 
wants to earn at 
least $10,000 yr. 
Replies confid'!. 


ALLIED FORD 
2125 Jerome Ave. 


Bronx 53, N. Y. 
CYpress 9-2400 





| AUTO PARTS SALESMEN. We have a 


very extensive, well accepted line of 
parts, hardware and accessories for Ford 
and Lincoln-Mercury dealem. Our ex- 
pansion into new territories requires men 
who now have or can build a following in 
their own area. What have you got to 
offer? Box 6347, c/o Automotive News, 
Detroit 26. 
EXCELLENT OPPORTUNITY right 
men, Leading equipment manufacturer 
has territories open for experienced men 
to specialize on alignment equipment. 
Knowledge of front end and alignment 
procedure necessary. Include complete 
resume of background, experience, edu- 
cation and age in first letter. Box 6372, 
c/o Automotive News, Detroit 26. 


for 


Office Manager 


| For volume Ford dealer located in southern 
California with excellent compensation and 
opportunity for unlimited advancement. Write 
| complete details of experience and personal 
| history, which will be treated in strictest con- 
| fidence. 


| Box 6370, c/o Automotive News, Detroit 26 


|A LARGE “BIG 3 DEALER expanding 
into multiple dealership operation h 
asked us to screen applicants for man- 
agers of all departments. Age bracket 
25-38. Must have immediate ability to 
manage people, develop volume sales and 
make profit for dealership, otherwise do 
not apply. References must be able to 
speak of your ability from actual experi- 
ence. Furnish picture and complete in- 
formation. Opportunity for investment 
and management later if qualified. Auto- 
motive Enterprises, 10600 Puritan, De- 
troit 38, Michigan. 





GENERAL SALES MANAGER. Smal! mid- 
western dealership. City of 15,000. Must | 
be aggressive and able to train and 
handle sales personnel. Dealer has been 
establishéd over 30 years selling Chrysler, 
Plymouth and GMC trucks, Salary in line 
with ability. Must be 26 years of age or 
older. Send complete resume of experi- 
ence and background as well as salary 
desired with application. Box 6360, c/o 
Automotive News, Detroit 26. 


DISTRICT SALES 
MANAGER 


National Manufacturer of Heavy - Duty 
Trucks has opening for experienced truck 
salesman with administrative ability and 
capacity for leadership. This is a genuine 
opportunity, with adequate compensation, 
which will appeal to the aggressive man 
who is also looking to the future. Please 
supply resume of truck sales experience, 
age, present position and other qualifica- 
tions. All correspondence confidential. Our 
organization knows of this advertisement. 


POSITION WANTED 


OVER TWENTY (20) years’ experience 
automobile business. Currently employed 
as sales manager—GM dealership. Mar- 
ried, 42 years of age, 2 children. Wish 
opportunity on buy-in deal with Big 3 
dealer who wishes to retire or semi- 
retire. Can invest capital if required. 
Location Union, Middlesex, Monmouth or 
Ocean County, N. J. Box 6361, c/o Auto- 
motive News, Detroit 26. 


AVAILABLE NOW — Experienced sales 
| Manager capable in know how in all 
phases of dealership operation. Twenty 
years’ experience in retail sales and 
management. Have one of the very best 
profit records in our area, Prefer GM or 
Ford deal up to one thousand car deal. 
Best of references. Box 6362, c/o Auto- 
motive News, Detroit 26. 


BUSINESS MANAGER—General Manager 
desires position of opportunity, not con- 
versation. Experienced wholesale and re- 
tail all phases. Know how to increase 
profits by use of market analysis and 
proper management in all phases of 
operation. Proven ability is a matter of 
record. Consider position with manu- 
facturer or dealer with sufficient po- 





Write box 6325, c/o Automotive News, 
Detroit 26. 


tential. Remuneration expected to ve 
based on accomplishment, Write Box 
6363, c/o Automotive News, Detroit 26. 
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POSITION WANTED ~ 


AM EXTREMELY INTERESTED in a 
rtnership association with a ‘‘Big 3’’ 
galer handling 100/200 units, The place 
[.seek is one which can use some good 
gound merchandising principles and the 
plication of a fresh slant on the 
gery best method of doing business profit- 
gbly in today’s competitive market. Box 
4364, c/o Automotive News, Detroit 26. 






























E MANAGER, 13 years’ experience, 
ledge all phases of operation, excel- 
jent accountant, daily operating controls, 
@epartmentalized statement, N. Y. or N. 


sug- J. Box 6365, c/o Automotive News, 
Detroit 26. 

ndous MANAGER or assistant to owner. 

| into mg man, 28, six years proven sales 


gecord. Aggressive, know how to accept 
fall responsibility. Prefer working for 

re financial interest in the dealer- 
=. All replies answered in confidence. 
Box 6348, c/o Automotive News, Detroit 





ICE ORDER WRITER. Trouble 
analyst or manager, specialized in Stude- 
baker. References. 25 years. S.A.E. mem- 
ber. Prefer Chicago area. Box 6349, c/o 
Automotive News, Detroit 26. 


PARTS MANAGER—15 years with Pontiac- 
Cadillac dealership as parts, service and 
office manager. Would consider position 
as assistant office manager, preferably 
in midwest. Ervin Dixon, 36 N. 30th 8t., 
Battle Creek, Mich. 


GENERAL MANAGER—Age 32, married, 4 
children, College, full knowledge of 150- 
ear Chrysler-Plymouth operation, ten 
years’ experience. Most interested in join- 
ing medium sized, aggressive ‘‘Big Three’’ 
dealership, with opportunity to buy in. 
Not afraid of hard work or responsibility. 
Can give top notch references. Willing to 
relocate, prefer Florida east coast. Box 
6359, c/o Automotive News, Detroit 26. 


One ill entenentemntntntcllactci, cettrnche tee 
FORD BOOKKEEPER-Office manager 
geeks employment in Los Angeles or 
southern California area. Ten years’ ex- 
perience in large dealership. References 
ean be furnished. Box 6350, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER AND doubled as 
gales manager in Detroit. Know thorough- 
ly all phases of new-car setup, used cars, 

, service, etc. Can conduct sales 
meetings, lead salesmen and good closer. 
Family man and home owner. Highest 
type references available. Will relocate 
under proper setup. Will meet you for in- 
terview with no obligation on your part 
and at my expense. Box 6352, c/o Auto- 
motive News, Detroit 26. 


USED CAR MANAGER, Volume operator, 






























Mhio 
itting 
) can 
d ac- 


reury 
ns in honest, sober and dependable. Twenty 
Otive, years automotive experience, the last 


twelve years as used car manager. Desire 
permanent connection with Southern deal- 
ership. Box 6341, c/o Automotive News, 
Detroit 26. 


_ 

AILABLE NOW. I have ten years auto 
sales and management, both retail and 
factory, experience; business administra- 
tion graduate. Have some capital. Will 
work on buy out or manage for you, I 
can hire and train a crack sales force 


with profitable results. Box 6336, c/o 
Automotive News, Detroit 26. 
JUNG MAN, 38, married, family, good 


@ppearance, producer, highest character 
and financial references, seeks sales 
Manager job or buy-out plan Ford or 
Ghevrolet. Eastern seaboard preferred. 10 
Years auto experience every phase of 
@alership, factory approval. Details con- 
Sdential. Box 6332, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER—Age 38, married, 
38 years’ GM experience—parts, service, 





ight @@ice, sales. Have managed all depart- 
a . Ments plus general manager. 13 years 
a @e employer. Can furnish excellent re- 
by ferences. Prefer west of Mississippi. Box 
coor 6294. c/o Automotive News, Detroit 26. 
plete CONTROLLER - BUSINESS manager. 
edu- Mature, aggressive, top flight adminis- 
5372, trator with 25 years experience at man- 


agement level. “‘Big 2’’ background. 
Heavy in finances, accounting, cost con- 
trol, planning, profit building, etc. Ac- 
customed to producing results. Pennsyl- 
vania or vicinity preferred but willing to 
telocate. Box 6313, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING DeSoto- 
Plymouth. Suburb, north of Chicago. Low 


hern 

and 
Vrite 
onal 
con- 











% rent with favorable lease. Parts and 

equipment only. $18,000 will handle. Box 
— 6366, c/o Automotive News, Detroit 26. 
ding J DEALERSHIP, BY OWNER, handling 


‘Chrysler and Plymouth—over seventeen 
years in prosperous northern California 
county seat. Town population 12,000; 
Close trading area 30,000; county 50,000. 
Manufacturer’s estimate car potential at 
250. Finest hunting and fishing. Man 
made lake, close, fed by three rivers— 
Offers finest boating and fishing. Another 
federal dam project, $225,000,000, starting. 
Large steel industry developing. Many 
large lumber mills in operation. Farming 
and stock raising. Fine schools, including 
junior college. Age, long illness and death 
in family reasons for selling. No used 
cars or receivables. Will sell signs, parts, 
tools and equipment. Lease fine, modern, 
post-war reinforced concrete block build- 
ing and ground on main Pacific Coast 
Righway and principal street. Confidential. 
Pactory approval and financial ability re- 

ired. Write Box 6369, c/o Automotive 

ws, Detroit 26—giving details regard- 
ing self, experience, etc. 


DEALERSHIP FACILITIES, combination 
Sutomobile-trucks, available center of 
Mierida’s rich citrus belt. Fully equipped 
imeluding body shop with bake-oven. For- 
@etiy handled Chrysler-Plymouth I-H. 
e bought larger deal. With or without 
_ Available immediately. Box 

c/o Automotive News, Detroit 26. 


HANDLING DODGE and Plymouth in 
Northeast Louisiana—100 to 200-unit po- 
tential. Clean parts inventory, no used 
cars or receivables. Same dealer over 20 
years. Inquire Box 6357, c/o Automotive 
News, Detroit 26. 


> 

DEALERSHIP HANDLING LINC OLN- 
MERCURY. Single dealer point. City of 
85,000. Trade area over 1,000,000. About 
the finest facilities in the St. Louis dis- 
trict. Plenty of room to handle 500 or 
More cars. 77 feet or 169 x 120 foot used 
Car lot with improvements, on city’s main 
thoroughfare. Terms can be arranged for 
Tight party. No used cars or accounts 
Teceivable. Box 6337, c/o Automotive 
News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE handling], 


Lincoln-Mercury in central east Texas, 
county seat. Population over 27,000, Best 
location and facilities in town. Buy parts 
and equipment and lease building. Dealer 
selling to devote full time to other busi- 
ness interests. Write Box 6367, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP AVAILABLE handling 
Pontiac-Cadillac in metropolitan area— 
one and three-quarter million gross busi- 
ness in 1955. New building—will lease. 
Reason for selling—dealer in ill health. 
Box 6368, c/o Automotive News, Detroit 
26. 





DEALERSHIP WANTED 


INTERESTED IN 200-300 UNIT GM deal. 
Prefer Southeast. Can get money and fac- 
tory approval. Confidential. Box 6338, 
c/o Automotive News, Detroit 26. 


CHEVROLET, FORD, BUICK, OR OLDS 
deal, 400 to 750. car potential. Approval 
assured, have ample cash. Lease pre- 
ferred, Reply held confidential. Box 6339, 
c/o Automotive News, Detroit 26. 


GM DEALERSHIP IN METROPOLITAN 
Detroit. Factory approval assured, All 
replies held in strictest confidence. Box 
6351, c/o Automotive News, Detroit 26. 


FLORIDA CADILLAC DUAL totalling 100- 
150 units. Approval assured, Lease real 
estate. Replies strictly confidential. Box 
6353, c/o Automotive News, Detroit 26. 


PONTIAC-CADILLAC dual dealership in 
city over 40,000. Have cash waiting for 
right deal. Factory approval has been 
granted so can act fast and in confidence. 
Might consider other GM lines or Lincoln- 
Mercury. Write Box 6354, c/o Automotive 
News, Detroit 26. 


FORD AGENCY UP TO 1,000 CARS. Have 
successful agency now—desire to expand. 
Factory approval assured. Will buy out- 
right, consider buyout agreement or 
write management contract with present 
owner. Top character and business refer- 
ences. Cash available now. Replies held in 
strictest confidence. Box 6355, c/o Auto- 
motive News, Detroit 26. 

GM-FORD DEAL, below 200 cars, in Tenn., 


Georgia, Florida. Cash ready. Box 6373, 
c/o Automotive News, Detroit 26. 




















CARS FOR SALE 
BEEBE BRB RBRBEBRB BHT 
® 


EX-TAXIS: 


Priced for quick sale 
150 1954 CHEV.......$225 
100 1953 CHEV.......$170 
100 1953 PLYM.......$145 














Every one with:— 
@ Heater 
@ Defroster 
@ Puncture Seal Tubes 
@ Excellent Bodies 
@ Good Motors 


@ Excellent Upholstery 


Contact Harry Mattia 


POTAMKIN CHEVROLET CO. = 


1101 S. Broad St. 
Philadelphia 


Phone HOwerd 7-5400 
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ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


WHAT DEALERSHIP WOULD you like to| Excellent Bodies - Good Motors - Heaters 


own? Furnish us with names of dealer- 
ships you would like to own, with correct 
address and names of proper individuals, 
we will make confidential approach and 
determine facts. Neither you or the 
dealer will be identified until agreeable 
to both. Most dealers with worthwhile 
dealerships for sale will not expose in- 
tention. We will do the exploration work 
quietly in complete cofidence without cost 
or obligation, Write Automotive Enter- 
prises, 10600 Puritan, Detroit 38, Michi- 
gan. 
BUSINESS OPPORTUNITIES 


Make $75.00 A Day 


Regroove tires for automobile dealers, 
fleet operators, and trucking companies. 


The portable HONEYCUTT Automatic 
TIRE REGROOVER grooves all standard 
make treads . . . does a uniformly perfect 


job. Pays for itself in just three months. 


MAKES YOU A GREATER NET PROFIT 
WITH LESS CAPITAL OUTLAY THAN 
ANY OTHER EQUIPMENT. No previous 
experience necessary, yet you can clear 
better than $10,000 the first year. 


Write or call HERMAN SMITH DISTRIB- 
UTING CO., 315 Austin, Houston, Texas, 
Phone CApitol 7-9545. 


Finance Plan Available 





66x101 GARAGE BUILDING. Modern serv- 
ice equipment, MoPar parts and accessor- 
fes. All or any part—bargain. Graham 
Motor Sales, Sheridan, Ind, ‘‘DeSoto- 
Plymouth.”’ 


DEALER SERVICES 





INVENTORY SERVICE 


@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 
Call or write for service details 


429 S. Western Ave. Los Angeles 5, Calif. 
Du 9-5095 





HOW TO START, MANAGE, control, oper- 
ate and sell 50 to 250 new cars at full 
list through referral advertising program. 
Act now, Write for details. Small fee in- 
volved. Box 6358, c/o Automotive News, 
Detroit 26. 


MR. DEALER, HOW DO you like to do 
business, on a get what you can while 
you can basis, or in an ethical up-and-up 
manner? In his article ‘‘I Believe’’ James 
Service shows you the latter method and 
the way to consistent volume and profit 
year around, and year after year. Clip 
this ad and forward with your letterhead 
enclosing $5. It will be sent to you post- 
paid. 5 will get you thousands. Available 
only through Automotive Enterprises, 
10600 Puritan, Detroit 38, Michigan. 


CARS FOR SALE 





ROBINSON AUTO RENTAL 
FLEET LEASED CARS 
1954 - 1955 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 


Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas City, Lin- 
coln, Neb., Oklahoma City, Fort Worth, Dal- 
las, New Orleans, Atlanta. 


ROBINSON AUTO RENTAL 


DIVISION 
218 S. Wabash Ave. 


Chicago 4, Ill. 
|. E. Spatig, Used Car Mgr. 


Webster 9-2144 














Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 
Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7.2300 








CARS WANTED 


ONE CHEAP METROPOLITAN HARDTOP 
to build racer. Morris Service Station, 
Tuscumbia, Ala. 


CADILLAC — SHARP 1952’s-1956's. 
body styles. Chrysler, DeSoto eight pas- 
senger sedans only. Prices gladly quoted. 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. 











WANTED TO BUY 


Large Number of Late Model Fieet 
or Leasing Cars for Export Purposes. 
Write full description, quality, quantity 
available, date available and price in first 
letter. 


P. O. Box 8752 


USED CARS WANTED 


Lots of 20 or more, from new-car 
dealers, used-car dealers, fleet 
owners, rental companies, etc. 
Phone, write or wire, Fenway Park 
Motors, 1271 Boylston St., Boston, 
COpley 7-8300. 


PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


TRUCKS WANTED 


DODGE POWER WAGON equipped as 
wrecker. Trinity Motors, Trinity St., 
Newton, N. J. 


BUSES FOR SALE 


CONN., MASS., R.I, dealers. Blue Bird 
bodies—supreme in quality. Quickest de- 
livery. Penn Yan, N. Y. assembly. Pete 


Cousins, Hartford, Conn. Jackson 9-3100. 
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BUSES FOR SALE 


SCHOOL BUSES 


We are running out of buses very fast 
and we urgently suggest that you order 
as soon as possible. We have: 


5 FORDS—B 700—40 passenger 
10 CHEV.—6802—54 passenger 
10 INT.—1803 & $1703—60 passenger 


TRANSIT SALES AND SERVICE, INC. 
Frank T. Mee, Jr. 


Danbury, Conn. Ploneer 3-4437 


BUSES WA: »D 


WILL BUY USED school buses--36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 6374, c/o Automotive 
News. Detroit 26. 


CAR RECOVERY 


$100 REWARD 


For information leading to recovery of our 
1955 Pontiac Catalina coupe, 870 series, motor- 
serial P755H53859, ‘56 Texas license BN 5509, 
light blue over dark blue. Stolen from our lot 
in Amarillo, Texas, June 24th, 1956. Belevied 
to be in possession of one calling himself 
Mickey Parsons, white, 42, 5'10"', 200 pounds, 
crew cut. 





Telephone Collect 


McCRACKEN MOTOR CO. 
DRake 4-5890 1101 Polk 
Amarillo, Texas 


SHOP EQUIPMENT FOR SALE 
FOR SALE—2 sets, 11 reels each, Lincoln 
overhead lubrication equipment in use 3 
years. Price $400 each set. Also money 
safe like new $300. Carl Beasley Co. 





Hellam, Pa. 
MISCELLANEOUS 





TOW-KING 


Our New 
4 Point Hook-Up 


Another Automatic 


BrakinG Product 


SPECIAL (F.0.8. Factory Net) 


% 45” FED. TAX 


INCLUDED 
Meets I.C.C. Strength Requirements 


—SPECIAL— 


Lape Draw Beam for Rear 
plit Bumpers—55-56 
Pontiacs, etc ee 5.00 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: DO 3-8373 
w char: 
Call Collect \* pay cherses 
40 So. Clinton St., Chicago 6, Ill. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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MISCELLANEOUS 


3-PLY CONVERTIBLE tops, $18.75. Head- 
linings, $12.50. Civilian jeep tops, $72.20. 
%-ton truck canvas with bow assembly, 
$70.06. 12 gauge clear vinyl plastic for 
making seat covers, 85c per yard, 6 
sheets AS-6 clear vinyl plastic 20x50— 
40 gauge for convertible full vues, $2.15 
per sheet. Big Buck, 307 Cambridge St., 
Boston 14, Mass. 


The NEW 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 
98°% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 
$5235 INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 





THE FAMOUS 
MOTO-MATIC 


TOW + GUIDE 


Four Clamp Unit 
SPECIAL (F.0.8. Factory Net) 


| $ 44*> FED. TAX 


INCLUDED 
Meets 1.C.C. Requirements 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 
599 Yonge St. 
TORONTO 10, ONTARIO 








AUTOMOTIVE NEWS 


WANT ADS 
BRING RESULTS 
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FIRST in 6-wheel truck sales 21 straight years! 


ry 
g 


FIRST in multi-stop truck sales 18 straight years! 


PROOF OF OWNER REGARD FOR 
INTERNATIONAL TRUCKS ... AND DEALERS 


These impressive sales records are the re- 

sult of producing trucks that profit-con- 

scious businessmen want and buy —the ® 
professional men, all of whom are truck ® Pe TT ie ae we AT Io ee AL 
operators that really know truck costs. 

And it is these men who are tomorrow’s 


repeat buyers of INTERNATIONAL Trucks. ¥ Hear ce & 
® 


If you are interested in joining a year- 
after-year sales-winning team, a steady 
profit-making dealership, write in strict . 
confidence to: Manager of Sales, Motor FIRST with men who know truck costs! 
Truck Division,. International Harvester 
Company, 180 N. Michigan Avenue, 
Chicago 1, Illinois. 





